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* Range sales were up in 1936 They’re going 


still higher in 1937. We're doing our part by 

| releasing a sizeable newspaper campaign fea- 
turing the electric range as the second step to- 
ward the All-Electric Kitchen. Youcan do your 
part by driving this idea home to every prospect 
in your territory who has already taken the 
first step by installing an electric refrigerator. 
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For the March issue, the pages of 
ELectricaL West have been thrown 
open to manufacturers. They will 
present the newest in apparatus, 
equipment, supplies and appliances. 
Convenient to every electrical man 
in the West will be the Directory of 
Manufacturers, a section of the issue, 


which will be a complete. hand, 
reference listing electrical manufa 
turers together with their 
distributors, agents or representatives 
In publishing the New Products and 
Manufacturers Directory Issue, ELEc- 
TRICAL WEsT is pleased to renew the 
service so valuable to its readershiy 


western 


HERE'S ANOTHER ENDORSEMENT OF 


Kelvinator's 
great 1937 program! 






1 ERO AN nh a i NO 


ORDERS FOR KELVINATOR REFRIGERATORS IN 1937 HAVE 
& ALREADY SHATTERED ALL PREVIOUS RECORDS! 


se That's how the field organization feels about the 
great Kelvinator programs for 1937. 


Right down the line. — distributors, dealers and 





| THE FINEST LINE salesmen—are more enthusiastic than they have ever 
OF REFRIGERATORS been before at the start of a selling season. They are en- 
i thusiastic about the new product, the advertising, the 
KELVINATOR promotion, and the selling story. 
i | And they voiced this enthusiasm with orders—orders 
HAS EVER BUILT far in excess of those ever turned in, in previous years, 
following the announcement of a program. 
KELVINATOR, Division of Nash-Kelvinator Corp., Detroit 


{cre 





[937 will be the greatest yeat ts hiblety foe 
Kelvinator Dealers 
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FOR LASTING, TROUBLE-FREE SERVICE—WHETHER YOU'RE 


WIRING A HOME, A FACTORY OR A CHICKEN HOUS! 


When you select G-E Wiring Materials, you are 
getting plus value. Not only is the G-E line complete 
but each item is designed to be used with the other items 
in the line. G-E quality is outstanding — long recognized 
as the standard for the industry. General Electric 
Wiring Materials may be installed economically. More- 


over, they assure long, trouble-free service. 
The G-E line includes: 


White Rigid Conduit, conduit boxes and fittings; Fiber- 


duct underfloor duct, BraidX, service entrance cables. 


“Safecote” building wire, lead-sheathed 600-volt cable, 


rubber-covered and braided cords. 


Switches, lampholders, convenience outlets, combina- 


tion devices, connectors, cord sets, fuses. 


G-E Wiring Materials can be used for new or modern- 
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ization work. They cut maintenance costs for factories 
and commercial buildings, give trouble-free comfort and 
convenience in homes. For full information see your 
nearest G-E Merchandise Distributor or write to Section 


CDW-921, Appliance and Merchandise Department, 


General Electric Company, Bridgeport, Connecticut. 
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! The Texaco Lubrication Engineer who 
takes that first step with you is a 
skilled professional. His lifetime ca- 
reer has been given over to a study of 
lubrication problems, and his advice 
is that of an expert. We earnestly in- 
vite you to take full advantage of his 
professional training and varied expe- 
| rience; and we say sincerely that you 
} are placed under NO OBLIGATION 


to us by doing so. 






The FIRST STEP to lowered 


lubrication costs begins 


pe 


OU’LL never have a better time than right now to take that first 
step towards lowered lubrication costs. The first step takes place 
right in your garage, with a Texaco lubrication engineer showing you 
exactly where Marfak lubricants have saved thousands of dollars for 


some of America’s largest operators of motor cars and trucks. 


There’s nothing theoretical about Marfak performance. The dollar- 
saving history of this unparalleled lubricant has been written on the 
road — in wheel bearings, in spring shackles, in differentials ~ in 
the tough places! 

Our lubrication engineers can tell you where Marfak can save you 
money, can tell you who has already stepped up efficiency and stepped 
down overhead by switching to Marfak lubricants; and they can tell 
you why the quality built into Marfak lubricants cannot be obtained 
in ordinary greases. 

Take that first step now. This is the time to begin operating 


economies which will make 1937 your banner year! 


THE TEXAS COMPANY e A CALIFORNIA CORPORATION 
929 South Broadway, Los Angeles 


 TEXACO MARFAK 


. =e wOoOR L D’S 70 U 6 88S .-s ee ee oe ee ee eee 
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Thirty years ago we were confronted with a 
serious problem. We built a vast line of rugged 
power-driven machinery for such tough jobs 
as rock and ore crushing plants, for the mining 
and metallurgical industry, for pumping, for 
cement and saw and flour mills, just to men- 
tion a few of them. 

Our machinery was designed and built for 
these tasks and was easily equal to them, but 
we had to have a motor that could take the 
beating that these applications 
required and measure up to the 
standards demanded by Allis- % 
Chalmers Engineers. | 

The problem got worse and 
bigger until it resolved itself 


into one answer...to build our 





Ow PROBLEM...2/02(2 PROFIT! 


own motors. It was thirty years ago that we 
. and did it. 
Through this period of thirty years, the 


set about meeting our need .. 


progressing knowledge and experience of all 
the various departments of our vast and diver- 
sified engineering organization have surely 
and painstakingly been built into Allis- 
Chalmers Motors, making them the siurdiest 
motors on the market—bar none. 

Their great mechanical strengih reduces 
maintenance costs to the mini- 
mum and extends their life 
_ beyond that of all less sturdily 
constructed motors. That is why, 
today, Allis-Chalmers Motors 
EXCEL and are the most profit- 


able motor buy on the market. 


The Allis-Chalmers Mfg. Co. builds standard motors of every 
type from 1 hp. up—also motors for special application. 
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light to bins near the 
floor. 


2 Lamp shielded by re- 
flector reduces glare. 


Deflector directs light 
upward above cutoff 













PE 


Apertures in the ends 
build up light between 
Pree 


White porcelain enamel 
surface produces diffused 
rita 


Choice of hood designs 
simplifies installation 


For the many locations requiring 200 Y 

lighting intensity Benjamin has en rr 
this new size reflector which incorporates all 
of the 15 features of Benjamin Explosion Proot 


cee oe ta) Pre Teer 
ten to fifteen footcandles 
overa 24x 30 area 
Fasily attached at any 
point of RLM Dome re 
ei tal-) ome lta taste eed 
beam adjustable. 
Reflector of Alzak 
AU r ttm 


CP iis 


State 


Benjamin Electric Mfg. Co., . 
Des Plaines, Illinois 4 
SEND NEW CATALOG SHEETS - 
re eS eS ee s 
R 
Address. a 
7 
® 
& 
x 





BENJAMIN DEVELOPMENTS 
tring NEW SALES OPPORTUNITIES 


Here are three valid reasons for calls on Catalog sheets containing complete 


every customer and prospect. Few are the 
users of industrial light that cannot use at 
least one of these three new Benjamin prod- 
ucts. A new Stock-Bin Lite that solves the 
problem of uniform lighting for bins, shelves 
and aisles in stockrooms and warehouses— 
a new larger size Explosion Proof Fixture 
—and a new Beam Director that fits into 
every type of RLM Dome reflector convert- 
ing it into a combination spotlight and 
overhead light. 


details of these three new Benjamin prod- 
ucts are ready . . . the coupon will bring 
them by return mail. Benjamin Electric 
Mfg. Co., Des Plaines, Illinois, Chicago, 
New York, San Francisco. 


BENJAMIN 


LIGHTING EQUIPMENT 


Distributed Exclusively through Electrical Wholesalers 


Electrical West — Vol. 78, No. 2 



























LIVE Wires that /7ve Jong 


VERY quality demanded of 


| building wire is found in its 
highest form in Americore, Amparak, 
Amerite and Amperox Performite— 
all made by American Steel & Wire 
Company. These building wires and 
cables are supplied in all standard 
colors; are clean to handle, and save 
time and effort because they “pull” 
} easily. 
: Once installed these wires are sure 


to give many years of service. They 
are impervious to moisture, will not 
crack with cold or soften with heat. 
Americore, Amparak, Amerite and 
Amperox Performite are all protected 
with the patented Safecote finish 
which adds to their safety, economy 
and endurance. Thus protected they 
will not carry nor support flame. 
We will be glad to provide you 
with samples that will demonstrate 
for themselves that these long lasting 
building wires can serve you better 


and more economically. 





AMERICORE AMPARAK 
(Code) (Intermediate) 

AMERITE AMPEROX PERFORMITE 
(30%) (U. &. Govt. ‘‘Superaging-Grade’’) 





ELECTRICAL WIRES and CABLES 


COLUMBIA STEEL COMPANY . San Francisco 


Pacific Coast Distributors of Electrical Wires and Cables | \te 







United States Steel Products Company, New York 


WU; 
for American Steel & Wire Company Export Distributors 


me 


UNITED SRA LES -S 1.825 
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OILOSTATIC 


is a rugged and reliable 
underground cable construc- 
tion, effecting large savings 
and solving perplexing prob- 

lems in distribution and 


transmission circuits. 





New York Boston Seattle 
Philadelphia Los Angeles 
Factories: Passaic, N. J. 





Pittsburgh 


Founded 





Power Tran. 


1878 


THE OKONITE COMPANY 


HAZARD INSULATED WIRE WORKS DIVISION 


THE OKONITE-CALLENDER CABLE 
EXECUTIVE OFFICE: 
Buffalo 


PASSAIC, N. J. 
Chicago 


Washington 





COMPANY, INC. 


Dallas Detroit Atlanta 


San Francisco 
Paterson, N. J. 
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IN 1937. 
Write the factory, atMansfield, 
Ohio, for complete program. 


Westinghouse | 
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Selling Cool Comfert to Homes - 


sure you a 
this entirel 





“95% pictures!’’ That describes the complete advertising 4 
sales promotion material now ready for Westinghouse }! 
Fan Retailers — backing up the most sensational and sali 
line of new fans ever introduced. Again the real story of 
profits will be written by retailers having ample stocks 
this fast-selling line. Consequently — 


1937 FAN PROFITS 2c Cecsg cos 
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HPROUSC 
MODEL “A” WASHET 


Here is a key to increased washer sales and profits 
a “‘trading up’’ plan built around a remarkable value 
to be advertised in color through local newspapers 
12,250,000 able-to-buy families. 


over-size, deeper- 
ed Westinghouse 
will out-breeze any 


ed ee This prospect-getting traffic-building value 


your ears won’t help. ri is offered in the form of allotments to 
sure you are first to — active retailers. It is designed to increase 
this entirely different o 
of fans to your trade. your average sale and your net profit. 
It is backed by a 5-point promotional 


program: 


(1) Reaching more live prospects. 
(2) More sales actually closed. The first national advertising of this 
(3) Every sale a larger sale. Special Offer appears early in April in 
(4) Every sale leading to additional “American Weekly,” ‘““This Week” and a 
sales. list of supplementary newspapers. Get 
) Every sale productive of more the details from your Westinghouse rep- 
prospects. resentative now. 
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No longer is it necessary to use curves or correction 
factors when measuring or comparing light sources— 
whether they be continuous or monochromatic. WESTON 
now supplies the new, stable viscor Filter which elim- 
inates the effect of the non-visible radiant energy in 
the ultra-violet and near infra-red regions and removes 
the excess red and blue response of the Photronic Cell, 
thus making the Cell conform to the spectral sensitiv- 
ity of the human eye. 

The viscor Filter consists of an inseparable dual-glass 
unit—permanent and practical under both laboratory 
and commercial conditions. Its total transmission is ap- 
proximately 37.5%; unusually high for a filter with 
complete cut-off at both ends of the visible spectrum. 


THe New WESTON 


VISCOR 


(VISUAL CORRECTION) 


ee aes 


---a stable, all-glass filter developed exclu- 


sively for use with *PHOTRONIC (PHOTOELECTRIC) 
light measuring devices. 





The accuracy of the Photronic Cell with the viscor 
Filter at normal incidence is as follows: 


TUNGSTEN (2300°-3200° KELVIN) + 2% 
ANY CONTINUOUS LIGHT SOURCE 
(daylight, filtered tungsten, etc.) + 3.5% 
COMMERCIAL MONOCHROMATIC SOURCES 
(sodium, neon, mercury vapor, ete.) + 5% 


Models 603 and 614 light measuring instruments may 
now be specified equipped and calibrated with the 
viscor Filter. For complete information and prices 
phone the nearest WESTON office, or write to .. . Weston 
Electrical Instrument Corporation, 577 Frelinghuysen 
Avenue, Newark, New Jersey. 

*PHOTRONIC—a registered trademark designating the 


photoelectric cells and photoelectric devices man- 
ufactured exclusively by the Weston Electrical 


WESTON 4esGuments 





Eicher & Bratt, 
268 Colman Bldg. 
Seattle, Wash. 


PACIFIC COAST REPRESENTATIVES 
C. F. Henderson, 
420 Market St. 
San Francisco, Calif. 


A. A. Barbera, 
Subway Terminal Bldg. 
Los Angeles, Calif. 
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GREATER RESISTANCE TO POWER ARCS...another high spot in 


TODAY’S TREND TOWARD 


POWER INSULATORS 


Hotpoint’s new Flat Calrod is 
over standard Calrod as that unit proved to be over 


as big an advance 


the open coil. 

The flat surface of Hotpoint’s new Calrod pre- 
sents 11 times more contact to utensils, provides 
greater cooking speed with less current. 

And even more remarkable, the new process of 
flattening Calrod condenses the magnesium oxide 
in the Inconel metal sheath to an even harder con- 
sistency, brings the resistance coil closer to the 
surface, and adds a longer period of life, as proved 
by accelerated life tests. 

By all means see Hotpoint’s new Flat Calrod. It is 
assurance to the electric industry that the sweeping 
public preference for electric ranges will leap ahead 
with renewed speed. 


EDISON GENERAL ELECTRIC APPLIANCE CO., INC. 
5612 West Taylor Street, Chicago, Illinois 





The new Hotpoint Flat 
Calrod is armored against 
damage by abuse. Glass 
sealed leads keep out air 


and moisture. Inconel 


metal sheath, and bay- 
onet type terminals 
are features of new 


Flat Calrod. 
% 


Frozen in ice, Cal- 


THE DORCHESTER. An ideal volume leader for 1937 selling. 
Never before has a full-sized, built-to-the-floor automatic electric 
range been offered at such a low price. Many new features, including 


Flat Calrod, Thrift Cooker, divided top, center oven, chrome lamp, 
matched condiment set, etc. Get the facts about this remarkable value. 


rod melts its way 
out when Con- 


nected up. 


Heated white hot with 
a blow torch, then plunged in icy water. 


Hammered and twisted, Cal- 


s rod was still as fast as ever 


when connected. It endures 


<Zt extremes of heat and abuse. 


THE DORCHESTER in all porcelain enamel finish available March 1 at slightly 


11 TIMES MORE 
SURFACE CONTACT 


Old Round Calrod New Fiat Calrod 


Hotpoint’s new Flat Calrod presents 1) 
times more flat surface to cooking utensil: 
than did Calrod’s original round tube 
Note the sectional view above. See how th: 
flat surface increases heating contact wit! 
cooking utensils and cooking speed. 


ART renter - 












EDL) Cit -ml arco h yt) 
11 times more contact 

for utensils. More 
economical. 


Longer life. 
cs 


Faster 















EBS 
Surface 
Gives More 
ye Heat with Same 
Me Cacia eta et: 
Pleases Customers and 
Makes New Electric Cookery 
Friends and Earnest Boosters 















ELECTRIC | RANGES 


16 


APPLIANCE 


WATCH FOR THE MAN WHO 
CARRIES THIS PORTFOLIO! 


He will show you the finest, most complete and fastest-selling line of 
electric fans in the industry! * He will show you the greatest line-up 
of fan sales helps that you have ever seen! * He will show you how 


General Electric Fans will write fan profits in your ledger! 


WATCH FOR HIM! LISTEN TO HIM! 
YOU'LL PROFIT BY HIS SOUND ADVICE! 


GENERAL (3 ELECTRIC 


FANS 


AND MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
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FRIGIDAIRE SHATTERS All RECORDS 
AND PUTS ON MORE SPEED FOR 1937! 


Over 4,000,000 Frigidaires Sold ...500,000 in 1936 Alone 


...and you'll do STILL BETTER with Frigidaire in 1937 BECAUSE, 1. You'll have a Sensational New 
Product — designed from top to bottom with startling new features — including one that will instantly 
capture the imagination of the buying public, and start dealers talking from coast to coast! 2. You'll 
have an unbeatable New Selling Strategy! 3. You'll have Millions More Advertising Messages work- 
ing for you—every one packed with new selling power... more dramatic, more appealing, more 
action-compelling than ever! With this potent program, Frigidaire is putting on MORE SPEED for 
1937. And Frigidaire Dealers are preparing for another, an even greater, record-shattering year! 


FRIGIDAIRE DIVISION - GENERAL MOTORS SALES CORPORATION - DAYTON, OHIO 


youu po STILL BETTER WITH FRIGIDAIRE IN 37 / 
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Made from Alcoa 
Aluminum Sheet 


Die Cast from 
Alcoa Aluminum 


18 


Of course you want your meters outdoors. 











Convenience to the consumer... protection of consumers 
against criminals posing as your employees . . . protection to you 
against current diversion ...the economy of getting a reading 
from every trip... those are advantages you want. 

With cases made of Alcoa Aluminum you get these advantages, 
and at the same time overcome the problems of weathering. Alcoa 
Aluminum isn’t harmed by exposure. So, no painting . . . no rusted 
boxes ...no staining of adjacent walls. 

These dollars-and-cents advantages soon return the slightly 
greater first cost. Manufacturers supply cases pressed from Alcoa 
Aluminum sheet, or economically die-cast, with intricate fittings, 
bosses, lugs, and identifying marks produced integral with the 
original Aleoa Aluminum casting. Would you like to have us send 
you names of makers? Address ALUMINUM COMPANY OF AMERICA, 
2132 Gulf Building, Pittsburgh, Pennsylvania. 
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PAN IDAB bs 
PIROWACTION 





Q ‘ TYPE RWE-54, 115 KV. OIL CIRCUIT BREAKER, WASHINGTON WATER POWER COMPANY 


THIS PACIFIC EXPULSION BREAKER WILL 
SAVE YOU MONEY AND ENABLE YOU TO 
GIVE BETTER SERVICE TO YOUR CUSTOMERS 
BECAUSE: 


® High accuracy bushing type current trans- 
formers permit accurate metering at only a 
fraction of the cost of separately mounted trans- 
formers. 


® A new motor control mechanism provides 
immediate reclosing with extremely low operat- 
ing currents. 


@ |ts Expulsion Chamber Contacts assure the 
rapid clearing of faults with unusually low main- 
tenance expense. 


— 


a 
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Features of Type RWE 
Expulsion Breaker 


The type RWE Expulsion breaker pictured above 
is equipped with bushing type current trans- 
formers used for metering which are accurate 
to within 0.15% in ratio and plus or minus {5 
minutes in phase angle over the entire range 
from 20 to 200 amperes. 


A new immediate reclosing motor control 
mechanism provides a first reclosure within !/2 
second after the trip coil is energized. It is 
designed to operate on very small currents, the 
motor requiring only 17 amperes at 220 volts 
a.c. and the trip circuit only 23 amperes at 24 
volts d.c. 


The expulsion contacts mean the consistent 
clearing of short circuits up to full rated capac- 
ity with one or two cycles of arc. 


These features are available in Pacific Breakers 
of higher and lower ratings. 


WRITE US FOR DETAILS. 












E. A. TONELLA 
St. Louis, Missouri 


Mr. Tonella’s first experience 
with Square D Multi-breakeR 
was the sale of seventeen units 
to a speculative builder. He not 
only made a good profit on the 
Square D Multi-breakeR but on 
the wiring as well. 


SOUTH SIDE ELECTRIC CO. 

Peoria, Illinois 
“Our first experience with the 
Square D Multi-breakeR con- 
vinced us. We have just placed 
an order with your jobber for 
several more which we are going 
to use in jobs now under con- 
struction.” 


LOUIS KREILKAMP 
Wauwatosa, Wisconsin 
“T had no difficulty in selling my 
first installation of the Square D 
Multi-breakeR—and at a good 
profit. I have other jobs coming 
up right along. Iam recommend- 
ing the Square D Multi-breakeR 

on all of them,” 





and the GQUA 


MULTI-BREAKER 





RET) 














makes Wiring Jobs ... 


@ Each mail brings fresh evidence that the 
Square D Multi-breakeR is a sales-creating 
item. Read the opinions of the contractors 
quoted on the left. These men have proved 
to themselves that one sale brings others 
—and more wiring jobs. 

Cash in on the sales possibilities of this 
new product. Homes are being modern- 
ized. New houses are being built. Specu- 
lative builders are exceptionally active. 
What a market for the aggressive con- 
tractor! The Square D Multi-breakeR will 
get the jobs. 

Show this new window display—it will 
bring inquiries. Be sure you receive these 
two mailing pieces which are being mailed 
to contractors everywhere. They are inter- 
esting and instructive and are yours for 
the asking. 


Square D electrical devices are available 
through electrical wholesalers everywhere 


CALL IN A SQUARE D MAN 
























f MULTI-BREAKE 









Se ee 


LOS ANGELES ~- DETROIT - MILWAUKEE 


SQUARE 0 COMPANY CANADA LTD. TORONTO, ONTARIO 
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Moccasin Plant to be 
Modernized After 12 
Years of Service 


Dating from July, 1925, the four 28,000 Hp. Pelton impulse 
turbines installed in the Moccasin plant for the City of San 
Francisco, will have completed more than twelve years of con- 
tinuous, full capacity operation when they are partially dis- 


mantled for replacement of buckets and needle tips. 


replacement plans, normal for units giving such outstanding 
service, now permit substitution of new designs for old with 
the assurance that substantial gains in efficiency and output 
will be realized. Based on revenues earned since the installa- 
tion, it may be predicted that increased earnings, without addi- 
tional water supply, will amortize the modernization cost in 


an exceedingly short period. 


The Moccasin plant typifies conditions surrounding many 
impulse developments throughout the West which have poten- 
tially greater capacity. With power in demand, the invest- 
ment in modern buckets, nozzles, needles, etc., is trivial in 
comparison with the value of additional power produced. 


Left—Moccasin Development 
of the City of San Fran- 
cisco, showing  penstock, 
powerhouse and high volt- 


age transmission line. 


Below—Arrangement of the 
four 28,000 Hp. Pelton Im- 
pulse Turbines with govern- 
ing equipment in the Moc- 


casin Plant. 


Consult with Pelton 
Engineers on Your 
Rehabilitation Plans 


THE PELTON WATER WHEEL COMPANY 


120 Broadway 


2929 Nineteenth Street 
New York San Francisco 


Paschall Station 
Philadelphia 


Exclusive Western Representatives for Baldwin-Southwark Corp., De La Vergne Engine 
Co., Cramp Brass & Iron Foundries Co., Woodward Governor Co., and Chapman Valve 


Manufacturing Co. 
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VARNISHED CAMBRIC *RUBBER POWER CABLES * BUILDING WIRE * RADIO 


EXHAUSTIVE TESTS MAKE CERTAIN OF 


WESTERN 
REPRESENTATIVES 


LOS ANGELES 


Henger-Seltzer Co. 
945 E. Pico St. 


SAN FRANCISCO 
Hodges & Glomb 
1264 Folsom St. 


KANSAS CITY, MO. 
W. F. Howe, 
526 Law Blidg., 


CRESCENT’S LABORATORY AND TESTING EQUIPMENT PROVIDE 
COMPLETE FACILITIES FOR EVERY REQUIRED TEST ON ITS PRODUCTS 
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Pa CLUSIVE 
WITH 
DELTABESTON 


PURIFIED ASBESTOS 
FELTED INSULATION 


Power cable is an important part of any 
electrical distribution system. It is subject- 
ed to severe treatment ... under trying 
conditions. Heat and fire ... oils and acids 
attack its usefulness. It must be chosen 
carefully. 


Utility engineers specify Deltabeston 
Power Cable to assure long, trouble-free 
service. They realize that only Deltabeston 
offers them loyal service in any environ- 
ment. Alert manufacturing has kept it years 
ahead. 


Deltabeston is the only Power Cable in- 
sulated with Purified Asbestos. By remov- 
ing impurities, our engineers assure you of 
a better insulation. Felted Asbestos, an- 
other exclusive Deltabeston process, estab- 
lishes a compact wall of insulation over 
the conductors. 


The result is a Power Cable that answers 
your needs. It is fire-resistant. The aging 
properties are better than those using other 
insulation. It provides permanent service in 
places where operating temperatures are 
too severe for other types of insulation. 

Learn why “exclusive with Deltabeston” 
means profitable performance. Write to 
Section Y-921, Appliance and Merchandise 
Department, General Electric Company, 
Bridgeport, Connecticut. Deltabeston Wire 
and Cable is distributed by the Graybar 
Electric Company and General Electric 
Merchandise Distributors. 


GENERAL ELECTRIC 


DELTABESTON 
WIRE AND CABLE 


APPLIANCE AND MERCHANDISE DEPARTMENT 
GENERAL ELECTRIC COMPANY 
BRIDGEPORT, CONN 
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PROTECT YOUR PRODUCTS 


-_ 
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| The reputation of the best appliance can be every 5 feet. An assurance of safety to you... 
undermined by a flexible cord which quickly to jobber and dealer...and to the ultimate 
wears and frays. customer. 
You protect the reputation of your products Joun A. Roesiinc’s Sons Co. or CALIFORNIA 


by equipping them with high quality Roebling San Francisco - Los Angeles - Seattle - Portland 
Flexible Cords. 


bs | Where practical, Roebling Flexible Cords bear - > Oo = n L 4 NM GC; 
ea the Underwriter’s bracelet label illustrated... 
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YOUNGOTOWN 


=a | AW 


QUADRUPLY OK’'D 


In Buckeye Steel Conduit the architect 
gets a dependable, known quality which 
never varies. The owner gets maximum 
durability. The journeyman gets easy 
workability which lightens his labors. The 
contractor is assured trouble-free instal- 
lation which keeps his costs to a minimum. 
All four benefit when BUCKEYE CON- 
DUIT is used throughout a job. 


THE YOUNGSTOWN SHEET 
AND TUBE COMPANY 


Manufacturers of Carbon and Alloy Steels 
General Offices - - YOUNGSTOWN, OHIO 


Sheets; Plates; Tubular Products; Conduit; Tin Plate; 
Bars, Rods; Wire; Nails; Unions; Tie Plates and Spikes. 
651 


Ohhh TL 


‘HOT GALVANIZED - - - ELECTRO GALVANIZED: 
*~BLACK GALVANIZED --- ELECTRIC METALLIC TUBING. 
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PROFITABLE 


VOLTAGE 


For Any Area.. _ REGULATION 


For Any Load Density 


The complete line of G-E regulating equipment makes 
it possible to regulate voltage on any part of the system 
with the minimum of capital investment. Here are 
G-E regulators for every need. 

STATION-TYPE INDUCTION, single- or three-phase, 
for indoor and outdoor service. Available in voltages 
13,800 and below in a wide range of standard sizes. 
BRANCH-FEEDER INDUCTION, for 2400- and 
4800-volt circuits, in standard sizes of 12 and 24 kva. 
STATION-TYPE STEP (16 or 32 steps), three-phase, 
indoor or outdoor, for 4800- to 13,800-volt circuits. In 
standard sizes from 20.8 to 228 kva. 
BRANCH-FEEDER STEP (4 steps), in standard sizes, 
5 to 25 kva at 2400 volts; and 5 to 50 kva at 4800 and 
6900 volts. 

BRANCH-FEEDER BOOSTER (1 step), in standard 
sizes, 5 to 25 kva at 2400 volts; and 5 to 50 kva at 4800 
and 6900 volts. 

For a complete description of these regulators, write 
the nearest G-E office or General Electric, Schenectady, 
N. Y. Ask for GES-1142A. 


350-134 
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ELECTRICAL WEST 


DEVOTED TO THE ECONOMIC PRODUCTION, TRANSMISSION AND DISTRIBUTION OF ELECTRIC POWER AND 
ITS APPLICATION TO INDUSTRY, COMMERCE, AGRICULTURE AND HOME IN THE PACIFIC EMPIRE, AND 
TO THE MARKETING OF EQUIPMENT AND APPLIANCES AND OTHER UTILIZATION DEVICES IN THAT AREA 


February 1937 


The West 


dustry here in the Far West is the West 

itself. Sweeping downward from the bar- 
rier of the Rocky Mountains to a seventeen hun- 
dred-mile front along the Pacific is a region 
comprising one-third of the area of the United 
States—a region with resources in abundance, 
with a capacity for development still unlimited. 
Here is an empire, a geographical entity which, 
except for certain political, economic and social 
bonds, is autonomous, independent in itself. 


( ety i single asset of the electrical in- 


NE cannot review its past nor contemplate 

its future without there being engendered in 
him an inward sense of optimism. So great are 
the possibilities and potentialities of this West- 
ern empire that even the professional enthusiast 
does not comprehend them all. To visualize all 
of the resources in all of their ramifications 
would require a volume. Briefly they include 
the minerals and metals in the rock-bound 
mountains, the petroleum and gas under the 
earth’s crust, climate, incomparable recreational 
facilities, the fertile soil, the forests, the fish- 
eries, water for domestic and industrial uses, 
for power and for irrigation and, finally, the 
harbors fronting on the markets of the Orient, 
Alaska, Australia and Central and South Amer- 
ica. Resourceful men have already translated 
these into productive fields and orchards, mines, 
refineries, industries, and a multiplicity of 
businesses large and small supporting a popu- 
lation that is richer and happier in proportion 
than anywhere else in the nation. 


Y ET the peak of this development is not in 
sight. The glamor, romance and opportu- 
nities of the West are attracting new population 
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at a rate higher than for any other section of the 
country. Travelers come westward, see what is 
here and then stay. New industries develop to 
utilize latent resources, or to serve the growing 
population. Old industries expand for similar 
reasons. The whole area moves forward with a 
stride which gains confidence through accom- 
plishment yet keeps the vigor of the pioneer. 
It is conservatively estimated that this region 
still can support a population treble or qaud- 
ruple that of the present. 


HE very nature of the region, its resources 

and opportunities have from the start at- 
tracted a type of people possessed of the spirit of 
pioneering. It required courage and initiative 
to brave the obstacles which existed when the 
Western frontier was extended to the Pacific. 
From such an ancestry there has come vitality 
and enthusism, the ability to originate new 
things. It is one of the things that augurs well 
for the future progress of this Western empire. 


HIS then is the West in which the electrical 

industry has its stake. It is the West in 
which this industry has grown and has con- 
tributed to the high degree of development that 
exists here today. It is the West over which 
the industry has spread its power lines to place 
vital and necessary energy at the hand of man 
wherever he might choose to build his home, his 
farm, his factory or his business. It is the West 
with which this industry will grow and pro- 
gress and prosper in the future. Why? Because 
people will demand increasing service from this 
servant whose reliability and economy of opera- 
tion are available in no other form. 
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A Summary of Operations 


Per Cent 
11 Western States 
11 Western States United States of Total U.S. 


1935 1936 1935 1936 1936 


Energy Generated (Thousands of kw-hr.).........+ese0+> caaewn 16,643,431 19,077, 782f 95,351,000 108,854,000T 17.5 
Energy Generated in Hydro Plants (Thousands of kw.-hr.).... 14,108,175 15,817,606 37,589,000 37,091,000 42.7 
Energy Generated in Steam Plants (Thousands of kw-hr.)..... 2,535,256 3,260,179 56,067,000 68,737,000 4.7 
Percentage of Total Energy Produced by Hydro 84.8 83.5 $9.5 34.0 

Gross Revenue from Sale of Energy (Thousands of dollars).... $246,000 $268,000* $2,078,841 $2,231,500* 12.0 
SE EINES Sa pcue cadens heen cae bj thhtnbesé en vane joeues ce 8,318,304 3,428,422 25,312,802 26,028,050 13.2 
Domestic Customers 2,612,244 2,668,238 20,446,486 20,989,901 12.7 
Farm: Customers ...ccccccccccves bdkue wteneee te vékbaeavekeus 191,233 208,577 788,795 897,898 23.2 
Installed Generator Capacity (kw.)......cecccccscccccccccsees 5,345,396 6,731,508 $4,016,179 34,466,000 16.6 
Installed Hydro Generator Capacity (kw.). 8,416,292 3,799,339 9,765,000 10,250,000 37.1 


* Estimated 10 months operations. 
+ U.S.G.S. Reports (December estimated). 


A Record of Generation 






Energy Generated in Thousands of Kw.-hr. 
1928 1929 1930 1931 19382 1988 1934 1935 1936* 


7,979,837 8,849,622 8,948,326 8,796,177 7,948,505 8,023,243 8,562,056 9,060,296 10,119,599 
OD cn daicbccdpsccsdbunnn 844,654 1,040,748 1,161,386 1,219,250 1,176,987 968,980 965,748 1,002,828 1,088,818 1,258,352 
CTO <.nivusecmncnuic’ 2,121,939 2,361,024 2,552,825 2,555,288 2,572,134 2,486,754 2,488,882 2,747,866 2,981,621 $3,379,157 
P.  vchbodhviéouucengeen 51,236 54,935 43,840 42,895 19,006 32,749 24,281 $2,152 27,719 151,246 
ER ln itneusin'S nn xoe.b po eee 338,067 282,791 402,005 292,550 276,483 275,476 $27,879 206,679 309,835 412,123 
DK Gin deidicneentmndicasele 278,559 335,755 283,023 384,443 404,309 280,898 295,688 344,939 377,797 507,335 
GR <scwtieecge beans 33,462 52,326 67,179 75,871 179,658 157,611 157,482 173,233 190,744 215,471 
PN  kKicwmsseebeseeeweds 551,173 541,150 563,813 578,341 528,817 478,263 459,453 506,710 549,157 655,104 
POON Sccsccedcsocscconts 66,493 83,931 98,665 98,215 94,539 84,633 78,964 81,856 98,779 112,214 
DED (iuttiins vss shennencmaage 806,402 947,709 894,417 911,709 796,484 584,589 594,428 685,069 672,466 804,079 
ry rn 1,394,655 1,619,351 1,613,688 1,319,800 966,097 635,098 922,814 867,504 1,296,199 1,463,102 
* U.S.G.S. Reports—December estimated. 













State 1927 


DE: Since cbnaednosan aie 7,855,548 
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Com- 
State panies Plants 


California ... 31 
Oregen 24 
Washington .. 29 
Nevada 7 
Utah 20 
Arizona 19 
New Mexico.. 

Colorado .... 31 
Wyoming ... 20 
Idaho 17 
Montana .... 8 
11 Western .. 222 
ie Me xecapes 1,611 


148 
67 
69 
12 
57 
44 
32 


72 


35 

46 

26 
608 
3,803 


Total 
Capacity 
Kw. 


2,875,067 
338,498 
910,869 
381,437 
154,868 
147,488 
889,160 
242,111 

43,872 
238,477 
309,661 

5,732,508 

36,597,199 


Agricultural 

States 1935 1936* 
DED dhvsivébwoce 81,100 92,148 
EL fecdewes wr aes ee 19,284 20,337 
WRG kscctcescc 40,454 41,170 
“eich adeee es ace 976 991 
i nichibsasehane oe 16,554 18,217 
PN Serccccdciece 5,921 5,931 
New Mexico ......... 1,400 1,900 
PN Bveeascdecsue 7,236 7,687 
PE éi0edseceeee 547 572 
DE yWrkadeh tadheceec 14,872 16,362 
eee 2,899 3,262 
11 Western States ... 191,243 208,653 
United States ........ 788,795 897,873 
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c———__Onee Type of Prime Mover————_—_——__ 
Internal Comb. 


Water Power 
No. Kw. 


117 1,757,063 
42 175,676 
45 698,119 

378,350 
89,312 
87,050 

200 
53,602 
15,220 
234,465 
299,360 
3,788,417 
10,138,717 


————— Generator Capacity of Plants Operated by ———— 


Steam Power 


No. 


23 
16 


Kw. 


1,085,950 
156,010 
208,020 

0 
59,750 
32,090 
78,521 
180,205 
23,807 
1,100 
7,265 
1,822,718 
25,062,608 


Engines 


No. 
7 


-“- - 
a a  e 


ow © rw 


Kw. 


31,689 
7,712 
603 
1,655 
1,931 
7,474 
5,988 
6,010 
3,415 
1,372 
1,350 
63,199 
473,792 


-——Combination of Two J 
Water Steam Int. Comb. 
Total Power Power Engines 
No. Kw. Kw. Kw. 
200 
2,030 
2,206 
396 
1,670 
0 
808 
1,344 
1,000 
1,080 
168 643 
10,902 7,975 
266,071 544,446 111,565 
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The Customers Served 


Domestic 
1935 


1,572,375 1 
191,459 
341,734 

16,781 
84,783 
52,763 
24,593 
162,135 
28,757 
60,945 
75,919 


1936 
598,045 


198,240 
352,691 
18,217 
85,722 
53,923 
25,068 
165,756 
29,483 
63,330 
77,863 


2,612,244 2,668,338 
20,446,436 20,989,901 


* Large farm customers transferred to “Agricultural” in 1936. 


Commercial] Lighting 
and Small Power 


1935 


260,262 
35,767 
53,658 

3,254 
11,768 
10,380 

8,071 
28,952 

5,190 
12,936 
16,339 

446,577 

3,710,771 


3, 


1936 


298,948 
36,429 
54,009 

3,396 
11,994 
10,420 

8,451 
29,359 

5,339 
13,344 
16,644 

488,333 

800,202 


Wholesale Power 


and Miscellaneous Total Customers 

1935 1936* 1935 1936 
38,727 32,224 1,956,381 2,025,685 
2,689 2,716 249,796 258,463 
5,747 5,807 442,747 454,936 
792 791 21,857 23,663 
1,802 1,800 115,045 117,876 
687 698 69,992 71,229 
517 517 34,644 36,004 
8,172 8,511 206,685 211,504 
1,015 1,038 35,558 36,481 
878 888 89,758 94,052 
576 595 95,891 98,529 
61,602 55,585 3,318,304 3,428,422 
261,525 276,428 25,312,802 26,028,050 


ee 


F. T. Post: 

“There is strong evidence of a gen- 
eral industrial revival in 1937. 
While we have always given consider- 
able thought to the physical improve- 
ments, we must continually keep in 
mind that our first interest is the inter- 
est of our customers. . .. We must adapt 
ourselves to the needs of those we serve 
and make their contentment our objec- 
tive.” 

President, 
Washington Water Power Co. 


L. T. Merwin: 


“We hope for substantial increases in 
all classes of energy sales in 1937, and 
our budgeted new business quotas re- 
flect this optimism. The rate of growth 
may not be as rapid as it was in 1936, 
but we believe this will be another year 
of progress in load building.” 


President and Gen. Moar., 
Northwestern Electric Co. 


George A. Campbell: 
“The year 1937 undoubtedly will 


mean a further increasing business for 
electric utilities of the Pacific Coast. 
Some of this augmented business will be 
due to the velocity with which govern- 
ment, state, and local spending move 
from hand to hand and much of it will 
be due to a somewhat belated revision 
of selling methods—both of our prod- 
ucts and of ourselves.” 


President, 
Sierra Pacific Power Co. 


Franklin T. Griffith: 

“Every operator is interested in build- 
ing load and improving load factor. 
This year holds forth definite prom- 
ise, both in the Northwest and else- 
where in the Nation. It is only by in- 
creased volume that the operating com- 
panies may expect to offset increasing 
costs of labor, material and taxes, and 
maintain a fair return upon their in- 
vestment.” 


President, 
Portland General Electric Co. 


The Executives Look Ahead 


James B. Black: 


“There appears to be a distinct pos- 
sibility of a revival of building opera- 
tions on a scale not witnessed in sev- 
eral years. Also, existing lighting in- 
stallations are being remodeled by our 
customers and larger wattages installed 
in recognition of the desirability of 
more adequate illumination. The in- 
stallation of household, commercial and 
industrial electric-using devices is stead- 
ily increasing. 

“Our operations in 1936 were char- 
acterized by an expansion of business 
in all major classifications. While 
many uncertainties prevail we believe 
we are justified in looking forward to a 
year offering definite opportunities for 
constructive development.” 

President, 
Pacific Gas & Electric Co. 


e 
Guy W. Faller: 


“Looking forward in 1937 to an op- 
portunity of rendering increased service 
to the American home, the public util- 
ity industry enters the new year with a 
firm and steadfast resolution that noth- 
ing will prevent it from making a 
greater contribution toward better liv- 
ing in the United States. 


Vice-President and General Manager, 


The Public Service Co., of Colorado 
7 


A. Emory Wishon: 


“The condition of the Valley depends 
on the condition of agriculture in the 
Valley. When agriculture prospers the 
Valley prospers and we as a power 
company prosper. 

“This year the agricultural outlook is 
good, and, therefore, I would say that 
1937 should be a satisfactory year to 
the San Joaquin Light & Power Corp., 
and to the electrical industry.” 

President, 
San Joaquin Light & Power Corp. 


Paul B. McKee: 


“The electric industry is still young. 
There is still a great job to be done 
both in the development of the physical 
facilities for giving enhanced and im- 
proved service and in the development 
of the type of human organization 
which can convince the public that the 
industry as presently constituted should 
be maintained.” 


President, 
Pacific Power & Light Co. 





Kinsey M. Robinson: 


“Increased demand for electrical serv- 
ice has made practical the expansion of 
our facilities at this time. The accel- 
erated load growth which our industry 
has experienced nationally during the 
past year demonstrates the growing 
public acceptance of electrical services 
and provides the basis on which to 
build still better standards of public 
service.” 

President, 


Idaho Power Co. 
g 


George M. Gadsby: 


“Industrially, this intermountain area 

largely dependent upon metal min- 
ing. The statistical position of copper, 
lead, and zinc is the best it has been for 
several years, and with the advancing 
prices mining activity is greatly accel- 
erated. This increased activity is re- 
flected into all lines of mercantile trade 
so that our towns and cities report the 
best volume since the Coolidge Era. In 
1937 we anticipate the largest kilowatt- 
hour output within the history of the 
company.” 

President and Gen. Moar. 


Utah Power & Light Co. 
@ 


Arthur Prager: 


“The consumption of electricity dur- 
ing the year 1936 has shown approxi- 
mately 15 per cent increase in the State 
of New Mexico over the year 1935, and 
from present indications the increase 
in current consumed will exceed that of 
1936 during the year 1937. 

“Due to the keavy expenditure s made 
by the Federal Government, business 
conditions in this state have been excel- 
lent, resulting in turn in heavy expen- 
ditures by customers for appliances and 
other services. This has absorbed a 
large amount of capacity which is go- 
ing to make it necessary for a number 
of the utilities in this State to make 
additional capacity expenditures for 
plant and line. 

“In summing up the above, the year 
1937 will probably be the largest year 
of business on record.” 


Vice-Pres. and Gen. Moar., 


Albuquerque Gas & Electric Co. 
* 


J. D. Ross: 

“Increasing demand for electrical 
service has brought our load curve back 
to a point on the normal trend curve 
interrupted by the depression. We look 
ahead confidently to a substantial rate 
of growth during the next few years. 
To assure adequate facilities we are 
undertaking the construction of Ruby 
Dam on our Skagit project and are add- 
ing to our transmission and distribu- 
tion systems.” 


Superintendent, 
Seattle City Light Department 


Harry J. Bauer: 
“As I see it, 1937 holds forth these 


prospects: (1) new and increased op- 
portunities for expanding our serv- 
ice; (2) increased business activities 
amongst our consumers; (3) increased 
tax bills; (4) continuation of many of 
the old problems which are a part of 
our job, particularly continuation of the 
public expectation that we are to give 
much and to get less. These challenges 
and opportunities mean that we have be- 
fore us a Happy New Year if we go for- 
ward in that same cheerful and confi- 
dent mood which has characterized our 
industry in the past.” 
President, 


. Southern California Edison Co. Ltd 


Frank McLaughlin: 

“Notwithstanding everything else, we 
of the power industry are fortunate to 
be in a great business supplying a truly 
marvelous service, with tremendous 
popular appeal and public benefit. 

“As the emotionalism and hysteria of 
the depression era give way to right 
thinking and intelligent action of peo- 
ple who are see ing better days, because 
of jobs and inc reased purchasing power, 
there should follow greater public sup- 
port for light and power companies, 
and a better realization of what these 
companies have done to 
welfare of our people. 

Therefore, I believe that 1937 will 
see the all-time peak for the light and 
power companies in their contribution 
to the advancement of human welfare, 
and to make this country of ours a still 
better place in which to live.” 

President, 
Puget Sound Power & Light Co. 


advance the 


W. F. Raber: 

“Our company is planning for an in- 
crease in population hence more cus- 
tomers both urban and rural. We are 
also building toward an increase in cus- 
tomer use of our service.” 

President, 


San Diego Consolidated G. & E. Co. 
e 


E. F. Scattergood: 


“The sale of kilowatt-hours for 


1936 
year showed a 17 percent 
greater use of electrical energy through- 
out a wide range of classifications, in- 
cluding industrial, commercial and resi- 
dential, than in any 
history of the Bureau of Power & 
Light. Present trends, together with the 
added impetus of comprehensive mer- 
chandising plans, indicate continued 
business improvement in 1937, with far- 
reaching benefits to the electrical in- 
dustry.” 

“Chief Electrical Engnr. and Gen. Mgr., 

Los Angeles Bureau of Power & Light 
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TILITY expenditures for capital 
| improvement in the eleven 
Western states during 1936 and 
budgeted for 1937 skyrocket upward 
toward previous peaks. Private spend- 
ing plus the amounts scheduled for 
federal projects are expected to ex- 
ceed $100,000,000 during this year. Of 
this amount, private companies have 
budgeted some $60,000,000, the balance 
being appropriations necessary to ad- 
vance the construction of governmental 
projects, notable among which are Bon- 
neville, Grand Coulee, the Central Val- 
ley water project and the Metropolitan 
Water District. 
In so far as early estimates are accu- 
rate, expenditures by private companies 


will include approximately $5,000,000 
for steam plants, $3,000,000 for hydro- 
electric plants, $20,000,000 for trans- 
mission equipment, and $33,000,000 for 
distribution facilities. With the extra 
generating capacity that is and will be 
provided by the federal projects in the 
Western states, it is to be expected that 
transmission and distribution would 
take a lion’s share of the capital ex- 
penditures. Somewhat surprising, there- 
fore, are plans for at least two major 
steam generating plants and the Pa- 
cific Gas and Electric Co.’s negotiations 
for a comprehensive hydro-electric de- 
velopment which will be completed in 
1940. 


Revenue 


Energy sales are the basis of both the 
optimistic planning for new capacity 
and the essential of successful financing 
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Distribution to Take Bulk of Estimated $100,000,000 Budget in 


to bring the plans into fruition. In 
1936, an all-time peak of 19 billion 
kw.-hr. was generated by Western utili- 
ties. Of this amount, 83 per cent, or 
almost 16 billion kw.-hr., was gener- 
ated by Western hydro plants and the 
remainder by fuel burning plants. Esti- 
mated on the basis of 10 months’ opera- 
tions, the revenue obtained from the 
sale of this power was $268,000,000. 
The growth of load during the closing 
months of 1936 gave every indication 
that the requirements for 1937 would 
exceed 1936 by an appreciable per- 
centage. 


Given a normal water year, the West- 
ern companies should have no concern 
regarding their abiliry to generate suffi- 
cient power to meet customer require- 
ments. Transmission lines, substations 
and distribution circuits, many of which 
were approaching capacity during the 
previous record year of 1930 and which 
have not been taxed similarly during 
the succeeding five years, are rapidly 
being reconstructed and increased in 
number to meet the heavy demands 
anticipated by the end of this year. 


Generation 


Summarizing developments in_ the 
field of generation, the most notable 
addition to Western plant facilities dur- 
ing 1936 was the completion of the first 
two units at Boulder Dam. These units, 
whose 82,500-kva. capacity make them 
the largest hydraulic machines in the 
world, will be supplemented by two 
additional units now in the process of 


ms ® 


1937 for Capital Expenditures—All-time Record Load in 1936 


Presages New Era of Expansion—Maintenance Expenditures Up 


erection and an additional pair to 
supply requirements of the Metropoli- 
tan Water District. Prospective also for 
1937 are similar units for the Southern 
California Edison Co. whose contract 
for the purchase of Boulder Dam power 
will begin in 1939. 

Bonneville on the Columbia River is 
scheduled for power production in 1938 
with two of the ultimate ten 15,000-kva. 
units now in the process of erection. 
The U. S. Bureau of Reclamation prob- 


eflect 


ably will be given appropriations for 
substantial construction work on the 
Central Valley water project in the 
Sacramento Valley in California. Con- 
struction of the All-American Canal 
project, with 18,750 kw. of capacity. 
has reached a stage where the $2,750,000 
appropriated for power development 
will be used during the year. Grand 
Coulee will not bulk large in electrical 
construction in 1937. 

Hydraulic developments made by 
companies before 1930 still provide 
room for expansion of generating facili- 
ties by the installation of additional 
units. On the Pacific slope, federal 
hydro-electric projects noted above ap- 
pear to provide ample reserve capacity 
for prospective load growth and have 
postponed plans of most private utili- 
ties in that area for additional water 
power developments. Exceptions to this 
are the $10,000,000 developments 
planned by the Pacific Gas and Electric 
Co. and the Ruby development on the 
Skagit River by the city of Seattle 
which will provide a huge storage area 
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for the newly completed 133,000-kva. 
Diablo plant. 

Despite being overshadowed by spec- 
tacular hydro-electric projects, steam 
plants share in the budgets of 1936 and 
1937. Completed during the past year 
were the 18,750-kw. outdoor-type steam 
plant of the Utah Power & Light Co. 
and an 1,800-kw. addition to the facili- 
ties of the Cheyenne Light, Fuel and 
Power Co. For 1937, the Pacific Gas 
and Electric Co. is considering the con- 
struction of a 50,000-kw. addition in 
the Oakland area; the San Diego Con- 
solidated Gas and Electric Co. is adding 
a 35,000-kva. unit in its station “B”; 
the Public Service Co. of Colorado is 
installing a second 25,000-kw. unit at 
Valmont and the Tucson Gas and Elec- 
tric Co. is now erecting a 6,000-kw. 
steam plant. Totaling the very re- 
spectable figure of 141,000 kw., these 
additions testify to the importance of 
fuel-burning plants even in an area that 
normally generated between 80 and 90 
per cent of its energy from falling 
water. 


Transmission 


Aside from the coincident develop- 
ment of transmission lines with hydro- 
electric developments, the total mileage 


Conft 


of lines built during 1936 and planned 
for 1937 is augmented by the need for 
strengthening existing intra-system net- 
works and for providing the reliability 
and good service for the new loads that 
are anticipated. Thus it is that some 
750 miles of high-voltage 
lines are constructed during 
1936 and over 1,300 miles of 
such circuits are reported for 
construction during 1937. Of 
these, the Boulder Dam line 
of the Southern California 
Edison Co., the 220-kv. cir- 
cuits from Boulder Dam to 
the pumping plants of the 
Metropolitan Water District. 
a new 75,000-kw. tie between 
Southern California Edison 
and San Joaquin Light and 


dence 


Substation capacity parallelled the 
growth of load, generation and trans- 
mission facilities. From 64 private and 
municipal utilities in the eleven West- 
ern states reports of new substations for 
1936 totaled 70,000 kva. of capacity ex- 
clusive of those for Boulder Dam cir- 
cuits which totaled 200,000 kva. For 
1937 these same organizations plan the 
construction of 335,000 kva. In the 
latter figure are included stations for 
the five huge pumping plants along the 
Metropolitan Water District aqueduct 
which eventually will require 300,000 
kw. of capacity. From the following re- 
ports, it will be noted that moderniza- 
tion and revision of existing substations 
also is an important activity in view of 
the duty imposed on equipment by the 
heavy loads of 1936 and the still heavier 
loads expected for the future. 


Distribution 


Distribution expenditures for 1936 
and 1937 are high not only because of 
the services required for the 84,655 new 
customers connected last year and the 
new users expected in 1937 but also be- 
cause usage of existing customers has 


in Sustaih 


required either new circuits, larger 
copper or additional regulation to pro- 
vide adequate service. The strenuous 
loadbuilding activities of depression 
years have shown results in revenue and 
load but they also have produced oper- 
ating problems incident to the growth 
of load densities. Regulation appears 
to have become a major concern of 


A BASIS FOR OPTIMISM 


Electrical West's Review and Forecast of the Construction Program of the 
Electrical Industry in the 11 Western States 


Additions in 11 Western States 
Hydro-electric generating capacity (kw.)......... 


Fuel generating capacity (kw.)*................ 
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tion. 1936 also witnessed the 
successful completion and - 
operation of the highest 
commercial voltage yet used 
in the 287-kv. double circuit 
line of the Los Angeles Bu- 


reau of Power and Light. 
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* 11,000 kw. in 1936 and 15,000 kw. in 1937 result of increased boiler capacity. 


1936 1937 
285,000 420,000 
33,450 140,000 
750 1,330 
270,000 335,000 
23,250,000 32,750,000 
1,133 1,350 


most operating companies. In addition 
to the usual corrective measures applied, 
the use of banked secondaries, con- 
nected through fuses, is reported favor- 
ably by several utilities for urban ter- 
ritories of above-average load densities 
and the step-type, pole mounted regula- 
tor has become widely used for lines 
serving semi-urban and rural areas. 
Capacitors also are being applied to dis- 
tribution circuits in increasing numbers. 

Concerning rural electrification, one 
fact is paramount. The utilities of the 
eleven Western states still continue to 
do an outstanding job despite the fact 
that the ratio of farms served to total 
potential farm customers is the highest 
in the U. S. This fact is more clearly 
brought into focus by the fact that less 
than 6 per cent of the REA allotments 
for rural lines are in this area. Yet the 
private utilities of the territory spent 
over $1,280,000 for approximately 1,100 
miles of new rural lines in 1936 and 
expect to more than duplicate this in- 
vestment in 1937. With many companies. 


ed Growth 


rural electrification will be the major 
activity of the coming months. 

Facts and figures presented in the 
foregoing summary justify an extremely 
optimistic attitude toward the future of 
the electrical industry in the West. That 
individual plans of the operating com- 
panies reflect just such an attitude is 
evidenced by the data contained in re- 
ports made to the editors of ELECTRICAL 
WEsT, some of which are reproduced 
on these pages. 
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35,000 Kw Steam Unit 


For San Diego System 
By L. M. KLAUBER 
Vice-President 
During 1936 the San Diego Consoli- 
dated Gas & Electric made no major ex- 
penditures for new plant or equipment. 
The second year of the California-Pa- 
cific International Exposition brought 
many visitors to San Diego and conse- 
quently the occupancy of existing build- 
ings was relatively high. However, the 
extensive additions to residential accom- 
modations which are now under way in 
this community did not begin until the 
middle of the year; therefore, added 
distribution facilities were moderate in 
amount. Altogether, the net additions 
to electric capital during the year 1936, 
reached approximately $480,000. 


During 1936 various rural line ex- 
tensions were made, utilizing improved 
types of construction designed to cut 
the costs of such extensions to a mini- 
mum without sacrifice of safety or of 
quality of service. These experiments 
have thus far proved quite satisfactory 
and have shown considerable savings: 
and although the San Diego Company 
already covers its suburban and agricul- 
tural territory quite thoroughly, we 
have now been able to reach customers 
which would not have paid out utilizing 
the standards hitherto employed for 
such service. 

In 1937 the Company is undertaking 
an addition to its generating capacity at 
Station “B” in the form of a new 35,- 
000-kw., 50,000-kva. turbo-generator. 
This will be 25 per cent larger than 
the largest machine which the Company 
now has, and will add 68 per cent to the 
Company’s present installed capacity. 
However, subsequent to its installation 
some of the oldest machinery, now in- 
efficient and rapidly becoming obsolete, 
will be removed, so that the net in the 
increase in capacity will be 25,000 kw. 

In addition to the new turbine, two 
new boilers will be installed in a new 
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NEW _ DESIGN 
of steam plant 
introduced by 
the Utah Power 
and Light Co. in 
1936 at its new 
Provo, Utah, sta- 
tion. Rated at 
18,750 kw., this 
station is one of 
the semi - out- 
door type and 
burns pulverized 
coal from local 
deposits 


building to be erected north of the pres- 
ent boiler room. These will each be 
rated at 200,000 lb. of steam per hour 
and will increase the steam capacity of 
the station by nearly 60 per cent. The 
cost of the new generator, boilers. and 
auxiliaries will be $2,200,000. 

The Company is planning a new 33- 
kv. line from Generating Sta. “B” to 
Substation “F” in order to take care of 
growth of load. A new substation to 
be known as Hillcrest Substation will 
be installed in the northwestern corner 
of the residential area, involving an ex- 
penditure of about $115,000, including 
the necessary line work. Other miscel- 
laneous additions and improvements in 
distribution facilities, together with 
provisions for taking care of new cus- 
tomers, will bring the electrical expen- 
ditures of the Company in 1937 to 
above $700,000, this figure not includ- 


ing the new turbine and its accessories. 
€ 
Idaho Power Additions 


To Total $3,040,000 


By H. L. SENGER 
Chief Engineer 


A capital investment of $3,040,000 
for the Idaho Power Co. during 1937 
together with a new 18,000-kw. hydro- 
electric plant on the Snake River at 
Upper Salmon Falls have been an- 
nounced as the construction program 
for 1937 by the management. 

The Idaho Power Company has had 
no major construction program in effect 
during the year 1936. However. in 
addition to the construction of a rather 
large mileage of rural distribution lines, 
this Company has taken advantage of 
the opportunity to improve service con- 
ditions in many of the weak spots on 
its system. One of the major activiites 
along this line was that of increasing 
the power supply and transmission ca- 
pacity serving that territory including 
Boise and points west. In this connec- 
tion, changes in the dam at Swan Falls 
power plant, together with the construc- 


tion of control gates on the island in 
the middle of the river has made. it pos- 
sible to increase the capacity of that 
station by approximately 1,500 kilo- 
watts. In addition to this, a 6,000-kva., 
44,000-volt booster transformer was in- 
stalled at this station to improve trans- 
mission facilities for power being trans- 
mitted west from Hagerman Valley 
plants. 

The transmission line between the 
Malad power plant and Boise was 
raised from 44-kv. to 66-kv. operation. 
This involved the installation of two 
7,500-kva. banks of auto transformers, 
one at Malad and one at Boise. Three 
beacon light substations along this line 
were cared for by the installation of 
38,000-volt transformers connected be- 
tween the phase wires and ground. At 
Thousand Springs a third 7,500-kva. 
bank of auto transformers was installed 
to increase the power available for 
transmission over the transmission line 
between Thousand Springs and Cald- 
well, 

A number of additions were made to 
substations at various points, ranging 
from the installation of a 7,500-kva. 
synchronous condenser at Boise and the 
construction of substations at Parma 
and Midway to minor changes and addi- 
tions to transformer and regulation ca- 








Construction 





pacity. The condenser installation at 
Boise was an additional feature in the 
improvement of transmission capacity 
from the Hagerman Valley to the west- 
ern part of the power system. The new 
Parma substation has a rating of 2,000 
kva., and the new Midway substation 
a rating of 1,000 kva. A bank of 66,- 
000-volt transformers, rated at 2,000 
kva., replaced the 900-kva. bank at On- 
tario substation serving the 11-kv. 
feeders. At the Vale substation auto- 
matic equipment was installed by means 
of which temporary service is restored 
to the town automatically from the 11- 
kv. rural line out of Ontario in case of 
failure of the 66-kv. transmission line. 
This equipment is arranged to throw 
the Vale load over onto the 11-kv. line 
from Ontario immediately upon the fail- 
ure of service from the normal 66-kv. 
source. As soon as the 66-kv. line is re- 
energized, the load then is automatical- 
ly switched back to that line. 

One of the outstanding innovations 
introduced on the system of this Com- 
pany was that of high frequency water 
heat control placed in operation in the 
City of Boise. Through this means. 
the operator at the substation is en- 
abled to turn on and off all electric 
water heating installations at will. Peak 
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loads can, therefore, be controlled with- 
in the limits of the water heating load 
being served in Boise. It is believed 
this system will be expended to take in 
the control of water heating installa- 
tions throughout a large part of the 
territory served by this Company. 

The year of 1936 has witnessed a 
large increase in the mileage of rural 
distribution lines, amounting to ap- 
proximately 200 miles. It is expected 
that the year 1937 will witness at least 
as great a growth in rural lines. 

The construction program for 1937 
of 3,040,000 includes $250,000 for 
rural extensions with the balance for 
increased substation capacity, increased 
transmission capacity and improved 
voltage regulation. 
¢ ~ 


Public Service Company 
Budgets $3,688,410 
By A. H. HEITZLER 
Superintendent, Electrical Department 

The total construction program for 
1936 for the Public Service Co. of Colo- 
rado as estimated in December will be 
$1,023,993, made up of jobs approved 
and started in 1935 and carried over 
into 1936, totaling $249,366, and con- 
struction work approved and started in 
1936, totaling $774,627. 





Programs 





The estimated construction budget for 
1937 totals $3,688,410. This is made 
up of jobs approved and started in 
1936 and carried over into 1937, total- 
ing $1,960,000, and the balance of the 
projects are to be approved and carried 
forward in 1937, but dependent upon 
business conditions. 

The principal items in the 1936 and 
1937 budgets were: 

Hydro Plants 

Completion of the rebuild of water- 
wheels and generators at the Boulder 
Canon Hydro Plant, rerating the ca- 
pacity of this plant from 14,000 kw. to 
20,000 kw. and to 25.000 kva., zero 
power factor capacity. This rebuild 
also included the replacing of trans- 
former capacity, stepping up from 
4,000 volts to 100,000 volts, and the re- 
placement of switchgear. (See ELEc- 
TRICAL WEsT, Jan. 1937, Page 48.) 

The 1936 program on hydro plants 
also included the replacement of sec- 
tions of penstock at Salida Hydro 
Plants, the rebuilding of dams at 
Georgetown forebay and Clear Lake at 
the Georgetown Hydro Plant, the re- 
placement of waterwheel runners at the 
Shoshone Hydro Plant, and the rebuild- 
ing of part of the Shoshone Hydro 
Plant building for flood protection and 
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the providing of satisfactory roof moni- 
tor arrangement for ventilation. 

In the proposed 1937 budget there 
are items for rebuilding the waterwheels 


and generators at the Lower Salida 
Hydro Plant, rebuilding the water- 


wheels at Georgetown Hydro Plant, and 
some additional building repairs at the 


Shoshone Hydro Plant. 


Steam Plants 


The 1936 construction program in- 
cluded the installation of additional 
coal handling equipment at Valmont 
Steam Plant; the installation of gas 
burning equipment at Valmont for 
emergency’ fuel; the installation of a 
slaz screen on No. 24 boiler at Val- 
mont, a 275,000 lb. per hour unit; the 
starting of construction of building 
additions and the installation of a 25,- 
000-kw., 375 lb., 750 deg. F., tandem 
compound turbine generating unit. 
This latter project will be completed 
by July 1, 1937, and the total cost will 
be approximately $1,200,000. The 1936 
program also includes the installation 
of a large fuel storage tank of 5,000 
bbl. capacity at the Sterling Steam 
Plant for the purpose of storing oil en- 
gine fuel; the construction of flood pro- 
tection at the Sterling Plant to avoid 
shut-down due to future floods in the 
South Platte River. 

Design work was started in 1936 and 
construction will proceed at the Val- 
mont Plant on the installation of a new 
425 lb. boiler with capacity of 225,000 
lb. per hour, and the installation of an 
additional 25 tons of milling capacity 
in the pulverizer house at Valmont. 

































DIABLO PLANT 
goes on the line 
for the City cf 
Seattle. Two 
67,500-kva. units 
are here in- 
stalled. The 90,- 
000 acre-ft. res- 
ervoir behind 
the dam backs 
water up to the 
Ruby dam site 
clearing for 
which already is 
in progress 








This project carries with it the neces- 
sary building extensions and a new 
stack. The estimated total cost of this 
project is $618,000. 

Transmission 

One of the principal items in 1936 
and also in 1937 was the reconductor- 
ing and reinsulation of the Shoshone 
transmission line from Leadville to 
Denver. This project involves an ex- 
penditure of approximately $200,000, 
and the replacement of No. | and No. 2 
hemp core stranded copper conductor 
with 2/0 stranded copper and 4/0 A.C. 
S.R. It also involves the reinsulation 
of the line to higher vaues. 

During 1937 a Peterson Coil is to be 
installed on this line. The location will 
be at the Shoshone Hydro Plant. The 
line is 156 miles long and traverses a 
very rough terrain, crossing the Conti- 
nental Divide at three points at eleva- 
tions up to 13,800 ft., and operates at 
100 kv. It is hoped the Peterson Coil 
will be of material assistance in reduc- 
ing the number of outages on this line 
due to lightning. This project also 
carries with it the installation of con- 
siderable sections of buried ground wire 
for reducing tower footing resistances. 

New governors and pilot excitation 
are being installed at the Shoshone 
Plant in 1937 to improve both voltage 
control and speed regulation on this 
line. 

Another important project in 1937 
contemplates the reconductoring and 
reinsulation of sections of the Boulder 
Canon Hydro-Denver Terminal 100-kv. 
line. 


In this case, hemp core stranded 
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copper cable is being replaced with 3/0 
stranded copper and the insulation 
values raised. This project also carries 
with it some stretches of buried ground 
wire for decreasing tower footing resis- 
tance. 

Another important project is the re- 
building and reinsulation of approxi- 
mately 30 miles of 44-kv. line between 
Ft. Collins and Greeley, Colorado. 

During 1936 and in 1937 a large 
number of power transformer capacity 
additions and replacements will be com- 
pleted on the 100-kv. and 44-kv. trans- 
mission systems. This involves the re- 
placement and addition of approximate- 
ly 56,500 kva. of transformer capacity 
at an estimated cost of $285,000. 

A number of important substation re- 
builds on the 100-kv. and 44-kv. sys- 
tems is included in the two-year budget, 
among them being a new 44-kv. sub- 
station at Greeley, Colorado, costing ap- 
proximately $50,000. This is to be 
completed in 1937. 

The 1937 budget contemplates med- 
ernizing oil circuit breakers on the 100- 
kv. loop and the installation of high 
speed relaying; also, the modernizing 
of oil circuit breakers on the 44-kv. 
loop and the installation of high speed 
relaying; and also, the modernizing of 
oil circuit breakers on the Denver 13- 
kv. system and installation of high 
speed relaying. These various projects 
contemplate an expenditure of approxi- 
mately $85,000, all chargeable to im- 
provement of service conditions. 

Distribution 

Approximately 55 miles of new dis- 
tribution lines will be constructed on 
the Public Service Company of Colo- 
rado system in 1936. 

The distribution activity also includes 
an expenditure of approximately $200,- 
000 in new meters and transformers in 
1936; approximately $30,000 in dis- 
tribution transformer additions and re- 

placements; and approximately $99,- 
000 in distribution rebuilds and im- 
proved voltage regulation, service, etc. 

The distribution activities for 1936 
and 1937 also include approximately 
$100,000 for additions to the 13-kv. un- 
derground network in Denver. 

1937 activities include slightly in- 
creased amounts for extensions, trans- 
formers, and meters, and also include 
the building of additional 13-kv. tie- 
lines in the City of Denver at a cost of 
about $115,000 with the necessary sub- 
station facilities. The program also in- 
cludes the starting of a number of new 
distribution substations, 13-kv. to 4-kv., 
and during this year four new substa- 
tion sites were purchased looking for- 
ward to the building of these substa- 
tions within the next five year period. 

The load growth on the Public Serv- 
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ice Company of Colorado system indi- 
cates that for the year 1936 approxi- 
mately 416,000,000 kw.-hr. will be dis- 
tributed, and the estimated kw.-hr. to be 
distributed in 1937 are approximately 
476,000,000. The total summarized de- 
mand on the Public Service Company 
of Colorado system, including the Cen- 
tral System and isolated districts, for 
1936 is estimated at 90,450 kw., and is 
estimated for 1937 at 98,000 kw. 


Cheyenne Light, Fuel & Power Co. 

The construction program for the 
Electric Department of the Cheyenne 
Light, Fuel & Power Company for 1936 
is estimated at $137,913, and for 1937, 
at $60,575. 

The principal item of the Cheyenne 
construction in 1936 was the construc- 
tion work necessary for the installation 
of a 1500-kw. turbine generator unit, 
which increased the capacity of the 
Cheyenne steam plant to 5,800 kw. 

The estimated demands of the Chey- 
enne Light, Fuel & Power Company for 
1936 are approximately 4,200-kw. and 
for 1937 approximately 4,600. The 
estimated kw.-hr. distributed by the 
Cheyenne Light, Fuel & Power Com- 
pany for 1936 is 14,046,155, and esti- 
mated for 1937 is 15,145,510. 

a 


Southern California Edison 
Budgets $6,500,000 
By N. B. HINSON 
Chief Engineer 

The Southern California Edison Co. 
has made no additions to generating ca- 
pacity during the year 1936 although 
new buckets and nozzles of higher effi- 
ciency have been installed on a num- 
ber of the high head hydro plants. 


A number of changes have been made 





in the matter of standby operation at 
our Long Beach Steam Plant No. 3 
which have enabled running these units 
for standby service with very light 
loads and pick up about 85% of full 
load practically instantaneously. These 
changes have increased the operating 
efficiency of this plant for standby serv- 
ice as well as enabled pick up of much 
larger loads when the plant is called 
on in an emergency to supplant other 
power sources. 

Only a few miles of transmission 
lines were built in 1936. We are now 
actively engaged in the survey and ob- 
taining right of way for the 230-kv. 
transmission line from Boulder to 
Chino. This line is designed to trans- 
mit 165,000 kw. from Boulder and is 
approximately 235 miles long. Active 
construction work will be started on 
this line in the spring of 1937. 

The company has added approxi- 
mately 65,000 kva. of transformer ca- 
pacity to the system in 1936 and the 
program calls for the addition of 90,- 
000 kva. in 1937, the major item be- 
ing a 75,000-kva. bank of transformers 
at Magunden for interconnection with 
the San Joaquin Light & Power Cor- 
poration. 

In connection with the Boulder-Chino 
transmission line, 4-25,000-kva. trans- 
formers, 230-kv. to 72-kv. with tap 
changing on the low tension side will 
be installed at the receiving end of the 


BONNEVILLE nears completion. At this 
stream-flow plant, two of the ultimate 
number of ten 15,000 kva. Kaplan tur- 
bine driven units will be erected in 1937. 
this view shows the progress on the dam 
across the main river channel between 
Bradford Island and the Washington 
shore 
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TRANSMISSION LINE 
construction during 
1937 will be measured 









































in hundreds of miles. 
New generating plants, 
system interconnections 
and general strengthen- 
ing of systems to meet 
the record load antici- 
pated will keep con- 
struction crews busy in 
all parts of the West 
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line. A  50,000-kva. 
gether with the necessary transformers, 
will also be installed at the receiving 


condenser, to- 


sub-station. This equipment will be 
purchased in 1937 and will be installed 
in the spring of 1938 at Chino Sub- 
Station. 

The total kilowatthours transmitted 
for 1935 were 3,146,000,000. The to- 
tal kilowatthours transmitted for 1936, 
with only the month of December to be 
estimated, will be approximately, 3,- 
560,000,000. 

While the number of miles of dis- 
tribution lines constructed during 1936 
is not available at this time, from cer- 
tain information which is available it is 
estimated that between 180 and 200 
miles were added during the year. 

The standard distribution voltage for 
lamps on our system has been 115 volts 
for a number of years. It is planned in 
the early part of 1937 to change the 
standard to 120 volts. This will be ac- 
complished over a number of months, 
the voltage being raised in gradual 
steps until 120 is reached. 

Edison’s capital budget for 1936 was 
approximately $2,500,000 and commit- 
ments to date are approximately 100 
per cent of this budget. Our capital 
additions for 1937 as prepared for the 
budget are approximately $6,500,000. 
J 


New Facilities Required 


For "Pepco" Record Load 


By WALTER BRENTON 
Chief Engineer 


The 1936 load of the Portland Gen- 
eral Electric Company will exceed all 
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previous records by approximately 11 
per cent both as to total load and peak. 
The previous record load occurred in 
1930 and the maximum peak of record 
prior to this year occurred in 1935. 

The total expenditures for new con- 
struction during 1936 will amount to 
$1,175,000.00. Most of this has been 
for transmission, substation and dis- 
tribution work. A small addition to 
the system generating capacity under 
oil firing conditions was obtained by 
the addition of water wall surfaces in 
the furnace of one of the boilers at Sta- 
tion “L”. This amounted to 11,400 kw. 

To provide ‘or the anticipated load 
growth in 1937, a construction budget 
amounting to $1,621,000 has been pre- 
pared. Here again the preponderance 
of the expenditure will be for trans- 
mission, substation and distribution fa- 
cilities. System generating capacity 
will be increased by 15,000 kw. by the 
installation of a new integral type 
boiler of 225,000 pounds per hour rat- 
ing at Station “L”. 


Arizona Power Company 
Builds Transmission Lines 
By M. M. BRIDGWATER 
General Superintendent 
The 1937 budget of the Arizona 
Power Corporation has not been ap- 
proved so that plans for this year are 
not available. However, during the 


year 1936 we completed the construc- 
tion of a 42-mile, 44,000-volt, 3-phase 
line from our Tapco steam plant to the 
town of Flagstaff, at which point we 
wholesale electric energy to the Flag- 





staff Electric Light Company. This 
line, together with the necessary termi- 
nal station at Tapco cost approximate- 
ly $75,000. 

Also constructed was a 12.6 miles of 
44,000-volt line from a point on our 
Monte Cristo line to the Town of 
Wickenburg. We serve the municipal 
distribution in the Town of Wickenburg 
with wholesale energy. The cost of this 
line, together with the necessary sub- 
station was approximately $25,000. 
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San Joaquin Power Growth 


Requires New Facilities 
By L. J. MOORE 
Executive Engineer 

San Joaquin Light & Power engineers 
have found it possible to provide for 
increased load on the transmission and 
distribution systems by a shifting of 
transformers at an overall cost less than 
that which would be required to build 
even a single new substation. Of course, 
this refers to the costs exclusive of some 
new switching equipment which must be 
added at Magunden and a few other lo- 
cations. 

Electric construction on the combined 
systems of San Joaquin Light and 
Power Corporation and Midland Coun- 
ties Public Service Corporation in 1936 
reached the highest level attained since 
1931. The depression, which became 
most effective in 1932, reduced con- 
struction on the two systems to its low- 
est point in 1933. Production facilities 
and general transmission system which 
had been provided prior to 1931 were 
adequate for the service to the com- 
pany’s load in 1936. The major part 
of the 1936 construction, therefore, con-. 
sisted of distribution system improve- 
ments and extensions to serve new elec- 
tric load. 

The transmission system was im- 
proved by the construction of approxi- 
mately 12 miles of new 70-kv. line be- 
tween the Weedpatch Substation and the 
Tejon Substation near Bakersfield. This 
line was necessary in order to provide 
duplicate power supply to the Tejon 
Substation which serves a considerable 
amount of oil pipe line pumping, con- 
nected to the system during 1935. The 
other major transmission construction 
items were the reconstruction of ap- 
proximately 15 miles of 70-kv. trans- 
mission line extending south from 
Famosa along the Famosa-Bakersfield 
highway and the moving of 12 miles of 
70-kv. transmission line extending east 
from Los Banos along the State high- 
way. Both of these latter jobs were 
made necessary by the widening of the 
two State highways which were paral- 
leled by our lines. 

No major substation construction was 
done during 1936. The capacity in 
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transformers already installed was ade- 
quate to carry the load at all points 


except at two substations. It was pos- 
sible to provide proper capacities by 
moving transformers from substations 
whose load had declined. The Sanger 
Substation, located about 10 miles east 
of Fresno, required additional capacity, 
both for 11l-kv. distribution and be- 
tween the 110-kv. and 70-kv. transmis- 
sion systems. A bank of 3-5,000-kva., 
110-kv./70-kv./11 kv. transformers was 
moved from the Corcoran Substation. 
The Schindler Substation, located near 
Coalinga, received phenomenal growth 
of load due to new agricultural develop- 
ment in the territory served. The ca- 
pacity of the substation for 11-kv. dis- 
tribution was increased from 2,600 kva. 
to 5,100 kva. by an exchange of trans- 
formers between this substation and the 
Henrietta Substation. 

As already noted, the greatest in- 
crease occurred in expenditures for the 
construction of extensions to serve new 
business. Connections have been more 
numerous than anticipated, and the ex- 
penditures on the combined systems for 
the year will apparently run about 
$325,000 more than estimated. Actual- 
ly, the unit costs on such new business 
extensions decreased below what they 
have been in previous years on account 
of the fact that the territory has been 
fairly well covered with the distribu- 
tion network. Therefore extensions are 
relatively shorter than in the past. An 
offset to this condition, however, occurs 
in the adverse effect upon voltage regu- 
lation on the existing distribution lines. 
A number of older 11-kv. lines have 
had to be rebuilt with larger copper. 
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MASSIVE 
SWITCHES on 
top of Boulder 
power house pre- 
sage the growth 
in substations 
during 1937 
which is expect- 
ed to exceed 
335,000 kva. 
These _ discon- 
nects, built by 
Bowie Switch 
Co., are rated at 
287-kv. and are 
the largest of 
their type in the 
world 


step-voltage regulators have been in- 
stalled at points in the field and some 
new feeders have had to be built. 


1937 Proposed Program 


All indications point to continued ex- 
pansion in 1937. Definite assurance has 
been given that the expansion of agri- 
cultural development in at least four 
widely separated points on the system 
will take place. In fact, drilling of 
new wells is already under way. The 
increased products of agricultural ex- 
pansion require additional processing 
plants, which tends to increase the gen- 
eral power load. Gold dredging com- 
panies are planning to extend their 
operations. It develops, therefore, that 
the year 1937 must report a still further 
increase in construction expenditures. 


The increased load which the systems 
must carry will make it necessary to 
increase the power supply. This is be- 
ing done not by new power plant con- 
struction but by interconnection with 
the Southern California Edison Com- 
pany, whereby a temporary surplus on 
that system can be utilized on the com- 
bined San Joaquin and Midland Coun- 
ties systems. This interconnection pro- 
vides for construction in 1937 of switch- 
ing facilities at Edison Company’s 
Magunden Substation, to cost San 
Joaquin Light and Power Corporation 
approximately $75,000. The San 
Joaquin will also construct about 15 
miles of 70-kv. transmission circuits of 
heavy capacity at a cost of approxi- 
mately $100,000. 


A careful study of proposed substa- 





tion loads and present substation trans- 
former capacities has shown that a 
shifting of transformers will make it 
possible to carry the 1937 load without 
purchasing new transformer capacity. 
In other words, the load on some sub- 
stations has not come up to expecta- 
tions, while that on others has grown 
more rapidly. By shifting capacity it 
is possible to utilize investment already 
made and to carry the added load with- 
out incurring any increase in station 
core losses which would have been en- 
tailed had new transformers been pur- 
chased. The shifting of transformers 
involves 14 substations, all of which 
are on the system of the San Joaquin, 
no changes being planned on the Mid- 
lands system. 

A small amount of increased capacity 
will be obtained on the two systems by 
changing cores and coils in 3 banks of 
500 kva. units. These 500 kva. trans- 
formers are the oldest on the systems 
and they have been largely depreciated. 
In fact, two of them are now burned 
out and will require rewinding. It has 
been learned that through the use of 
present designs and the improved ma- 
terials which are now available, as com- 
pared to those in the original trans- 
formers, it is economical to install new 
cores and coils of larger capacity in 
the existing tanks. Actually, reduced 
core losses are obtained on 1,000-kva. 
cores below present cores of the 500- 
kva. units. Also the cost of the rebuilt 
transformers (on account of cases, oil, 
bushings, etc. recovered) is less than 
the cost of purchasing new 1,000 kva. 
transformers. By this method, an in- 
crease of 4,500 kva. transformer ca- 
pacity is obtained at relatively low cost. 

Some additional substation construc- 
tion is required in the nature of install- 
ing at new locations some of the station 
transformers obtained by the shifting 
process referred to above. A 9,000-kva. 
bank of transformers for handling the 
11-kv. load will be installed in connec- 
tion with the switching equipment al- 
ready referred to at the Edison Com- 
pany’s Magunden Substation. A new 
substation of 1,500-kva. capacity will 
be located at Briceberg on the Merced 
River, and a temporary substation with 
1,500-kva. capacity will be located near 
the town of Tranquillity on the west 
side of San Joaquin Valley almost di- 
rectly opposite Fresno. 

Extensions to serve new electric busi- 
ness will, it is estimated, continue to 
increase above those made in 1936. At 
the present time there seems to be little 
slackening of connections, and, with 
definite prospects of several major agri- 
cultural developments, it is assumed 
that there will be continued growth in 
new business expenditures. The esti- 
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mate at the present time is that these 
expenditures will run above those of 
1936 by at least $100,000. The added 
load thus served from the existing dis- 
tribution system requires additional bet- 
terments to that system. Replacement 
of old lines, increasing of copper on 
others and the installation of some addi- 
tional step-voltage regulators at various 
points in the field will be done, with 
the indication that there will be a con- 
siderable increase in the money spent 
for distribution betterments above those 


of the previous year. 
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City of Tacoma Plans 


System Improvements 
By A. D. FRANCIS 
Engineer, Light Division 

On the 50-kv. system, the city of Ta- 
coma’s construction program is as fol- 
lows: 

At Nisqually Substation the 50-kv. 
end was completely rebuilt. Two 50- 
kv. lines which passed the station and 
tapped in were looped through the sta- 
tion. This required two new line termi- 
nals. In all, eight new oil circuit 
breakers, new disconnecting switches, 
lightning arresters, etc. were installed 
Total cost approximately $60,000.00. 

At Tide Flats Substation one new 
50-kv. line terminal with oil circuit 
breakers, disconnects, lightning arres- 
ter, etc., was installed, the work costing 
approximately $8,000.00. 

At South Tacoma Substation work is 
started on providing an auxiliary bus 
and in installing two new oil circuit 
breakers, disconnecting switches, etc. 
Approximate cost $20,000.00. At Nis- 
qually Power House plans are com- 
pleted for rebuilding the 50-kv. switch- 
ing end at a cost of approximately 
$5.500.00. 

Fifteen miles of new 50-kv. line were 
built, or will be finished early in 1937, 
providing duplicate service for Fort 
Lewis, Western State Hospital and 
South Tacoma Substation. The changes 
at Nisqually Substation with some 
minor line changes have provided par- 
allel lines between all the generating 
stations and the principal substations. 
Balanced relaying, normal speed is pro- 
vided on all these lines and high speed 
balanced relaying with modernization 
of the oil circuit breakers is planned 
if necessary for system stability. This 
project will cost $60,000.00. 

On the 13-kv. system approximately 
five miles of new lines were built and 
two new line terminals provided at Tide 
Flats Substation. On the 4-kv. distribu- 
tion system the down town area is being 
placed underground and a 120/208 volt 
network installed. This work should 
be completed in 1937. Total cost  ap- 
proximately $350,000.00. 
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Sierra Pacific Program 
Contemplates System Growth 
By V. D. ARMSTRONG 


Engineer 


Sierra Pacific Power Company’s con- 
struction program for 1936 did not in- 
clude any single large items. Expendi- 
tures were principally for distribution 
line extensions, reinforcement of dis- 
tribution feeder circuits, installation of 
voltage regulators, etc. Work of en- 
larging the Farad hydro plant flume 
was completed, this being the last step 
in a program for increasing the ca- 
pacity of the plant begun in 1933, but 
delayed because of low water condi- 
tions. Total of construction expendi- 
tures for the year will be about $275.,- 
000. An unusual amount of mainte- 
nance work was done, especially on 
flow lines and waterwheels in order to 
bring the plants up to maximum ca- 
pacity. 

Our 1937 budget is still in process of 
preparation, so no definite statements 
can be made regarding it. In general, 
expenditures will be along the same 
lines as in 1936. Present plans in- 


DISTRIBUTION regulation becomes more 
important as loads grow. Here is a 
typical step-type voltage regulator. sta- 
tion for boosting voltage on long primaries 





clude installation of additional trans- 
former and regulator capacity in vari- 
ous substations to take care of rapidly 


increasing load. Probably construction 
expenditures will total a minimum of 
about $300,000. Additional items which 
are so far only tentative, include pos- 
sible construction of about 80 miles of 
60-kv. transmission lines and develop- 
ment of upstream storage. Such addi- 
tions may total as much as $600,000. 
Maintenance work will be continued on 
about the same scale as this year. 
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Plant Expansion Planned 
By P.G. & E. Co. 


By A. H. MARKWART 
Vice-President 


The Pacific Gas and Electric Com- 
pany’s construction program for 1936 
has been characterized more by mod- 
ernization and re-arrangement of exist- 
ing facilities, than by additions to ca- 
pacity or major transmission or distri- 
bution extensions. Throughout the year 
a considerable sum, in the aggregate, 
was expended in replacement and main- 
tenance of equipment to the end that 
service requirements might be met with 
increasing reliability and effectiveness. 
In fact, this attitude toward service ade- 
quacy and reliability has been held con- 
sistently during the lean years just past, 
no less than they were in the more 
prosperous years before 1930. 

Thus. in the modernization of trans- 
mission facilities, we replaced some 275 
circuit-miles of old hemp-cored, copper 
strand, erected in 1908 and 1910, with 
new 4/0 and 2/0 copper conductor on 
our Stanislaus-San 110-kv. 
lines. 

In the field of distribution, it is an 
interesting fact that electric load, com- 
ing back after a period of depression, 
seldom reappears at the points which 
it left but at some unexpected distribu- 
tion center. This situation has required 
during the past few months the prompt 
rearrangement of equipment and _ the 
substitution of larger transformer banks 
at a number of substations. 

Initial steps were also taken toward 
the complete replacement of the old 
16-mile Stanislaus timber flume with a 
tunnel section 11 miles in length. 


Francisco 


For 1937 a somewhat more active 
construction program is in prospect. In 
addition to a continuation of moderni- 
zation items, of the character described 
above, the positive upward trend of the 
load curve indicates that thought must 
needs be given to increased generating 
facilities in the not too distant future. 

To meet electric loads estimated for 
1940 and several years thereafter, plans 
are being disc ussed for the addition of 
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both steam and hydro-electric facilities. 
The first item to take definite form will 
doubtless be a steam unit of consider- 
able size situated in the Bay region to- 
gether with a high-voltage underground 
cable to effect a tie with the hydro 
transmissions. The principal consid- 
eration in this decision is the desire, 
still farther to insure continuity of 
service through the presence of this unit 
as a standby against interruption. An- 
other consideration is the increased 
load to be occasioned by suburban train 
operation on the San Francisco-Oakland 
Bay Bridge, and an adequate power sup- 
ply to the Golden Gate International 
Exposition with its unusual applica- 
tions of electricity to lighting effects 
and power. The expenditure will be to 
the order of $4,500,000. 

Following this, should the system load 
continue to justify the expansion which 
is confidently expected, a comprehen- 
sive development of certain of the Com- 
pany’s potential water power resources 
may be launched with the construction 
of the first of a series of plants such as 
now exist on the Pit and Mokelumne 
Rivers. These will be coordinated with 
the other plants of the system, particu- 
larly as to existing transmission facili- 
ties which will be employed to the 
greatest possible extent and which may 
be increased in the future as successive 
plants are brought into service. Con- 
templated for completion in 1939 is an 
installed capacity of some 60,000 kw. 
which, with its transmission, will cost 
about $10,000,000. 

The inauguration of a program of 
plant expansion, undertaken as it is, 
only after a thoughtful appraisal of the 
power supply situation present and fu- 
ture throughout the Company’s terri- 
tory, as well as the influence of possible 
public projects, is to be interpreted as 
an expression of the Company’s faith 
in the electrical future of California. 
Despite a remarkably high per capita 
utilization at present, it is anticipated 
that even broader utilization in indus- 
try, in agriculture, and in the home is 
soon to be realized. 
© 


Pacific Power & Light 


To Spend $640,000 

Pacific Power & Light Company to- 
gether with the Inland Power & Light 
Co. contemplate a combined expendi- 
ture in the amount of $694,000 during 
the year 1937 to cover the cost of addi- 
tions to system capital. 

Of this amount it is contemplated 
that approximately $140,000 will be ex- 
pended by Pacific Power & Light Co. in 
rural extensions during the coming 
year. The remainder will be expended 
on minor additions to generation, trans- 
mission, urban distribution and miscel- 
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laneous capital in order to provide 
service to new customers and to con- 
sumate such changes and additions as 
are required by reason of general de- 
velopments made during the year with- 
in the operating system area. No large 
single additions to the physical system 
are contemplated. 

The budget for 1937 has not yet been 
finally approved and the amount cited 
should be treated as a contemplated 
rather than as an approved budget ex- 
penditure. 
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WwWP Budgets $1,250,000 


And Billion Kw-hr. Load 
By J. E. E. ROYER 
Vice-President and General Manager 

For 1937 the Washington Water 
Power Co. plans a construction pro- 
gram approximating $1,250,000. In- 
cluded in this budget is $100,000 for 
meters, metering equipment, and rural 
electrification. 

A major item will be the construc- 
tion of 50 miles of 60,000-110,000-volt 
lines from Moscow to Orofino in Idaho 
aid erection of a new substation at Oro- 
fino, to provide duplicate service and 
increased capacity to the entire Grange- 
ville region. 

Among the transmission lines slated 
for replacement are those from Mag- 
nesite substation to Colville, Wilbur to 
Hartline and Diamond to St. John, 
while a new 60,000-volt line will be 
built from Hartline to Almira. New 
substations are scheduled for Spokane, 
Coeur d’Alene and Almira. 

This program will be a continuance 
of our policy of building new trans- 
mission and distribution lines and sub- 
stations, replacing older lines and sub- 
stations and providing duplicate service 
and increased capacity to take care of 


the increasing needs of our customers. 
* 


Northwestern Electric 


Prepares For Load Growth 
By E. F. PEARSON 
Chief Engineer 

The Northwestern Electric Company 
contemplates an expenditure in the esti- 
mated amount of $205,000 for addi- 
tions to the system for the calendar year 
1937. The work contemplated consists 
largely of extensions to urban and rural 
distribution systems and miscellaneous 
minor additions to generation and 
transmission plant. 

No large single additions to genera- 
tion, transmission, or distribution plant 
are contemplated, and the work to be 
performed will be that necessary to pro- 
vide service for new business and to 
take care of changes and additions 
necessitated by general improvements 
occurring within the operating area. 

The foregoing budget estimate has 


not as yet been finally approved and 
the amount cited should be considered 
as a contemplated rather than an ap- 


proved budget expenditure. It is sub- 
stantially in accord with the additions 
to capital which were made during the 
year 1936. 
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Distribution Improvements 


Feature Salt River Program 
By F. L. ROE 
Superintendent of Power 

During the past year the Salt River 
Valley Water Users Association has 
planned and started several important 
major improvements of which some 
were for improving service to present 
customers, and to take care of assured 
new customers and also for anticipated 
increased load. No additions or im- 
provements were made to the generat- 
ing facilities for 1936, and none have 
been contemplated for 1937. 

Improvements to the Distribution 
System for the Year 1936 were as fol- 
lows: 

New 18,000-kva. 110,000/44,000 /66,- 
000-volt transformer bank installed at 
Mesa Switching Station............ $128,000 

Blowers for cooling transformers 
were installed at Blackwater 110,000/ 
44,000 volts Substation to increase ca- 
pacity of this station 50 per cent, $3,600. 

Additional 900-kva. 44,000/11,000 
volt transformer bank installed at 
Phoenix Switching Station. Trans- 
formers used were moved from another 
PONE i i ae ic sesttined $3,700 

Constructed 3 miles of 11,000-volt 
single-phase transmission lines for 7 
new domestic connections and 254 miles 
of 11,000-volt, 3-phase line for 7 new 
power connections. In addition 30 new 
domestic connections were made to ex- 
SIE TUE secttciitesacininssaoepeceseninccalicl $20,000 

Added 25 miles of 2,300-volt trans- 
mission lines and made 325 new con- 
CASES i), est) oe EC $50,000 

The following improvements are con- 
templated for 1937. In fact, some of 
this work was started during the latter 
part of 1936 and will be completed 
during 1937: 

Necessary changes and additions at 
Mesa Switching Station due to a second 
SEs CONE oo $10,000 

An additional 900-kva., 44,000/11.- 
000-volt transformer bank at Grand 
Ave. Substation. Transformers moved 
from another location ................ $7,700 

The Toltec Substation to be moved to 
a new location and an additional 3,750- 
kva. 44,000/11,000-volt transformer 
bank to be installed.................... $30,000 

Queen Creek District Substation to 
be moved to new location and outgo- 
ing circuits re-arranged .............. $8,000 

Construct approximately 19 miles of 
110,000-volt transmission line....$75,000 
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Improvements to existing 40-kv. 
North and South Lines................ $11,000 

New rural lines and connections are 
estimated to be substantially the same 
as for year 1936 with a possible slight 
increase. 


* 
Puget Sound Power & Light 


Plans $1,761,000 Program 
By W. H. McGRATH 
Vice-President 

HE major portion of Puget Sound 

Power & Light Co.’s 1937 construc- 
tion budget of $1,761,000 will be ex- 
pended upon the distribution system to 
accommodate the increasing demand 
developing from greater customer ac- 
ceptance of our service. With ample 
capacity to handle our own system re- 
quirements, the only major plant con- 
struction operation is the rebuilding of 
the Electron power house destroyed 
early in the winter by a landslide. No 
provision has been made in the budget 
for this pending a determination of the 
reconstruction program to be followed. 

Principal allocations of the construc- 
tion budget are as follows: power plant 
improvements and alterations, $80,000; 
distribution additions and betterments, 
$1,416,000; new buses for the North 
Coast Transportation lines, $125,000; 
tools and miscellaneous equipment, 
$90,000 and real estate and buildings, 
$21,000. The balance will be spent on 
our steam heating, ice and water prop- 
erties. 

Included in the allocation for dis- 
tribution facilities is a provision for a 
25.000-kw. synchronous condenser to be 
installed in the Beverly Park substation 
near Everett. Load increases if various 
districts will necessitate the strengthen- 
ing of some secondary transmission tie 
lines and increases in substation trans- 
former capacity. A total of $852,000 
will be spent on distribution line ex- 
tensions, including such items as meters, 
transformers and services. Additional 
tie line capacity will require the expen- 
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diture of $92,000, mostly for heavier 
conductors. The 1937 program repre- 
sents a small increase over the 1936 ex- 
penditures. 


a 
Utah & Power Light Studies 
System Efficiency 
By J. A. HALE 
Chief Engineer 

Construction of 18,750-kw. steam 
plant incorporating many novel fea- 
tures at Provo, Utah, and the recent 
negotiation of a favorable contract with 
the Idaho Power Co. for the output of 
a new hydro plant to be built at Upper 
Salmon Falls on the Snake River elim- 
inate the necessity for any important 
construction on our system during 1937. 

Instead we have a welcome breathing 
spell during which we can conduct sev- 
eral engineering studies which have 
been scheduled for some time. These 
include an investigation of the stability 
of our own and the Idaho Power sys- 
tems. In addition we intend to make an 
intensive study of power factor on all 
parts of our own system. All of these 
investigations are designed to improve 
operating efficiency and insure economy. 
We also expect to catch up on deferred 
system maintenance. 


é 
Nevada-California Corp. 
May Top $2,000,000 
By R. H. HALPENNY 
Electrical Engineer 
“The 1937 Construction Budget of 
The Nevada-California Electric Corpor- 
ation amounts to approximately $1,355,- 


000.00 and is made up of the following 





GRAND COULEE FOUNDATIONS 
rise above the Columbia. At the left is 
shown the center channel and one-half 
of the foundation proper. At the right— 
a general view of the construction with 
the unwatered cofferdam on the far 
shore. So large is this project, the 
foundation work shown here, when com- 
pleted, will contain 3,500,000 cu. yds. of 
concrete, more than that in the whole 


of Boulder Dam. 


contemplated capital expenditures: Pro- 
duction $20,000.00; Transmission 
$210,000.00; Distribution $925,000.00; 
General $200,000.00. 

Certain new business developments 
now pending may increase the total 
expenditure by $800,000.00 or $900,- 
000.00. 

During the past year a very substan- 
tial increase in load has been experi- 
enced, and prospects for further in- 
crease in industrial, mining, agricul- 
tural, and domestic load are good at 
this time.” 

a 


Bureau of Power & Light 
Prepares For Growth 
By G. M. DESMOND 
Los Angeles Bureau of Power & Light 

Although the budget for the last six 
months of 1937 has not yet been ap- 
proved, the Los Angeles Bureau of 
Power and Light began 1937 with a 
large program of system betterments. 
Largest single expansion item was the 
acquisition of the Los Angeles Gas and 
Electric system at a cost of $46,000,000. 
The latter was turned over to the Bu- 
reau on Feb. 1. 

It is expected that $660,000 will be 
required for physical consolidation of 
the two systems. Ground has_ been 
broken for a new $1,231,000 central re- 
ceiving station to be known as Re- 
ceiving station “E” in the San Fernando 
valley. 

a 


Boulder Power Stimulates 
Electrical Expansion 
Electrical building programs of agen- 
cies purchasing Boulder Dam power for 
distribution and use will swing into 
peak activity during 1937. The metro- 
politan Water District is now building 
the 400-mile, 220-kv. $8,200,000 trans- 
mission line connecting Boulder Dam 
power house with the five large pump- 
ing plants along the 240-mile conduit. 
Total installed capacity of the plants 
will be approximately 350,000 hp. 
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_ Electra’s Husband — 








The Yanks 


Again, 


LECTRA and I have been reading 
“Gone With the Wind,” that 


marvel of descriptive writing 
which was hailed as the book-of-the- 
month and then became the book-of-the- 
year, with fair promise of being the 
book-of-the century. It is a large vol- 
ume, but every word has a purpose 
which will be lost by those who merely 
skim a serious novel. Certainly it is 
revealing to those of us whose informa- 
tion concerning the Civil War was ob- 
tained from strictly Yankee text books 
interpreted by Yankee teachers. 

Of course you have read it—to miss 
it would be like going to Yosemite 
without seeing El Capitan. 

I wonder how many electrical men 
have noticed the similarity between the 
events related by Margaret Mitchell 
and the struggle now taking place in 
the same region. This resemblance will 
be perfectly apparent if you will take a 
sketch map of Sherman’s campaign and 
compare it with the area which is the 
scene of TVA activities and ambitions. 

Chattanooga — Dalton — Calhoun — 


Cartersville — Kennesaw — Atlanta — 
Jonesboro — dig in — fight — momen- 
tary victory — then retreat to protect 


the rear against a flank movement. Ruth- 
less destruction of private property — 
utter disregard for the rights of citi- 
zens—the brute force of Federal strength 
over individual and state —such was 
Sherman in the relentless march to the 
sea as depicted by Margaret Mitchell. 

Seventy years later the Wind is again 
sweeping through Tennessee and Geor- 
gia. The implements of warfare have 
changed but the tactics are the same. 
The Federals are on the march, engag- 
ing in a skirmish here, a flank move- 
ment there, a major offensive somewhere 
else, meeting occasional resistance in 
the courts but never losing sight of the 
main objective. A great industry, built 
on the initiative and thrift of ‘a peace- 
ful, law abiding people is being at- 
tacked and threatened with destruction 
as were the plantations of that other 
day. Yardsticks or bayonets, the idea 
is the same. 

War is hell. Whenever there is strife, 
innocent bystanders suffer. Confusion 
takes its toll. Orderly progress is de- 
layed. And to what end? That the 


44 


Are At It 
Again 


names of a few men may be glorified 
in history? If I keep on like this, 
someone will question my patriotism. 

Then comes the reconstruction pe- 
riod—tlong, lean years of adjustment, as 
sound economic principles again assert 
themselves where, for a time, false the- 
ories had held sway—where force had 
attempted to take the place of reason. 

Probably the most nerve-wracking ele- 
ment of warfare is the uncertainty as to 
when it will end. When the armistice 
is declared and the treaty of peace is 
signed, there is a general feeling of re- 
lief in the knowledge that rebuilding 
can start and eventually the basis for a 
normal life will be re-established. By 
this time we should be convinced that 
it is futile for man to endeavor to im- 
pose his stubborn will against natural, 
social and economic laws. 

Cotton is still being raised in Georgia 
and, if I am not mistaken, the darkies 
are still working in the fields while cer- 
tain of the white folks are enjoying the 
luxuries and the leisure which come to 
the successful entrepreneur. Such seems 
to be the inevitable result following 
every attempt to accomplish by legisla- 
tion that which can be attained only 
through evolution. 

All of which prompts me to make the 
observation that, when all the smoke 
of battle has cleared, all the fences have 
been repaired, all of the damage has 
been absorbed and the heat of antag- 
onism has been reduced, we may expect 
the honest, intelligent and capable en- 
trepreneur to be operating power plants 
much as he did before the outbreak of 
hostilities. In the meantime, the going 
will be tough on everybody, observers 
as well as participants. 

“Gone With the Wind” is Margaret 
Mitchell’s first book. So far she has 
shown no indication of wanting to un- 
dertake another. I am hoping that she 
may be persuaded to write a sequel to 
her great volume and in preparing her 
material she might get some ideas from 
her husband, who is advertising mana- 
ger for the Georgia Power Company, an 
element in Commonwealth and Southern 
which is bearing the brunt of the present 
Federal invasion. 

She might call it “More Damned 
Yankees.” 


_— subject that will stand some 
analysis is the demand of certain 
trustees of public health and morals 
for more educational and cultural pro- 
grams on the radio. They argue that 
there should be less relaxation and more 
uplift. They would have us give our 
thought to the animal, vegetable or min- 
eral origin of wax rather than its ap- 
plication to linoleum. Electra says she 
prefers the latter and at the same time 
she can enjoy the dialog of Fibber 
Magee and Mollie. 

From the public print I quote one of 
the numerous commissioners in Wash- 
ington: “When we have allowed pri- 
vate corporations to develop a natural 
resource that elsewhere in the world 
is government-owned and controlled, 
should not those who are making large 
fortunes from this resource give us bet- 
ter programs? To anyone who studies 
the situation from the inside there is 
quite evident a contempt for educational 
and cultural influences that is most un- 
usual in any field of scientific develop- 
ment.” 

To which Electra replies, “If I lis- 
tened to my radio twenty-four hours 
daily, I could not possibly hear all of 
the educational and cultural programs 
that are on the air. Likewise, if I de- 
voted all my time to reading, I could 
not cover all the fine books and period- 
icals that are available. I can take my 
culture, or I can leave it alone.” 

And that seems to be the answer. 
Most people like some freedom of 
choice. If swing bands were the only 
thing on the air there might be some 
basis for this solicitude on the part of 
the uplifters. But we can select our 
radio programs with as much freedom 
as we do our magazines or our movies. 
We can have Bach or Benny, Durant or 
Durante. 

After all, it is a matter of taste and 
intellectual capacity. One man’s cul- 
ture may be another man’s vulgarity. 
And, if we are perfectly honest, we must 
admit that we like a mixture—to deny 
it is hypocrisy. 

How does that old jingle go? “There 
is so much good in the worst of us, and 
so much bad in the best of us, that it 
behooves none of us to criticize the rest 
of us.” 


If those murals which are gradually 
unfolding on the walls and ceilings of 
Washington buildings are “culture,” 
I'll take vanilla. 
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SOMETHING simple to demonstrate 
quickly and with the least fuss, is 
what everyone who sells a range 
wants. When the home economist 
or trained demonstrator is around, 
the salesman can leave it to her. 
But to show every prospect who en- 
ters the store that an electric range 
offers her speed, economy, cleanli- 
ness, freedom from the kitchen and 
better cooking results. here is a 
quick easy way. 


You Woutpn’t SELL a woman a cai 
without letting her take a ride in it. 
Therefore to sell ranges, give her 
“the feel of the wheel” by cooking 
something easy. You will need to 
have one range all connected and 
ready to operate. 


APPLIANCE 
Tat 
GUIDE 


Copyright 1937 by Electrical West, 883 Mission St.. San Francisco 


Quick Way to Demonstrate 
Electric Ranges February, 1937 


MATERIALS: For surface cooking, 
some ordinary rice. If you have a 
refrigerator running, vegetables such 
as carrots or peas will keep in CoV 
ered refrigerator dishes for days, all 
ready to be cooked whenever wanted 
(and after cooking, to take home 
and eat). 
a 

Rice is easiest. Put ‘2 cup rice in 
a covered dish no double boiler 
needed, which you explain § saves 
washing one dish—then put in 1 cup 
of cold water, cover the dish, put 
on surface unit, and let her turn it 
on to LOW. Tell her to note the 
time. (Glass baking dish allows 
prospect to see cooking go on.) 


EXPLAIN that in exactly 30 min. it 
will be done—illustrating possibie 
freedom from kitchen while it is 
cooking. Then proceed to prove it 
by taking her to another range and 
going through a thorough explana 
tion of its features and construction. 


At Enp or 30 Min. bring her back. 
open the dish, and show her per- 
fectly cooked rice: dry, each grain 
separate like the Chinese cook it. 
Prove better cooking results with 
this. 
a 
ECONOMY. vou prove by showing it 
cooked on LOW heat. Speed, vou 
prove by telling how much extra 
capacity to cook you didn’t uss 
Cleanliness, you prove by showing 
the clean cooking dish; the need for 
only one dish instead of double 
boiler. Freedom, you prove by no 
need for preheating or pot watching 
e 

Oven CooKING can be demonstrated 
easily if you keep in your refrige 
ator some biscuit dough, or ice-l 
cookie dough all ready to put on 
cookie tin and place in the oven. 


in Your Store 


—Sales Points 


More appetizing food 
Looks, tastes. digests b 
how fresh air cooking at 


peratures does it.) 


Healthier family 
Because vitamins are conserved 
salts retained, with w iterless steal 


by electricity 


Less time in the kitchen 
Meaning more time tor 
leisure, for other acti 
tric cooking takes less 


to supervise, to clean up alt 


Cleaner kitchen and home 
Clean pots and pans, clea walls 


drapes with sootless, flameless cooki 


So simple, gets best results each time 
Nothing to get out of ord most 
ing can be done “coast 
itself on and off No 


sults. not pot watchin 


Really economical in the long run 
New models save electricity. s 
shrinkage. cook cheaper 
tenderness 
make all 

l 


cheaper blocks o 
How it dresses up the kitchen 


Can be proud to bring friends 
kitchen: it is so smartly stv 
up-to-date 
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When the prospect says— 


Prospect: ““Doesn’t it cost a great deal more to 
cook with electricity?” 


THIS question, in any form or wording, is prob- 
ably the most common obstacle to the sale of 
a range. To handle this successfully the salesman 
must be prepared with proof of the low cost of 
operation. But he should be skillful in using this 
proof. The average cost of range operation in 
your own town you can readily get by talking 
with your own local utility and former customers. 
Typical bills of average customers are the best 
kind of proof. Thus prepared, study how adroitly 
Bill Smith uses such proof to back up the pic- 
tures he creates of the many fine advantages 
from electric cooking. 


BILL: “Cost too much? I know just how you feel. Cost 
is mighty important to all of us these days, isn’t it? I was 
interested in that myself and so I resolved to make a thor- 
ough investigation. After all, I felt that most people now- 
adays want the cleanness, the freedom from worry, the tasty 
cooking, and the smart modern appearance that an electric 
range gives their home. Possibly they’ve heard some idle 
gossip that electric cooking may be expensive. To be so 
fine, they feel, it ought to be expensive. But do you know 
I was surprised myself to find it so reasonable. Here is a 
list of some typical electric bills from some of my range 
customers. (shows them) And remember, these bills include 
all the lighting and appliances these folks used also. I was 
reading in Electrical West that the Washington Water 
Power Company has put separate meters on a large number 
of ranges in customers’ homes last year and found that the 
average family uses only from 54 to 127 kw.-hr. for all its 
electric cooking. At our local rates here that would be only 
cmeees a month. Think of it, sootless sauce pans, clean 
kitchen walls and ceiling, tastier, more appetizing food, less 
time in the kitchen, and such a good looking range, still as 
economical as any other fuel, all things considered. You need 
not deny yourself all these fine attributes on the score of cost, 
you see. Why not let me deliver you this attractive kitchen 
companion and servant—your new chef—right away ?” 


W hen the prospect says— 


Prospect: “lve heard it takes so much longer to 
cook on an electric range. Maybe I’m impatient, but 
I like to get my meals in a hurry.” 


No. 2A---ELECTRIC RANGES 


AN objection like this is usually due more to a 
resistance to change in habits of doing the cook- 
ing than to real concern over the slowness of the 
cooking operation. A woman who cooks fast 
doesn't cook well. Perhaps she is nervous, or 
more likely she dislikes cooking and wants to get 
it over with as quickly as possible. It would be 
unwise to suggest either of these things to the 
prospect directly. Without knowing definitely 
which it is, see how Bill Smith covers all of the 
ground and does it tactfully. Notice, too, how 
he asks for the order at the end of the talk. 


Britt: ‘Takes longer, you’ve heard? Well, 
now, I’m sure whoever said that must have 
meant it, but | wonder if they ever really timed 
the difference. You know the old saying, ‘a 
watched pot never boils.’ Maybe they were 
thinking of the old style of electric range. Old 
style cars never went very fast either, did they ?—and new 
ranges have been tested repeatedly and found to be just as 
fast as any other type of fuel. The beauty is that they are 
so quiet about it you wonder if they are really cooking. 
Then precisely at the time the recipe says it takes to cook 
a certain item you lift the cover and your food is done. No 
more pot watching! Many of my best customers have told 
me that they had always disliked cooking until they tried the 
electric way, and then they found it so much simpler, easier, 
and cleaner. They found also that they could get exactly 
the same fine results every time and they didn’t even have 
to be in the kitchen to watch it every minute. There was 
no guess work about it any more and they could be sure of 
satisfaction. They are complimented all the time now on 
their fine cooking, and are really proud of their handsome 
new ranges. They have also told me that their electric 
cooking gives them more leisure, too, not only because it can 
be done automatically, but because it requires less trouble 
in preparation, and is quicker to clean up the cooking dishes 
after a meal. You will enjoy the same freedom and the 
same quick, easy meal preparation if you let me install this 
new range for you. What do you say?” 


When the prospect says— 


Prospect: “I want an electric range, all right. I'd 
just love to have one, but I’m afraid we can’t do it 





| Sees ranges are becoming easier 
to sell and hence more profitable. Ex- 
tensive national publicity in women's 
magazines, over the air and by every 
medium is creating wide-spread interest 
in electric cooking. Every dealer and 
salesman can improve his income by know- 
ing how to overcome the most common 
sales resistances that prospects might 
bring up in almost any sale. Here Bill 
Smith, successful and adroit salesman, 
gives you the type of sales talk that he 
uses to overcome these common ob- 
stacles. Read these and use the same 
ideas or even his words in meeting simi- 
lar objections raised by your prospects. 
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right now. A little later, perhaps. Thanks for show- Smith establishes the 
ing and explaining it all to me.” need and usefulness of 
















good installation and 


THE delayed decision is one of a salesman's sells it with the range's 


bugaboos. Often it is genuine, and the prospect 


will buy later. So the salesman must be sure not aeons 

to put so much pressure on the immediate de- Birt: “That's too 
cision as to spoil his chance for an eventual sale. bad. It’s a shame, isn’t 
Yet often this excuse is merely to gain time for it, that builders of the 
more shopping around, or to cover any number past haven’t had the 
of other reasons. It does the salesman no harm, vision to see that elec- 


and often brings the sale to a head 
much sooner, if he proceeds as Bill 
Smith does in this case. 


Bitt: “A little later? Certainly. It has 
been a pleasure to explain the many ways in 
which the electric range will bring you a 
cleaner kitchen, easier preparation of meals, 
tastier and more uniform cooking results every 
time, and more peace of mind and freedom of 
time. I can appreciate that it may not be 
opportune right now to decide, but it is a 
shame to be deprived of these fine services, 
isn’t it? Can’t we work out some way to 
place the range in your kitchen right away? 
Surely we can manage budget terms that will 
not be hard to meet out of your household 
expenses. Wouldn’t it be worth trying to 
make the range help pay its own way by its 
ability to save you money on, for instance, 
baked goods that you buy and might make 
yourself; or by the way it will tenderize 
cheaper cuts of meat? There is a definite sav- 
ing in shrinkage of meat and more of your 
vegetables can be cooked and kept. Our recipe books give a 
number of saving hints of this kind. If you can possibly see 
your way clear to take the range now, why deprive yoursel 
of this wonderful help to save your energy and provide yout 
family with better meals and a cleaner, more cheerful 
kitchen? Don’t you think we can arrange terms now?” 





tricity is the coming 

thing and have failed to pro- 

vide homes with wiring needed to 
make it available on tap for you? Yet 

they did not know how much satisfaction you could derive 


from cooking the modern electric way, you do I am sure. 


— 


To enjoy a clean kitchen, more easily kept clean, too, with 
less effort needed in meal preparation, and more freedon 
from the kitchen, together with tastier, healthier vitamin 
preserving cooking, it is worth the investment to pipe this 
r clean electric energy into the kitchen, don’t you think? 
When the prospect says— In a year you won’t remember the cost, the services and 


savings that electricity brings, will so overshadow it. Besides 

Prospect: “My home isn’t wired for an electric 

range. It would cost quite a lot to have it installed, 
wouldn’t it?” 


the resale value of your home, should you ever want to sell 


it, will be materially improved if it is wired for convenient 


use of an up-to-date electric range. (Flere Bill can bring in 
IF the salesman starts off with an idea that wir- any arrangement for financing wiring which he may have. 
ing is costly, he is very apt to agree with his I can arrange to have it done by Thursday and that very 
prospect and before he knows what has hap- evening you can have your first electrically prepared meal. 
pened, killed the sale. The prospect naturally 
thinks the salesman knows his business, so if he ANY other resistances to the purchase of a range 
thinks it costs too much, the propect will quickly can be tackled with the same technique. Notice 
come to the same conclusion. As long as wiring first how Bill makes a statement or question which 
costs anything at all, why not accept the fact and seems to agree with the prospect. That quiets 
sell the idea of wiring along with the advantages the doubt or objection. Then he proceeds to sell 
of owning a range at one and the same time. the range all over again. Then he asks for the 
Without becoming technical, watch how Bill order again. Use this method to close more sales. 
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Better looking windows, attractive floor dis- 
plays build atmosphere that help to sell the 


















idea of the cleanliness and beauty of electric 
appliances. They help a dealer or salesman 
tell the story without words. They tell it even 
when the salesman isn’t there—to window 
shoppers. passersby. Large appliances, like 
ranges, take displays that are not fussy in 
themselves so that the real attention goes to 
the merchandise, not the background. Corru- 
gated cardboard is easily and quickly assem- 
bled. Marked on the back as a guide in cut- 
ting, it can be spread on the floor, cut to size. 
There are available box ends, covered in silver 
or gold paper ready to assemble. Dark blue, 
or deep red corrugated cardboard makes a fine 
background for white or ivory electric ranges. 


DISPLAY 


your 


RANGES 


like this 


Quick... Easy 






t 


The corrugated paper is rolled over the edges 
of the inner box and the silver covered box 
slipped over the edge. A pin through the box 
rim does not show and helps to hold the 
assembly in place. These make tall pillars for 
each side of the range. 


The backing, connecting the pillars, is made by slip 
ping a split tube, covered with silver paper, alons 
the edge of a large sheet of corrugated paper. If 
the window has a back, the display material may be 
pinned to the wall (in floor displays also). If not, sup 
port the pillars and background by fastening with pins 
or paper clips and by thread or rubber bands to the 
back of the range. It will stand all but unusually rough 
treatment. Always finish your display with a card whic! 
gives a definite urge to buy, and in a few, fast read 
words, the qualities of the range will bring to the house 
hold—in other words WHY the customer should buy. 
(See list of sales points on first page of this Guide) 
Manufacturers’ sales cards or display material can be 
combined with this type of setting very easily and wit! 
selling effect. 
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_ Bill Jones Speaks 


About Deflating 


Inflation 


66 ILL Jones, meet Mr. Smith. 
Mr. Smith has come to us 
from Chicago to take the po- 

sition of Vice-President-in-Charge-of- 

Internal-and-External Relations. Bill 

Jones doesn’t know anything about the 

utility business and thinks that he 

knows it all.” With this introduction 
by the Manager, the new vice-president 
retired from the office. 

“Huh!” snorted Bill. “Vice-President- 
in-Charge-of-Internal-and-External Rela- 
tions! That is sure good. Bah! And 
once more, bah!” 

“Of course your imitation of a starv- 
ing sheep is amusing but why the agi- 
tated state of mind? What is more im- 
portant than good relations with the 
public — our customers — and what is 
more logical than that I should put a 
skilled and knowing man at the head of 
it?” ruffled the Manager. 

“You utility men are certainly glam- 
orous,” sneered Bill. “How many other 
Vice - Presidents -in - Charge-of-something 
have you? What, only four? I am 
amazed at your restraint. I know a 
bank which has eleven; a Vice-Presi- 
dent-of-one-thing-and-another under 
your feet wherever you go in their 
building. But they overlooked a Vice- 
President- of-Horse-Sense, which is what 
they need most. A list of the titles on 
their payroll reads just like the mem- 
bership roster of a nigger ‘I Will Arise’ 
funeral benefit society “of Georgia, with 
its Supreme August Imperator, etc. 
Even their agents in the little towns 
are Managers. It is wonderful. It is 
stupendous. In a super-charged atmos- 
phere of Big Business one can just see 
and hear Andy and the King Fish hold- 
ing a meeting of themselves in the of- 
fice of the Fresh Air Taxicab Company, 
talking over organization details of a 
new company and concocting impressive 
titles. 

“Of course there are at least two rea- 
sons for all of this nonsense—perhaps 
three. Number one is the idea that a 
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lavish sprinkling of titles over the field 
will impress the small and ordinary 
people—who merely pay bills—that 
they are dealing with an official of the 
company instead of with a simple clerk. 
Number two reason is that by passing 
around titles to the boys all along the 
line they will swell up and take ‘their 
positions and themselves more seriously. 
Also, some employees are as impressed 
with a title as they would be by a salary 
increase, and it costs the company less. 
It is unfortunate, however, that while a 
mere clerk is one thing the same clerk 
with a resounding title is quite likely to 
assume lofty airs and get some original 
thoughts regarding the dignity and im- 
portance of his position which are 
hardly conducive to good relations with 
anybody. The third reason has to do 
with the peculiar juvenile quirk of the 
management of a lot of businesses. They 
like to think of themselves as big shots 
in their communities and so they deco- 
rate themselves with as many medals as 
their waistcoats can bear. The more 
Majors, Colonels, Captains and Lieuten- 
ants in his command the greater the 
Commander-in-Chief. 

“Isn’t it just possible that any title 
assumed by a utility man may act as a 
barrier between him and the people 
with whom he does business and who 
make his business possible? You and 
I know of at least one utility not far 
from us which is double the size of 
your own where the directing head 
bears the simple title General Superin- 
tendent. No president, assistant presi- 
dents, managers—just a superintendent. 
Also I suspect that that utility is run just 
as efficiently and is just as well con- 
ducted as any other in the state. Think 
it over a bit. Maybe it doesn’t mean 
anything. I don’t know. 

“IT get a lot of amusement out of you 
boys. I really think you have kidded 
yourselves into the belief that inasmuch 
as the electric company is big, it nec- 
essarily follows that it must ‘be made 






to reflect its size. So you go in for titles 
and swell offices and red tape that is 
even more entangling than that of some 
of the government bureaus. That might 
have been necessary when you were try- 
ing to attract capital to build your sys- 
tems. But if I were running a company, 
I'd try to do everything possible now 
to place everything in the background 
except the efficient and reasonable serv- 
ice I'd be rendering. If you don’t think 
that is true, go into a huddle with your- 
self and think it over. There would be 
only one test for every policy and every 
act. It would be ‘Will this make peo- 
ple like us?’ Anything which would 
work to the contrary would be thrown 
out. 

“Right here on the Coast in the boost- 
ing, boasting state of California the 
chain stores were put to a test somewhat 
like astrologers whisper is coming your 
way. Out of it the chains learned a 
lesson and adopted a new slogan. It’s 
‘Make your customers your friends.’ 
They found that service, low prices and 
all of the other benefits they furnished 
weren't worth a whoop without the 
friendship of the men and women they 
were serving. 

“Your future is with the people who, 
for your goods, pay about the same 
sums as they pay to the ten-cent store 
for its merchandise. So while unques- 
tionably inflation is coming—is already 
here—your failure will 
largely be measured by the degree of 
personal deflation which you can 
achieve—to a point where you can un- 
derstand that (unlike Andy’s feelings 
that he is a ‘Big Business Man’) you 
are actually engaged in selling kilowatt- 
hours to the small (and influential) 
people who are the real America—the 
little people who make those cute little 
crosses on the nation’s ballots. 

“One of the steps in this suggested 
deflation of mind is the cutting out of 
luxurious surroundings and habits (the 
people think that they have to pay for 
them); cut out the useless titles: cut 
out the making of everyday commercial 
transactions so complicated. Simplic- 
ity in itself ranks high among the vir- 
tues. If you want to win the people, 
you will have to be one of them. They 
don’t really care for their servants to 


success or 


develop a superiority complex.” 

“Bill,” said the Manager, “You know 
I think that the law limiting the pheas- 
ant shooting season to two days and 
the bag‘to three birds is the bunk. The 
same to you.” 
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Kw.-hr. per 

Residential 

Customer 

Company Name 1936 1935 1934 1933 1932 1931 
POR CH OF o cnkcéceseessua acs 828.9 765.6 740.2 750 cae 
B. C. Elect. Ry., Vancouver..... 1009 975.2 1000 Ss oa eS 
6. C. Gect. Ry., Victora....... ... 732 753 772 740 710 
Burbank: “SHY OE adores ccecenssae kee 60! 533 was ae ism 
Cent Se. ee, Baa cs ke eaten deen eee 1729.9 1618 es 1875 1884 
Cent. Ariz. L. & P. Co..... . 821 731 708 756 745 727 


Coast 


Glend 








Ce. mE, Coe... — be 
OS CI WE icc dsias ise etaa> ‘i> 620 





653 716 733 


POG We ee ... 1410 1276 1220 Bi os se 
Los Angeles, city of........ .. 695 624 588 580 595 550 
Mosiateh ME Mie. hi... cic. chant ice 724 705 aa 739 729 
Mt. Sales. V. Ciiax......0ccce a Wa % = 
Northwestern E. Co ...1263 1202 1200 1210 1294 1259 for 
xy F “eee -. 780 731 72% 733 756 758 ‘ 
Pacific P, & L. Co........ a) oe) an; oe 1341 1310 
Portland G. E. Co............... 1141 1046 993 994 1035 ~—«1013 Dealers 
Puget Sd. P. & L. Co........... 112! 1022 993 «102! 1095 HANS 
San Diego Cons. G. & E. Co.... 630 753 622 636 597 ® Contractors 
San Joaquin L. & P. Corp....... 1020 972 912 947 942 
Seattle, city of.........-.....0..8125 1075 1050 os 1014s 02 ° 
Sierra Pacific P. Co...... +. ee OS 922 893.2 930 885 Wholesalers 
So. Calif. Edison Co..... ce Bete 737 680 681 728 720 
Se. Cay ae Gk... Socacaee 667.1 623 580 a ee 595 ee 
So, Slewes P. Go.......--...-...108 961 915 930 940 910 ® Distributors 
Tacoma, city of..... sack ceca 2. 2 te ee 
TOE ge. eet 766 716 705 =a 77 e 
Velieiy E-4. & O, Oa, .......60Lers od 789 ae es 747 Manufacturers 
Wad Se WE oe. aches 1793 1665 =: 1610—S=—«*N'763-—=—t=“‘é‘ BHC 
Western Colo. P. Co............ 745 695 684 485 = oe as well as 
Public Service Co. of Colo...... 570 534 498 ee 450 
® Utili . 
aa ilities 
S accompanying reports for interpretation and explanation of these figures. 


N whatever branch of the industry 

you are, on these pages there is 

sales information that can be used 
profitably by you. Rather than to re- 
gard these figures in the light of statis- 
tics only, look upon them as indications 
of sales efforts and sales drives to 
which you can harness your own indi- 
vidual program. Successful business 
men throughout history have been dis- 
tinguished by the capacity to read into 
information of this type their own po- 
tential future. Some call it imagina- 
tion, others vision. By whatever name 
you call it, the ability to convert such 
information into selling strategy is 
what will make business better for you 
in 1937. 


For example: 
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B. C. Electric Launches 
New Dealer Plan 


By W. C. MAINWARING 
General Sales Manager 


ROBABLY the most significant develop- 

ment in our sales program for 1937 is 

our retail dealer sales plan. With this 
we have opened the field for the utmost co- 
operation with all dealers in the sale of 
ranges, refrigerators, and other appliances. The 
dealer is now placed in the position where 
every concession the customer can get in pur- 
chasing a range direct from the company can 
be obtained from the dealer, in addition to 
which the dealer himself is bonused by the 
company for the direct sale of the appliance. 
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Dealers—can profit from these fig- 
ures. By learning more about their 
markets and the volume that has been 
done in them during the past year, they 
can better direct their efforts this year. 
The objectives expressed by the utili- 
ties for this year in practically every 
case are inclusive of what dealers 
should be able to sell in the territories 
mentioned. Against these the dealer 
can measure his effort of last year and 
organize his selling better to take ad- 
vantage of such programs this year. 
Doing so will bring him more sales and 


4 for 


This is an outgrowth of our 1936 program in 
which we engaged a representative who now 
devotes his full time to dealer relations work. 

Complete detail as to the new dealer plan 
must await a later issue of this magazine. 
Briefly, however, the dealer plan encompasses 
sales to occupants of single family dwellings. 
The utility, likewise, has asked manufacturers 
not to consider their lines of appliances ex- 
clusive in so far as B.C. Electric stores are 
concerned, thus opening the lines previously 
handled exclusively by B.C. Electric to any 
dealer in British Columbia. The plan em- 
braces electric and gas ranges, electric and 
gas storage water heaters, electric and gas 
refrigerators, gas furnaces, and in a modified 
program gas tank water heaters, gas and 
electric fires (air heaters), washing machines, 
ironers (except wringer post type), radios, 
vacuum cleaners, floor polishers, farm dairy 


type water heaters, and electric pressure 
water systems. 
Dealers are classified. Class A includes 


Eve't 





Opportunities — in 


profits. These figures also give him an 
index as to what stocks he should order, 
when to plan deliveries, when he should 
arrange to obtain dealer helps and ad- 
vertising features, and to direct his sell- 
ing and salesmen to take the fullest ad- 
vantage of each campaign. 


Contractors—will find in these 
pages an indication of a rapidly in- 
creasing electrification of the home. 
This in turn means that all new homes 
should receive a larger proportion of 
the total budget in electric wiring con- 
venience. Major appliance loads will 
mean installations. Even now domestic 
appliance sales are crowding the wiring 
capacities of existing installations to the 
point where a sales-minded contractor 
should soon be able to sell more re- 
wiring. I.E.S. lamp sales also point 
the need for better lighting equipment 
in homes and offices. All of these 
trends spell opportunities which the far- 
sighted contractor may realize by in- 
telligent selling effort. 


a 
Wholesalers and distributors— 
will find in these pages valuable indices 


in 
ne 
yo 


department stores and preferred dealers han- 
dling a full line of major and minor gas and 
electric appliances. Class B includes other 
dealers having retail stores. Class C includes 
plumbing and electrical contractors and metal 
contractors. Class D includes part-time con- 
tractors such as electric, plumbing and sheet 
metal, also radio, electric appliance and gas 
appliance repair services. 

Advertising allowances are paid on direct 
sales of new appliances by dealers when the 
appliances are installed on company lines. 
Ranges bring a $5 allowance, refrigerators $2. 
Monthly reports on appliance sales are re- 
imbursed at $1 each where no bonus is paid. 
The reports are to be kept confidential. The 
company abandons its “pay like rent” plan; 
continues its free range installation program; 
and it will register prospects. Where pros- 
pects are sold by B.C. Electric stores a bonus 
is paid to dealers of classes A, B, and C. A 
full schedule of bonuses has been worked 
out in complete detail. B.C. Electric sales- 
men are to be paid a bonus on direct sales 
made by dealers, in addition to loadbuilding 
bonuses or commissions on sales made as re- 
sult of prospects furnished by dealers. 
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No. 2 


Statistics 


of markets for 1937. They will like- 
wise find in the records of accomplish- 
ment of last year a means of checking 
their own proportion of the business 
done. Campaigns of last year help to 
determine trends and to establish sea- 
sonal demands. Stocks on order can be 
timed to better advantage. Field sales- 
men can be organized to contact and 
assist dealers and contractors at the 
right time to derive the most benefit 
from the promotional activities of utili- 
ties and appliance promotional bureaus. 
Such intelligent planning means better 
volume and operations that bring real 
profit. 

s 


Manufacturers—of the past have 
found these figures of especial signifi- 
cance. The statistics tell them the loca- 
tion of the most energetic promotional 
activities. They indicate the capacity 
of the markets and of their saturation. 
As a result production and advertising 
can better be planned for special sea- 
sons or campaigns. Activity in the field 


Our electric merchandise sales increased in 
dollar volume over 1935 by 12.1 per cent. The 
kilowatt-hour consumption per domestic cus- 
tomer for the lower mainland increased in 
1936 by 34 kw.-hr. per customer for lighting 
and appliance load. Because of the com- 
pany’s policy in not encouraging the use of 
water heaters on an unprofitable flat rate, 
the consumption from this class of customer 
declined, leaving the over-all total consump- 
tion per customer at the same figure as for 
the previous year. 

Range Sales—In 1936 our “Pay Like Rent 
Plan” on electric ranges, whereby these are 
sold on terms of $2.00 per month where wir- 
ing for the range is necessary, and terms of 
$1.50 per month where the house is already 
wired for an electric range, was continued. 

Storage Water Heaters—The sale of auto- 
matic storage water heaters was limited, due 
in part to the high initial price that has to 
be asked for these heaters, even when sold 
on the Rental Purchase Plan. As we are a 
combination company, those old customers 
having gas service take advantage of the op- 
portunity to install a gas automatic storage 
water heater whenever possible. The price 
the customer pays for this appliance is ap- 
proximately half of that asked for an electric 
storage water heater, with the operating cost 
of both types being equal. 

Refrigerators—Refrigerator sales throughout 
the territory were very encouraging, both to 
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Electric Ranges 
Electric Water Heaters. . 
Electric Refrigerators 
Washers 


lroners 


can be better organized. 
takes and errors in marketing can be 
prevented and distribution made more 
efficient. This, likewise, can mean prof- 
its for the manufacturer. 


Costly mis- 


* 

Everyone else—engaged in any ca- 
capacity in the electrical industry can 
gain from these figures a respect for the 
efficiency with which this industry is 
distributing its products to the con- 
sumer. There will be less criticism of 
our methods of distribution if they are 
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Appliance 
Sales and 
Quotas 


Ranges 


For the || Western States 


Domestic Customers (As of Jan. |) 
Appliance Sales (Including radio). .. 


rier 











1936 1937 
.... 2,586,450 2,668,338 
.. ..$104,500,000 $ 120,000,000 
oe 51,200 60,000 
‘ea 24,700 31,000 
or 273,000 290,000 
ian 181,000 195,000 
Veen 33,000 51,400 


understood in their factual reality. Per- 
formance in sales of last year and the 
prospective selling for this year will 
measure the volume of business to be 
done. After all, this volume determines 
the stability of jobs, of employment and 
sets the gage of opportunity for ad- 
vancement in the industry. 


There is significant value in all these 
figures for everyone. Study them! Use 
them. 
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i 195 


ourselves and to all dealers handling this 
appliance. The saturation of this appliance 
does not exceed 6 per cent, which is very 
much below the average saturation percent- 


Water Heaters Refrigerators 


Sales Quota Sales Sales Quota Sales Sales Quota 
Company Nome 1936 1937 1935 1936 «1937S s«*1935—Ss«*1936.—S 1937 


Alameda, city of 

S..C.. Geet. Ry.... 5 617 
Burbank, city of .. 

Calif. Ore. P. Co. 

Mt. States P. Co ( 4300 
Cent. Ariz. P. Co. ! 208 
Coast Co. G. & E. Co. 

Glendale, city of 

Idaho P. Co sas 5378 
Los Angeles, city of 12 2372 
Montana P. Co 


Northwestern E. Co.... 156 2000 
P. G. and E. Co... 3 4233 4622 
Pacific P. & L. Co.. 53 1562 2000 
Portland G. E. Co.... 278 3800 4000 
Public Service Co. of Colo.. 35 756 
Puget Sd. P. & L.C 5 5677 5250 


San Diego Cons 


Vallejo E. L. & P. Co 


Wash. W. P. Co.. ‘ 2196 2450 


Western Colo. P ies! 119 


See accompanying reports for interpretation 
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S. & E. Co. 700 600 
San Joaquin L. & P. Co... 203! 2100 
Seattle, city of..... 2310 3000 
Sierra Pacific P. Co.... f 750 600 
So. Calif. Edison Co te 6575 6500 
me Cole. FP. Ge... as 400 400 
So. Sierras P. Co... a 1500 1200 
Tacoma, city of .... 644 750 
tah P. & L. Co... epee 3042 3500 
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age already reached in the United States and 
Canada as a whole. 

The accompanying table lists sales in 1936 
by company and dealers and sets forth the 
estimated sales for 1937. 





capacity for customers wishing lighting lay- 
outs and wiring specifications; construction 
of a model electric home; and a domestic 
appliance survey. The home service depart- 
ment plans a complete year’s program of dem- 


1937 
Sold in 1936 Estimated Sales Estimated Sales Estimated Sales 
by B.C.E.R. by Dealers in Territory by B.C.E.R. by Dealers 
IRIOIINNG  ooaig. a on 2kas pc atden kan saBetenn 517 100 700 550 150 
DINE adc crc eins bases Skaeoe rear peeeee 1700 950 750 
ONEENE Ss... xis we nse csebabniedekintewmekou 405 450 1000 400 600 
Water heaters—storage ~eiavasehdohedere tee 150 150 0 
—immersion .......++.ee6- 59 10 35 25 10 
PISS Se de a ci wk oy us aa pnenawemenrss 7500 900 6600 
IIR ptr ha atx. ecw en oe Kalan Esk a4 3000 650 2350 
OM eG coeds Ons dann cieer ews evan ec arsee 350 175 175 
LOE nastyasas Fuk wu echnn Saran ea ewes 2500 985 1515 
Small appliances and portable lamps $350,000.00 $100,000.00 $250,000.00 
LRN OBOE ~ asians sc vsrsinteessss Ves ievesse $160,000.00 $ 26,000.00 $134,000.00 


Special attention was paid during the year 
to the promotion of table cookery and other 
small appliances and very successful results 
were obtained in the sale of roasters with 
automatic temperature control, and of kitchen 
mixers. This is attributed in part to a con- 
stant demonstration of these appliances by a 
member of our Home Service staff whose 
services were rotated for this purpose among 
all salesrooms. 

In the rural territories more attention was 
paid to the promotion of electrically operated 
water pressure systems, as it is realized that 
this is the first major electric appliance to 
be installed where piped water service is not 
available. 

The sale of portable lamps, chiefly indirect 
type, amounted to more than $40,000 in vol- 
ume—in addition to which all of the depart- 
mental stores and the better class furniture 
and specialty stores have really good lamp 
displays and are enjoying an excellent sales 
volume. 

The electric ironer is coming to the fore 
with an increase of 50 per cent over our 1935 
sales and a large sum of money will be spent 
in promoting this appliance in 1937. 


The Vancouver Island Division 


Plans similar to those for the mainland are 
being made for activities in the Vancouver 
Island Division. An important factor this year 
will be the Diamond Jubilee celebration at 
the city of Victoria in which the company 
will play a major part. Extensive electrical 
decorations for the civic event are in con- 
templation. 


In the power division an added connected 
load of 500 hp. is anticipated, together with 
expected increases in revenue. About $22,- 
500 from existing installations is looked for, 
due to better business conditions. Commer- 
cial cooking and heating, lighting and power 
is also expected to yield $7,000 in additional 
revenue from new customers, $3,000 from dec- 
orative lighting in connection with the jubi- 
lee and $15,000 from increased use by existing 
commercial services. In the domestic field 
the dealer relations plan already described 
for the mainland system will also be inaugu- 
rated for the island division. 


The following estimated sales by dealers 
and B.C. Electric stores of major appliances 
have been tentatively set up. 


Estimated Estimated Estimated 


Sales in Sales by Sales by 

Territory B.C.E.R. Dealer 
Ranges—electric .... 130 110 20 
Ranges—gas_ ....... 175 150 25 
Refrigerators ..... ‘ 220 71 149 
DR Ons, vc baksaecs 1000 145 855 
STOR 5.3 Gece seas 350 110 240 
DN ca cndeK ins es 60 33 27 
Cleeners <.....+ Sia 400 182 218 
Small appliances and 

portable lamps ..$200,000.00 $19,600.00 $180,400.00 

Lamp globes ....... $ 16,000.00 $ 4,424.00 $ 11,576.00 


Promotion will include cooperation with the 
Diamond Jubilee; establishment of a branch 
of the Electric Service League in Victoria to 
promote Red Seal and act in an advisory 
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onstrations and instruction classes in gas and 
electric cookery. 


Copco and Mt. States Direct 
Effort on Minimum Group 


By GLENN L. JACKSON 


Vice-President 





NCREASINGLY favorable economic con- 

ditions call for an intensification of sales 

effort if the industry is to maintain the 
record of appliances sales marked up during 
1936. In the territories of California-Oregon 
Power Co. and Mountain States Power Co. 
there is every sign that 1937 will be a record 
year unless influences which cannot at present 
be foreseen should develop. The favorable 
outlook has caused us to increase quotas and 
to enlarge our sales activities. 

Major effort will be directed toward those 
customers who fall into the bracket just above 
the minimum group. Our appliance satura- 
tions have reached a point where our best 
prospects fall in those brackets where first 
cost is an important factor. Rising appliance 
costs will constitute a definite sales resistance 
in selling this group in the future so we are 
prepared to offer them attractive merchandise 
right now backed up by the argument that if 
they defer purchase they will be forced to pay 
higher prices. Our major campaign will in- 
clude a water heater, a lift-top refrigerator 
and a special range, to be offered during the 
summer. A similar campaign was highly pro- 
ductive in 1936. 

Our water heating activities will be con- 
centrated on off-peak equipment since new 
rates for this type of service either have been 
or will be made available to our customers. 
Our sales efforts in the past have been built 
toward this end since we have been concen- 
trating on tank type equipment of high qual- 
ity for several years. 

In 1937 we expect to capitalize upon 
groundwork which was done in 1936 in de- 
veloping commercial lighting and commercial 
cooking and heating business. Several sales 
specialists were assigned to these fields last 
year and they have demonstrated the possibil- 
ities for increasing this class of load. In the 
communities we serve there was installed a 
total of 1,400 kw. of commercial cooking and 
heating equipment in: 1936 and we have set 
up a quota of 3,000 kw. for this year. Many 
restaurants have been completely electrified 


and we have installations totaling 30 and 40 
kw. each. Hotels constitute a fertile field for 
increasing the standards of illumination. 


Home Service Girls 


Sell for Central Arizona 
By A. F. MORAIRTY 


Vice-President 


UR company, The Central Arizona Light 

and Power Co., does not merchandise 

electrical appliances other than ranges 
and water heaters. We do, however, have a 
very extensive refrigerator promotional pro- 
gram for dealers in which we make liberal 
advertising allowances for refrigerator sales. 
Dealer direct selling and company promo- 
tional assistance resulted in selling electric 
refrigerators to more than 14 per cent of the 
residential meters for the last two years in 
succession. 

Small appliances are promoted during co- 
operative campaigns held during seasonal 
months. During these periods, the company 
sells the appliance campaigned, arranges for 
dealer discounts, and does all advertising, 
stressing, “Buy from your favorite store.” 

The company’s lighting program is quite 
extensive. All employees are given an oppor- 
tunity to participate, and are the recipients 
of a rather intensive educational program on 
Better Lighting. The company leads the way 
in promoting lighting campaigns, including 
small unit lighting as well as three-light floor 
models, etc. Seven home lighting advisors are 
employed to make home demonstrations, and 
dealer training combines with this work to 
effect complete sales of recommended equip- 
ment. 

Commercial lighting is actively promoted 
by three lighting engineers who follow the 
company’s promotional program with specific 
recommendations and sales work for installa- 
tions which are made by the local lighting 
contractors. 

Our 1936 activities of note included a 
kitchen lighting activity which resulted in the 
sale of over 2,000 units by the company and 


Typical cooperative advertisement 


HERE'S A REAL LAMP 
BARGAIN! 


the easy chair insures re- - 
laxation and reading comfort. It gives 
three degrees of hight—100, 200 or 300 
watts from one bulb. Priced at only $7.95 
this is truly the greatest lamp bargain ever 
offered in Phoenix! They won't last long 
at this price—place your order NOW! 
Note thee dietinetive feataren Beeetiul 18 neh dament 
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dealers, and a fall lighting activity which sold 
1,200 I. E.S. lamps in less than thirty days. 

All of the activities, already mentioned 
will be given even greater emphasis during 
the coming year. A new plan, which is be- 
jng tried in Phoenix sales territories, provides 
for the inclusion of a home lighting-home 
service girl in each of the sales territories. 
Salesmen and girls work under their own su- 
pervisors but individually cooperate. 

Girls follow up on new customers, equip- 
ment sales (by dealer or company), and make 
demonstrations of equipment purchased or in 
use, and at the same time arrange for lighting 
demonstrations. Girls get small commissions 
on equipment sales made on their prospects, 
and also receive commissions on lighting sales 
made by dealers as a result of their demon- 
strations. During lighting campaigns, girls 
sell fixtures featured. Salesmen arrange for 
lighting demonstration appointments for the 
girls, and call on the girl in their territory 
from time to time to assist in closing sales. 

A salesman’s compensation is based upon 
sales made as a result of his calls and work 
whether or not the sale is made by the com- 
pany or a dealer. 

The number of ranges sold on our system 
in 1936 was: dealers, 159; company, 49; 
quota for 1937, 300. 

The number of water heaters sold in 1936 
by dealers was 39; by company, 18; quota 
for 1937 is 75. 

The number of refrigerators sold in 1936 
by dealers was 2,909; by company, 39; and 
the quota for 1937, 3,150. 

The average kilowatt-hour consumption per 
domestic consumer for 1936 for our system 
was 821 (no farm). 


Idaho Power and Dealers 


Continue Strong Sales Drive 
By R. E. GALE 


Commercial Manager 


ITHOUT free wiring or renting and 

without financing aid to dealers but, 

however, with a cooperative advertising 
and dealer coordination program throughout 
the year, dealers and Idaho Power Co. in 1936 
sold 4,378 ranges. Only during an eight 
weeks’ campaign was a range trade-in allow- 
ance of $20 to dealers provided. 

On water heaters an allowance of $10 was 
made to any dealer selling approved, fac- 
tory-built water heaters for installation in a 
normal residence. During the year 2,518 
water heaters were sold by dealers and com- 
pany. Ranges, water heaters and refrigera- 
tors were campaigned during ten months of 
the year. In electric refrigeration sales 5,865 
units were sold. In campaigning for these 
appliances six range and refrigerator shows 
were held and there were also 50 cooking 
schools, with a total attendance of 8,000. In 
addition visitors passing through the model 
home at Twin Falls, Idaho, numbered 20,000 
during the year. 

I.E.S. lamps were campaigned for three 
months and lamp bulbe for about eight 
months. Washers and ironers were cam- 
paigned eight weeks. In each of these items 
the company actively merchandised along 
with the dealers during the entire year. 

The accompanying table lists the company 
and dealer sales both for 1935 and 1936. 

Our system consists of about 42,600 wired 
homes listed as domestic consumers. These 
increased 3,703 during the past year. In the 
sales of ranges, refrigerators and water heat- 
ers we estimate that the percentage of re- 
placements on ranges was 36 per cent, on 
water heaters 25 per cent and refrigerators 
15 per cent. Our range saturation is now 
bout 46 per cent with a total of 20,200 range 
users. Water heater saturation is 17 per cent, 
with a total of 7,248 users, and refrigeration 
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Refrigerators 
1.E.S. lamps 
Water heaters 
Radios ..... 
Washers 
lroners ...... 
Air heaters ... 
Vacuum cleaners 


45 per cent, with a total of 19,000 users. The 
estimated aggregate volume, in dollars, of 
domestic electric appliance business in the 
territory in 1936 was $2,900,000. There are 
265 electrical dealers and 10 electrical distri- 
butors in our territory. Proportion of busi- 
ness done by the utility was 20 per cent, 
department stores 20 per cent, furniture stores 
10 per cent, hardware stores 10 per cent and 
electrical specialty dealers 40 per cent of the 
volume. 

Our customers are offered a 1-cent block of 
300 kw.-hr. for off-peak water heating. 

Business conditions during the past year 
were especially good and the prospects for 
1937 are likewise excellent. During the year 
the company completed a 9,000-kw. hydro 
plant to increase its capacity for service. 

Our cooperative organization of dealers and 
the utility is called Electrical Equipment 
Sales Assn. through which cooperative cam- 
paigns are fostered and reports of sales are 
made each month. 

We just completed a series of meetings in 
December at Pocatello, Twin Falls, Boise, 
Namba and Ontario at which Dr. George W. 
Allison, of Edison Electric Institute, was the 
principal inspirational speaker. Too much 
cannot be said in praise of the excellent co- 
operation existing and of the mutual benefits 
which have been derived from it during the 
past. In our sales activity our average sales- 
man makes 2,200 calls per year on 1,200 dif- 
ferent people. He makes only about 150 
sales. This means that there are over a thous- 
and sales presentations by each of our sales- 
men which can be used to advantage by other 
electrical dealers. 

During the last 16 weeks of 1936 Idaho 
Power staged a campaign to win a suit of 
clothes and six shirts for Kinsey Robinson 
from the manufacturers. He had previously 
bet that the company and dealers would sell 
4,000 ranges and 2,000 water heaters. It was 
necessary to sell 700 ranges and 200 water 
heaters for the president to win his bet. Be- 
fore the campaign closed they had sold 1,204 
ranges and 654 water heaters. 





Co. Sales 


Dealer Sales Total 
1935 1936 1935 1936 1935 1936 
.. 1100 2278 1310 3000 2410 4378 
-. 556 732 5040 5133 5596 5865 
.1770 2120 6410 6689 8180 8809 
ct vekwbanke 1206 2274 244 1206 2518 
; wrath 5085 6748 5085 6748 
can oe 513 4045 4499 4622 5212 
. 147 215 339 345 486 560 
. 162 113 374 247 536 360 
281 165 719 1121 1000 1286 


During the year a new auditorium with an 
electric kitchen, seating 125 people, was in- 
stalled at Pocatello. Likewise several offices 
and stores were remodeled, including the one 
at Payette which has a small auditorium and 
demonstration kitchen seating 35 people. 
During the year 108 salesmen were trained 
with the LaSalle course on electric cookery 
sales. Many dealer helps were provided and 
now in preparation is a handbook for dealers 
and their salesmen giving basic information 
on rates and service. 

Another important work was an intensive 
study of 500 low use lighting customers. It 
was made in order to determine the services 
and appliances best suited to sell to this 
group. Conclusions have not yet been drawn 
but the results are exceedingly interesting. 
Wiring facilities were found to be one major 
obstacle. Habit was found to be another 
chief obstacle—the habit of long experience 
of such customers in doing without electric 
facilities. 


*& 
Boulder Power Market 
Sought by L. A. Bureau 


By A. W. ELLIOTT 
Business Agents Division 

RRIVAL of Boulder Dam power signal- 
lized the awakening of the greatest 
public consciousness of domestic and 
commercial electrification throughout the city 
of Los Angeles. Appropriately celebrated by 
means of a civic inaugural ceremony and par- 
ade and by an exposition sponsored by the 
Electrical Development League of Southern 
California, public interest was focused upon 
the convenience and usefulness of electricity 

as it had never been before. 
To forward such a program consistently, 
the Bureau of Power and Light has carried 


One of a series of illustrated letters sent 
to commercial customers by the Bureau, 
selling higher intensities 
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forward consistently its cooperative program 
with local outlets for electrical equipment and 


appliances. Double the number of ranges 
sold in 1935 and more than three times the 
number of electric water heaters were sold in 
1936. The Bureau of Power and Light’s sys- 
tem serves an estimated 208,000 domestic ac- 
counts. Kilowatt-hour average consumption 
increased from 624 in 1935 to 695 in 1936, an 
improvement of 11.4 per cent. In 1935 there 
were 1,284 ranges sold and in 1936 2,372, an 
increase of 84.7 per cent. Water heaters in 
1935 sold to the number of 288; in 1936, 753, 
an increase of 161.5 per cent. There were 
some 30,000 refrigerators sold according to 
estimates of local dealers. 

Electric space heating, including commer- 
cial installations, also increased during 1936. 
In 1935 there were 420 space heaters placed 
on our lines and in 1936 750, an increase of 
75 per cent. It has been estimated that 12,000 
washers, 2,000 ironers, 4,500 vacuum cleaners 
and 14,000 radios were sold during the year. 
Of the number of ranges sold only about 2 
per cent were replacements. Since our range 
saturation is still only 2.28 per cent and water 
heaters .59 per cent, there is a wonderful op- 
portunity open for the trade at our low rates. 

Refrigerators are saturated to about 35 per 
cent, it has been estimated. The aggregate 
value of appliance sales in 1936 has been 
estimated to have been $7,000,000, of which 
$4,800,000 was in refrigerators. The utility 
itself did none of this business, department 
stores about 30 per cent, furniture stores 10 
per cent, hardware stores 5 per cent and spe- 
cialty dealers about 55 per cent. There are 
33 general and 12 appliance distributors in 
our territory with some 250 electrical dealers 
and 200 electrical contractors. 

The Bureau furnishes the free wiring for 
ranges on either of two plans. By the first 
its own contractor will make the installation 
or, by the alternate plan, a contribution will 
be made toward the cost of the wiring by the 
Bureau according to a definite schedule. The 
Bureau does not rent or merchandise appli- 
ances but does maintain an active sales pro- 
motion force to cooperate with dealers and 
assist them in selling. During 1936 the Bu- 
reau became the Los Angeles agent of the 
federal Electric Home and Farm Authority 
for financing appliance sales to consumers of 
the Department of Water and Power. 

The Bureau also furnishes free wiring for 
approved water heaters as well as for ranges. 
In the approval the size of tank must meet 
the requirements of the Bureau. This is de- 
termined on a basis of possible occupancy 
and number of bathrooms in the house ar- 
ranged according to a tabulation provided all 
dealers. Approved heaters are of the two 
element type and the Bureau provides control 
equipment to cut the lower element off at the 
peak period. Water heater consumption is 
separately metered and charged for at the 
very low rate of 0.75 cents per kw.-hr. 

During the past year approximately 100 air 
conditioning installations were made in the 
city, most of which were of the commercial 
type. 
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Electrical Age Exposition in Los Angeles, 

at time Boulder power was brought to 

town. An idea of the size of the show 

and extensive exhibits can be gained 
from this panorama 


Cooperative activity to stimulate business 
for the electrical trade as well as the Bureau 
increased also during the past year. The 
Bureau took an active and energetic part in 
the activities of the Electrical Development 
League of Southern California. It changed 
its electric range salesmen’s publication to 
cover a broader field. Now it is called “The 
Los Angeles Electrical News.” In it was 
added a supplement, the “Los Angeles Elec- 
trical Illumination News Supplement,” whose 
purpose has been to stimulate better lighting 
installations of offices and stores. 
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Development League Will 

Stress Adequate Wiring 
By F. L. HOCKENSMITH 


General Manager 


N a booklet we have just published setting 

forth the objectives of the Electrical De- 

velopment League of Southern California 
for 1937 A. E. Hitchner, president of the or- 
ganization, said in part: 

“Looking at the picture from every angle, I 
believe you will agree that all economic fac- 
tors are combining to make 1937 an out- 
standing year. General business conditions 
are vastly improved; southern California 
population is growing by leaps and bounds; 
new industries are locating in this area; 
home building is booming; modernization for 
all classes of buildings is on the upgrade, 
and as a climax to this activity, Boulder 
power is no longer a dream, but a reality. 
Twelve months have passed since the League 
was founded. During this period much has 
been accomplished in the way of organiza- 
tion. Now we are ready to make greater 
progress in 1937 and in the years to follow.” 

Stated in just two words the program of 
the League in 1937 will center about adequate 
wiring. On the domestic, commercial and in- 
dustrial programs this problem will be at- 
tacked with vigor. We feel that it is the 
bottle neck of the industry. Although 99 per 
cent of the homes in this territory are wired, 
a careful survey indicates that not more than 
5 per cent are adequately wired. 

In the domestic program a test area in the 
Wilshire Blvd.-Western Ave. district, a resi- 
dential section, has been selected. A group 
of electrical contractors working in that dis- 
trict has been organized; arrangements for 
partial payment financing through a leading 
Los Angeles bank have been perfected; di- 
rect-mail advertising is being prepared and a 
man to supervise this compaign will be em- 
ployed just as soon as the League is con- 
vinced that the plan will have the whole- 
hearted support of the industry at large. All 
participating in the campaign will work with 
a minimum price structure and will be pre- 
pared to answer questions immediately con- 


cerning price of any type of adequate wiring 
job. The district has 3,120 consumers, each 
of which will be circularized and contacted, 
according to Chairman John Duncan of the 
League’s wiring committee. 

The purpose of this test area is to find any 
“bugs” in the plan and eliminate them before 
commencing operations on a larger scale. 
When this has been done the plan will be 
adopted for general use. In this way an im- 
mediate market will be developed for all sorts 
of wiring materials and devices and the road 
will be open for the sale of lamps and ap- 
pliances. Furthermore, it is all new business 
—entirely separate from the ordinary run 
which comes with new building. And most 
of it will be non-competitive. It is proposed 
to allocate to this project alone the sum of 
$10,000. 

In addition it is proposed that we establish 
an Architects Service Bureau and to engage 
a man with architectural training and con- 
tacts to bring information to architects on all- 
electric homes. 

Seasonal domestic appliance promotions 
will be coordinated with utility programs as 
much as possible. Promotional groups rep- 
resenting ranges and water heaters, refrigera- 
tion, laundry equipment, radio, lighting, space 
heating, and small appliances will organize to 
foster cooperative relations and sales _pro- 
grams. Utilities of the region will be urged 
to dovetail their activities with each group’s 
recommendations. Since the utilities are rep- 
resented on the board of directors a pledge 
of such support has already been obtained. 
Publicity to the press and dealer meetings 
are also contemplated to further such a pro- 
gram. 

In the commercial activity adequate wiring 
likewise will be promoted. Also a plan to 
extend the use of electrical commercial cook- 
ing and baking equipment among restaurants, 
hospitals and institutions is in contemplation. 
An air conditioning committee to study ways 
and means of advancing sales in this branch 
of the industry will be organized. A Speak- 
er’s Bureau, to discuss problems with com- 
mercial groups and to speak on appropriate 
electrical subjects to any organization, will 
also be organized. 

In the industrial work promotion of ade- 
quate wiring again comes first. Continued 
support of the Electrical Maintenance Engi- 
neers Assn. through the League’s industrial 
power and heating committee; the publication 
of a “Where to Buy” Directory, listing all 
sellers of specific industrial electrical equip- 
ment; League-sponsored meetings and a 
Speaker’s Bureau will likewise feature this 
division. 

A brief review of the accomplishments of 
1936 will remind the industry of the progress 
made during the year. The industrial com- 
mittee of the League assisted in the forma- 
tion of the Electrical Maintenance Engineers 
Assn. with a total membership of 132. The 
League sponsored the rewriting of the city 
electrical ordinance which is now completed 
and has been submitted to the City Council 
for adoption in the near future. During the 
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reparation representatives of nine other 
communities indicated that this ordinance, 
nee adopted by Los Angeles, would be fol- 
owed by their respective communities. 

The League sponsored an all-electric home 
n San Fernando Valley. It was a home of 
ioderate size to demonstrate the economy of 
lectric household equipment for a family of 
moderate means. Nine additional all-electric 
1omes have been scheduled for the future. 

A special promotion of electric range use 
mong members of the electrical industry was 
started at twelve meetings of electrical men 
ind their wives. These twelve “electrical 
‘amily gatherings” had a total attendance of 
650. Each gave a thorough demonstration of 
electric cookery. Following this 700 lapel 
buttons with the letter “R” were issued to 
isers of electric ranges in the electrical in- 
dustry. By this means attention was called 
to users of electric ranges and curiosity was 
iroused and pride in the ownership of an 
electric range promoted. 

The League sponsored the Electrical Age 
Exposition held at Pan-Pacific Auditorium 
Oct. 10-18 which was reported in Electrical 
West at some length. It was the finest show 
of its kind held in this part of the country 
and attracted over 52,000 attendance. Distri- 
butors reported increased sales activity and 
want a similar show again next year. 

Second National Electrical Housewares 
Week, Dec. 7-12, was headed up for local 
participation by League committees. We co- 
operated with the Women’s Committee Serv- 
ice Auxiliary of the Los Angeles Chamber of 
Commerce on an extensive outdoor illuminated 
Christmas tree program. Arrangements were 
made with the WPA Domestic Training Cen- 
ter to use electric range, refrigerator, laundry 
and cleaning equipment in order to train 
women in domestic service the electrical way. 

As this magazine goes to press we are hold- 
ing on Jan. 22 a gigantic membership dinner 
in Los Angeles. We expect 500 people to at- 
tend and by means of an industry member- 
ship committee fully expect a fine increase in 
membership in the League and a greater par- 
ticipation in its activities during 1937. By 
this means we hope further to make true the 
slogan adopted this year, “California’s Elec- 
trical Age Has Just Begun.” 


Northwestern Associated Dealers 
Experience Fine Year 


By JAMES B. BUMAN 
Manager, Residential Sales 


S you know, our program is quite contrary 
to that of many utilities in that all of 
our promotion is done through retail 

appliance outlets. All campaigns and drives 
for appliance sales are geared to this plan, 
and of course the basic part of the promotion 
is through interesting news stories about the 
campaign and display advertising. At the 
bottom of all of our advertising we refer the 
customer to the Northwestern Associated Ap- 
pliance Dealer in his neighborhood. This ad- 
vertising carries with it in many cases special 
posters for the dealers, window streamers, bill 
stuffers, and other similar helps. Considerable 
time is given to the individual dealer in ar- 
ranging his displays and making suggestions, 
some of which have proved definitely success- 
ful. We give considerable attention to the ex- 
change of dealer ideas that are helpful in 
promoting the sale of appliances. Dealers 
have been very responsive with tie-in adver- 
tising and timely window and store displays 
for each campaign. 

In our type of promotion we find it dif- 
feult to obtain actual sales figures that can 
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be properly confined to the campaign dates, 
because it is very hard to figure the actual 
sales that can be attributed to the activity it- 
self because of the general business being 
done in each item by the dealers. Sales dur- 
ing each campaign in each item have always 
shown a generous increase. We obtain de- 
tailed reports of appliance sales from all the 
dealers and we are abie to appreciate that 
they are very reliable. 

The total volume of sales we have figured 
as $2,388,771 in total domestic appliance 
business done by our customers in 1936. As 
you know, our customers are aggregated with 
those of the Portland General Electric Co. 
and we are unable to tell the exact amount of 
sales to our customers. However, a continual 
check in the field of sales indicates that tak- 
ing 30 per cent of the volume approximates 
very closely the total amount of appliance 
purchases by our customers. For the total 
figure, then, of appliance sales done in the 
Portland territory we have $7,962,570. This 
is an increase of approximately 38 per cent 
over the total volume done in 1935. Sales 
show an increase in each division. Table 
cookery shows a tremendous increase in small 
appliances. Other increases are accounted 
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Patterned after the popular "Believe It 

or Not", this series of ads, illustrated 

with effective drawings, tells a repeated 

story of eye comfort and the economy 
of electric service 


for chiefly in refrigerators, electric ranges, 
and radios. 

We have entered booths in many shows and 
exhibitions and had a series of cooking 
schools, all of which have been helpful in ex- 
panding the use of our service and increased 
actual volume of business done. 

Free Range Wiring, which was in effect 
from March 18, 1935, to August 1, 1936, we 
know accelerated the sale of electric ranges. 
I do not think the continued effect was so 
great because we had noticed for some time 
that it had lost its punch as a customer in- 





centive to buy. When they frequently com- 
mented that “We can get Free Range Wiring 
any time,” we considered it time to quit. In 
lieu of our former plan we offer the same 
range wiring at the same cost, $27, to the 
customer payable with the electric service bill 
at the rate of $1.00 per month. We found 
that our sales fell off very little with the 
termination of Free Range Wiring. This is 
the only financing we do in support of ap- 
pliance sales for our dealers. 

So far we have not budgeted any definite 
program or expense for air conditioning in 
residential sales. We believe that a great 
deal must be done commercially before we 
can economically take up residential promo- 
tion. In other words, we believe that it will 
be like refrigeration in its natural course of 
expansion. Another sales resistance is the air- 
conditioning furnished by Nature in the City 
of Roses. 

In home lighting we have succeeded through 
the dealers and our advertising and other 
media in creating substantial demand for 
I. E.S. lamps. Most of the dealers have felt 
the effect of this and have put in attractive 
lines of certified lamps. 

Our sales promotion plans for 1937 will be 
substantially the same as 1936, promoting the 
sale of our residential and farm services 
through the normal outlets. I might say here 
that during 1936 we were helpful in increas- 
ing the number of dealers in our territory by 
15. This brings the total of dealers to 107 
and of distributors of electrical appliances 26. 
Of this number 8 are new appliance stores 
and the remainder new appliance depart- 
ments in music, jewelry and other types of 
stores. These new sources have naturally 
benefited the sale of electric appliances. One 
large chain store system that has heretofore 
been dealing mostly in groceries, drugs, and 
ladies’ apparel has now gone into the electric 
appliance business in quite a big way with a 
large sales organization in the field. 

Proportion of electrical business done by 
the following businesses: utilities 5 per cent, 
department stores 40, furniture stores 15, 
hardware stores 10, and specialty stores (elec- 
tric retail shops, music and jewelry stores) 
30 per cent. 

Of course as the year progresses we hope 
to inject many innovations and selling ideas 
in our sales promotion that will be beneficial 
to the enthusiasm and support of each cam- 
paign. 

Most of our campaigns and promotions 
have been done direct with the dealers and 
Northwestern Electric. I point to one cam- 
paign put on by the Portland Retail Mer- 
chants as “Electrical Progress Week,” in 
which we cooperated. This was successful 
enough so that it has been made a definite 
part of the annual program of the Portland 
Retail Merchants Division of the Chamber of 
Commerce. 

Average annual residential consumption for 
1936 was 1,263 kw.-hr.; for 1935, 1,202 kw.-hr. 
Our total of residential customers was 28,311, 
an increase over 1935 of 1,068. 

It has been an excellent year in the electric 
business and every dealer reports it the best 
year ever. 


%, of Re- 1935 1936 Percent 
placements Appliances Company Dealer Total Company Dealer Total Saturation* 
25 Ne ian ng) ka hon Rabe ARE OAS 72 1160 1232 56 1505 1561 54°, 

0 NT er re 73 102 175 167 133 300 20%, 
15 ROVEROTRIOTE osc cccccncecssssvcess 35 2907 2942 45 3693 3738 49°, 
50 Washing Machines ................ 40 2788 2828 2! 3539 3560 63° 
50 Wace CUORROS oo sésccedceccscs. 15 80! 816 5 1275 1280 gi° 
50 SEES: L chs nenk»inaatbeeditimsseeeies 28 5020 5048 26 7937 7963 93° 

0 Se RE: caus vecentdadwadewads 350 2126 2476 334 7166 7500 
10 Oil Burners San 588 588 1094 094 
20 Table Cookery Appliances 9155 9155 13,570 3,570 
50 Other Heating Appliances 6038 6038 ‘ 6833 6833 
*Saturation of major electric appliances in Portland. These figures were obtained from a survey 


1,598 homes in Portland in 1935. 


Consideration must be given to the fact that the 1,598 homes from which this report was taken were 
Northwestern customers in the better residential districts. 
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Seasons Defied in Northern 
California Cooperative Drives 
By H. M. CRAWFORD 


General Sales Manager 


WO outstanding campaigns were con- 
ducted in Pacific Gas and Electric Co. 
territory during 1936. The first was a 
three months’ campaign terminating March 
31 at the expiration of the liberal terms pro- 
vided for appliance purchase by Federal 
Housing Administration. This was called the 
“Farewell F.H.A. Campaign.” It involved 
all electric and gas dealers, distributors and 
manufacturers in the territory. Although a 
little late in getting started, we were success- 
ful in exceeding a quota of $3,000,000 in ap- 
pliance merchandise volume financed under 
the F.H.A. plan. Only appliances financed 
under F.H.A. were credited against the quota. 
The total volume of sales including cash sales 
and other financing plans exceeded $2,000,000 
per month. 
March was the outstanding month as peo- 


ple rushed in to get under the wire. As a 
measure of accomplishment of the dealers 


there were 6,055 domestic electric refrigera- 
tors sold in March compared to 2,210 during 
1935 in March, or an increase of 183 per 
cent; 3,410 washing machines in March, 1936, 
compared to 2,116 in March, 1935; 1,170 iron- 
ing machines in March, 1936, compared to 
only 621 in March, 1935. A deluge of ef- 
fective appliance advertising was carried on 
throughout the company territory in some 300 
newspapers. A check of advertising space 
used by the industry indicated a 62 per cent 
increase in March, 1936, over 1935. Results 
of the campaign were gratifying to all con- 
cerned and indicated clearly what can be ac- 
complished by a united industry compaign 
when the right kind of effort is put behind it. 

The second outstanding campaign was the 
Domestic Electric Refrigeration Campaign 
conducted under the sponsorship of the Elec- 
tric Appliance Society of Northern California 
in cooperation with the Pacific Gas and Elec- 
tric Co. Carried on during July, the month 
when the volume of refrigerator sales norm- 
ally drops, the purpose was to hold sales up to 
the peak month if possible instead of letting 
the volume of sales slide off as usual. In 
other words, we wanted to reverse the usual 
trend. 

In 1935 the refrigeration campaign had 
been conducted in May, a month ahead of the 
peak sales month. While the campaign was 
successful, it was not as easy to measure the 
effectiveness of the extra effort and expense 
of the campaign as it was conducted in a 
natural seasonal upward trend. During 1936, 
however, the campaign sample checks indi- 
cated that there was approximately 100 per 
cent more refrigeration advertising done in 
some 300 newspapers than was done in July, 
1925. In addition there were thousands of 
column inches devoted ot special publicity in 
special sections of the papers. Well, to make 
a long story short, there were 6,116 domestic 
refrigerators sold in 1936, in a sale conducted 
in a month when sales should naturally fall 
off, compared with 5,067 for the same month 
in 1935, an increase of 21 per cent in sales. 
Another significant thing was that the cam- 
paign of July, 1936, with 6,116 sales, was 


Sales 
Appliance 1935 
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Electric water heaters ...ccccccccsvccssccesececss 2,439 
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One of the hostess exhibits at an office of P. G. and E. during the refrigeration drive of 


the Electric Appliance Society of Northern California. 


This scene in the Red Bluff office 


of P. G. and E. is typical of the arrangements made in all of the company's disrtict offices 
in cooperation with the dealers 


12.6 per cent increase over June, 1936, sales 
volume of 5,435. June is normally the peak 
sales month. In 1935 there had been a de- 
crease of 29 per cent in July from June in 
sales volume. In other words, a favorable 
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WHITE LINE IMOICATES COLUMN INCHES OF ADVERTISING 1 © MEWSPAPERS OUT OF A TOTAL OF SOME 
WH HORTHERN CALIFORNIA (P66 TERRITORY) 

A TOTAL OF 48000 DOMESTIC ELECTRIC REFRIGERATORS WERE SOLD 

IN NORTHERN CALIFORNIA DURING 1936 REPRESENTING A RETAIL VALUE 
OF OVER $000,000. THIS IS AN INCREASE IN VOLUME SALES OVER 
1935. OF 10.000 UNITS OR 26% 


_Lti go over the §oc00 math it 1937 — 


GEMERAL SALES DEPARTMENT PG4S-E.CO. 


Every dealer received this graphic pic- 
ture of cooperative results 


differential of some 4] per cent resulted from 
this Electric Appliance Society special in- 
dustry campaign. 

Everyone was unusually pleased. It demon- 
strated to us the possibilities of offsetting 
what we are prone to call seasonal trends. 

We install wiring for electric ranges and 
water heaters at flat prices ranging from $20 


Saturation 
Sales Estimate End of 1936 Quota 
1936 Unit Value Dollar Volume (%) 1937 
4 233 $110 $ 465,630 7.0 4,622 
2,575 75 193,125 4.1 3,088 
996 30 29,880 19 
8 489 6 50,916 
47 128 160 7,540,480 33.0 46 000 
241 200 48 200 
37,137 70 2,599,590 47.2 40,000 
10,441 60 626 460 6.0 15,200 
103,337 45 4,540,255 85.0 105,000 
27,889 35 976,115 58.0 
10,017 15 150,255 


to $40 depending on the territory. Higher 
flat prices are due to ordinance restrictions 
in metropolitan areas. Electric water heaters 
are installed free where an electric range is 
already in use or when installed in conjunc- 
tion with an electric range. A trade-in allow- 
ance of $20 is made when electric ranges 
replace competitive cooking equipment. This 
trade-in allowance takes care of flat wiring 
charge in all rural territory where the charge 
is already $20. It amounts to installing the 
wiring free where competitive cooking equip- 
ment is replaced. Where no change in wiring 
is necessary a trade-in allowance of $7 is 
made when an electric range replaces com- 
petitive cooking equipment. Five dollar trade- 
in allowances are made where an electric 
water heater replaces competitive equipment. 

We promote a 3-kw., 32-gal. automatic elec- 
tric water heater which is installed with an 
automatic load limitor between the range and 
water heater and permits the customer to 
obtain l-cent rate for water heating. Ar- 
rangements with dealers permit them to sell 
at the same prices and give the same terms. 

Our territory now serves a total of 560,000 
domestic consumers, an increase of 17,301 
over 1935. The annual residential consump- 
tion average for 1935 was 731 and for 1936, 
780. The accompanying table lists the sales 
of refrigerators and other appliances in 1935 
and 1936 together with dollar volume esti- 
mates and saturation estimates based on a 
recent customer survey. These figures do not 
include the territory of San Joaquin Light & 
Power Corp., which are reported upon sepa- 
rately. There are some 1,153 dealers and 161 
distributors of electrical! appliances in our 
territory. The company only merchandises 
ranges, water heaters and air heaters. Of the 
3,969 electric ranges sold in the company ter- 
ritory this last year 60 per cent replaced 
wood, coal or oil cooking appliances, 10 per 
cent replaced competitive gas (butane), 20 
per cent were in new homes, 7 per cent 
replaced old electric ranges, 3 per cent went 
into summer cottages and about 10 per cent 
of the refrigerators sold replaced old models. 
Of the proportion of electrical business done 
the utility did only 2 per cent, department 
stores 60 per cent, furniture stores 20 per 
cent, hardware stores 5 per cent and spe- 
cialty dealers 13 per cent. 

During 1936 air conditioning installations 
in our territory for the first ten months of 
1936 totaled 250, bringing with the previous 
installations of 808, a total of 1,058 or a 
total horsepower of 7,457. The horsepower 
increase in 1936 was 1.893. 
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This year a more positive way to support 
the cooperative selling program through the 
Electric Appliance Society of Northern Cali 
fornia is being developed. At least $40,000 
of the company’s advertising budget will be 
devoted to the Society’s advertising, carrying 
not the company name, but that of the Society. 
The first campaign is to begin in April, and 
will be the spring refrigeration cooperative 
drive. In September there will be a washer 
and ironer campaign, and for a three weeks 
period in October, a radio campaign, the first 
to be attempted by the Society. In December 
there will be a system-wide small appliance 
promotion. In addition to this advertising the 
lealer sales promotion staff has been increased 
to 16 men, and we will have also 6 appliance 
counselors available to dealers for training 
personnel and assisting in many other ways. 


Broaden Dealer Program 
in Pacific P. & L. Territory 


By GUY DAVIS 


Domestic Sales Supervisor 


OMMUNITIES served by Pacific Power 

& Light Co. are scattered over two states, 

Oregon and Washington. Business con- 
ditions in general were very good during the 
past year and we expect a continuation of the 
upward trend during 1937. 


In general our plans for the coming year 
will be a continuation of those in effect dur- 
ing 1936 except that we propose to broaden 
the scope of our dealer cooperative program 
to the extent of a more thorough coverage of 
the territory. Through a closer contact we 
hope to get a more intensive support of the 
present dealers and in many instances will 
encourage the establishment of new outlets, 
particularly in the smaller communities. We 
are especially anxious to have more active 
outlets on ranges and water heaters. Mean- 
while we will continue aggressively to pro- 
mote the direct sale of all major appliances, 
with the exception of radios, through the me- 
dium of our own sales organization. 

In a general way we will adopt a policy of 
all-service selling, stressing service rather than 
equipment. This will apply to our advertis- 
ing and promotion as well as to the efforts 
of our sales organization. Such a program 
should produce a greater over-all result in the 
way of sales, which in turn will materially 
benefit both the dealers and the company. 
The company is enjoying principally the bene- 
fit of increased revenue and the dealer greatly 
increased appliance sales. 

While the company aggressively engages in 
the direct sale of ranges, every effort is made 
to encourage dealers to participate. A major 
portion of the company newspaper and other 
promotional advertising is of a general nature 
featuring service rather than equipment and 
is applicable to dealers as well as company 
sales. Home service employees are available 
at all times to follow up dealer sales of 
ranges. 

Our farm customers increased from 9,283 
Nov. 1, 1935, to 9,832 Nov. 1, 1936, an in- 
crease of 549. The domestic customers in- 
creased from 36,662 to 38,946, an increase of 
2,284 during the same period. During that 
period our average annual residential con- 
sumption increased from 1,279 kw.-hr. to 1,366 





Some of the dealer exhibits at the radio 
show at Yakima, showing how dealers 
utilized the show to promote sales. 


kw.-hr. The 434 dealers in our territory and 
18 jobbers and distributors we estimate did 
a dollar volume of $2,127,528 in appliance 
business, while the company did $467,005, 
which makes a percentage by dealers of 80 
per cent and company 20 per cent. An ac- 
companying table gives the per cent satura- 
tion, company sales, dealer sales, quotas as 
well as percentage of replacements during the 
past year. 

Major campaigns in 1936 included an All 
Electric Home Laundry campaign in which 
84 per cent of quota was reached. We had 
three other campaigns to which we gave the 
names “Early Bird Campaign,” in which 127 
per cent of quota was reached; “Over the 
Hump Campaign,” in which 158 per cent of 
quota was reached and “Harvest Festival 
Campaign,” in which 145 per cent of the 
quota was made. 

Two rather unique promotions during the 
past year deserve special mention. To pro- 
mote the sale of radios by dealers, the com- 
pany staged a series of public shows through- 
out the system during October. Since full 
details of these showings were given in an 
article in Electrical West in January, mention 
is made here of this successful cooperative 
venture for record purposes. Another inter- 
esting activity carried on for the past three 
years has been an exhibition in our Walla 
Walla main sales floor of the Home Workshop 
Club. Started by Lewis A. McArthur, vice- 
president, himself a home workshop fan, this 
activity has created a fine public interest and 
has materially increased the number of home 
workshops in our territory. 


Pepco Works for Joint 


Range Promotion 


By A. C. McMICKEN 
General Sales Manager 


URING 1930 the major objective of 

Portland General Electric Co., or 

““Pepco”, was to increase the sale of 
electric ranges through our own and dealer 
efforts. Approximately 60 dealers now stock 
and show electric ranges. In addition we 
conducted four small appliance cooperative 
campaigns with dealers: one on electric toast- 
ers, one on coffee makers, one on ironers, and 
one on sun lamps. We have no accurate fig- 
ures as to the results of these campaigns but 


PACIFIC POWER & LIGHT CO. 


% Satur. Company Sales 

Appliance Dec. 31, 36 1935 1936 
Chas ai on kid <sadenee 919 1060 
Water Heaters .........0.5- 12.5 789 815 
Refrigeration ............. ine 565 727 
WR ivaccndinsses ooo 918 1061 
Eo dont San once 10 334 362 
SE ddan eunes Pawo ee 90 — —_ 
Vacuum Cleaners .. 40 162 169 
a oe rererris er 1713 1848 


February, 1937 — Electrical West 


—Quotas— 
Dealer Sales Total Sales % Replace- Comp. Dealer 
1935 1936 1935 1936 ments, 1936 1937 1937 


434 502 1353 1562 15 1400 600 
166 188 955 1003 10 900 300 
3426 5105 3991 5832 10 650 5600 
3609 46% 4527 5757 20 950 5000 
315 426 649 788 10 400 600 
5925 8192 5925 8192 30 0 6800 
947 1477 1109 1646 30 160 1800 
2653 3318 4366 5166 0 2000 3400 


know of 125 ironers, 150 sun lamps, and sev- 
eral 100 coffee maker and toaster sales. 


Major activities to stimulate sales for all 
agencies were neighborhood theatre shows, 
featuring such films as “The Courage of 
Kay” and “Three Women”; exhibits at county 
fairs, State Fair, and other shows, as well as 
cooking schools. We had very wonderful suc- 
cess with our theatre shows and found that 
they were very productive of desirable pros- 
pects both for ourselves and dealers. Some 
of our dealers have also conducted dealer 
shows of their own, using films and materials 
loaned by us. Our radio programs featuring 
Jane Marden as home economics authority, 
have been very well received, and are very 
valuable. 

From Jan. 1 to Aug. 1 we provided “free 
range wiring” for ourselves and cooperating 
dealers. During this period 2,772 “free range 
wiring” installations were provided. This ac- 
tivity actually started March 18, 1935, and 
from that date until the close of the activity. 
Aug. 1, 1936, a total of 5,198 wiring installa 
tions were made for ourselves and dealers. 
Approximately 34.4 per cent were made for 
our own sales, 35 per cent for dealer sales, 
and 30.6 per cent for customer-owners who 
had ranges put away because they did not 
feel able to afford wiring. These customers, 
during the “depression”, had moved from 
wired homes into less pretentious homes be 
cause of economic conditions. We do not rent 
ranges nor do we offer a financing service to 
dealers. 

We are unable to give any very accurate 
figures on the sale of electrical appliances by 
ourselves and by dealers in our territory, 
with the exception of electric ranges. During 
the year 1935 dealers sold a total of 1,350 
electric ranges to our customers and our own 
sales organization sold 1.434. Just how many 
went on lines of the Northwestern Electric 
Co. we do not know. For 1936 the dealers 
will sell approximately 2,000 ranges and our 
own organization will sell approximately 1,800. 
Our own actual sales of ranges for the ten 
months ending October 31 were 1.529. For 
the year 1935 we sold 1,034 water heaters 
(dealers practically none); and for the year 
1936 we will sell approximately 1,500 water 
heaters. Our own sale of electric refrigera- 
tors will be about the same in 1936 as in 
1935—namely 832. We are not active in this 
field. The best figures I am able to get from 
distributors of electric refrigerators indicates 
that between 7,500 and 8,000 domestic units 
will be sold in our territory by all dealer 
outlets. 

Any attempt to list washers, ironers, vac- 
uum cleaners and lamp socket appliances 
would be purely a guess, as we have no accu 
rate figures. We feel that there has been a 
material increase in the sale of all manner 
of electrical appliances judging from our own 
results. For the year 1935 our total mer- 
chandise volume amounted to $599,376 and 
for the year 1936 will approximate $684,000. 
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We believe that the percentage increase rep- 
resented by these figures will hold good for 
dealers generally in the territory. 

As yet there has been a comparatively small 
amount of replacement business in the elec- 
tric refrigerator and the electric water heater 
fields. We do know that in the electric range 
field approximately 32 per cent of our own and 
dealer sales have been replacement sales. This, 
of course, does not take into consideration 
the resale to our customers of the used elec- 
tric ranges which are, in turn, resold by our- 
selves and dealers. We will show a net in- 
crease in range users of not less than 3,600 
at the end of this year. 

Our company now enjoys an electric range 
saturation of 25 per cent in homes. I have 
checked with distributors of electric refrig- 
erators and have estimates of from 30 to 34 
per cent saturation of domestic electric refrig- 
erators. As yet the saturation of electric 
water heaters is very low as we are the only 
people actively selling the storage type water 
heaters; our saturation being approximately 
6.2 per cent. 

It is very difficult to estimate accurately 
the aggregate volume in dollars of electric 
appliance business in our territory for 1936. 
We note that in the Northwestern Electric 
Co.’s letter they estimate the volume at nearly 
$8,000,000. In our opinion this is high and 
more nearly approximates $6,000,000. 

There are 26 electrical distributors and 190 
electric dealers in our territory. We classify 
as electrical dealers only those furniture 
stores, department stores, hardware stores and 
electrical stores which carry a fairly complete 
line of either lamp socket appliances or major 
appliances or both. There are many more 
licensed electric retail dealers than 190, but 
many of these are drug stores and other stores 
which sell only incandescent lamps or which 
have very incomplete stocks. We believe the 
proportions of business done by various kinds 
of outlets set forth in the Northwestern’s let- 
ter are approximately correct. 

We show an increase of 4,052 domestic cus- 
tomers, Oct. 31 as compared with Oct. 31, 
1935. The annual average residential con- 
sumption Oct. 31, 1935, was 1,030 kw.-hr.: 
Oct. 31, 1936, 1,142 kw.-hr.; an increase of 
111 kw.-hr. 

We are actively promoting two-unit, storage 
type electric water heaters, served under an 
8 mill off-peak meter rate. The size of tanks 
run from 40 gallons upward, with the major- 
ity of sales now being 52 gallon tanks. Very 
little interest has been shown in this activity 
as yet by dealers. 

We estimate that 22.8 per cent of our cus- 
tomers are rural and 77.2 per cent are urban. 
This large percentage of urban customers is 
due to the population of the city of Portland. 
We feel that we are now serving about 83 
per cent of the possible users in rural terri- 
tory. 

We have set a quota of merchandise sales 
for 1937 of $550,000, which will include 1,500 
ranges, 1,500 water heaters, 850 refrigerators, 
50 electric dishwashers, 250 ironers, 500 wash- 
ers, 300 vacuum cleaners, and 100 combina- 
tion range and refrigerator units, and, in 
addition, numerous lamp socket appliances. 


Rocky Mountain Region 
Plans "Tops" Activity 
LECTRICAL interests in the Rocky 
Mountain region took a “breather” 
from Dec. 24, 1936, until Jan. 1, 1937, 
after completing a year of remarkable pro- 
ductive cooperative effort. The breathing 
spell was merely to gather strength in pre- 
paration for an even more ambitious program. 
1936 was the sixth year in which Rocky 
Mountain Electrical Assn. and Electrical 
League of Colorado have operated as twin 





dynamos to stimulate business in the territory 
they serve. Dealers (the term includes 15 
distributors, manufacturers’ agents, and 143 
department, hardware, music and electrical 
specialty stores) have worked hand-in-hand 
with utilities. The result has been that the 
movement grew from a nucleus in which only 
a handful of utilities and distributors took 
part to an enterprise with six states and more 
than 15,000 individuals participating. 

There has been no letup between cam- 
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paigns. Several activities are stressed, but 
they are simply high spots in a perennial pro- 
motion on adequate wiring, kitchen moderniz- 
ing, Better Light—Better Sight, yard and gar- 
den lighting, radios and small appliances. 
Accumulated momentum of the first eleven 
months reaches a climax during December 
when the unified electrical industry of Col- 
orado, Wyoming, New Mexico, Nebraska, 
Montana and South Dakota makes its bid for 
the public’s Christmas dollar. 

Until June, 1936, two men directed the 
mechanical driving force of the twin dynamos. 
Since the resignation of George Bakewell, Jr., 
to affiliate with General Electric Supply Corp., 
George E. Lewis, Rocky Mountain Electrical 
Assn. managing director, has handled the af- 
fairs of both organizations. 

As a consequence, the functions of Electri- 
cal League and R.M.E.A. are even more 
closely synchronized than in the past, with the 
former sponsoring promotional events in Den- 
ver, and the latter developing similar activities 
throughout the six-state area. 

Accurate figures on accomplishments cov- 
ering the entire R.M.E.A. territory are im- 
possible to assemble. However, those relating 
to metropolitan Denver are a fair index. This 
urban and suburban section contains a pop- 
ulation of about 350,000, with 81,300 homes 
wired for electricity. Here, approximately 
12,221 major appliances were sold in 1936, as 
compared with less than 10,000 last year. Not 
included in the summary are more than 200 
electric roasters—recent sales that resulted 
from intensive pioneering—6,000 I. E. S. lamps 
and a multitude of small appliances. 

Some 3,000 more buildings were wired for 
electricity in 1936 than in 1935, due largely 
to the persuasions of John A. Baker, Electri- 
cal League field man, among contractors and 
owners of residential properties. Public Serv- 
ice Co. of Colo. has 104,247 domestic custom- 
ers, an increase of 4,048 in 1936. Average 
residential consumption in 1936 was 570 kw.- 
hr.; and in 1935 it was 534. 


A survey of electrical appliances sold in 
1936 to Denver citizens includes 10,069 elec- 
tric refrigerators, 3,353 washing machines, 
1,139 ironers, 3,140 cleaners, 1,810 radios, 756 
electric ranges, 45 water heaters and 438 air 
heaters. 


The electric range situation in Denver de- 
serves a word. In 1935, about 1,200 electric 
ranges were on the line. Over 2,000 were 
drawing current in December 1936. The num- 
ber of ranges brought from other parts of the 
country by government employes tended to 
boost the total appreciably. Nearly all of the 
electric ranges are in “fringe” territory, very 
little development work having been done in- 


side the Denver city limits, where the utility 
serves gas. 

Approximately $3,500,000 worth of electri- 
cal appliance business was transacted in 1936. 
This improvement is reflected in the kilowatt- 
hour sendout by Public Service Company of 
Colorado which shows an increase of 13.6 per 
cent in the first eleven months of 1936 over 
the corresponding period a year previous. 

Saturation is calculated on radios at 85 to 
90 per cent. (Replacements constitute prac- 
tically the entire volume of business.) Refrig- 
eration, 29.6 per cent; washing machines, 47 
per cent; ironers, 4 per cent. 

Generally speaking, dealers handle about 
fifty per cent of the electrical appliance and 
equipment trade in R.M.E.A. territory. In 
many areas the ratio varies violently. The 
Denver situation shows dealers handling about 
75 per cent of the dollar volume, while some 
utilities in various parts of Wyoming, New 
Mexico, Nebraska and Montana sell around 
80 per cent of the total. In Denver depart- 
ment stores handle 25 per cent, furniture 
stores 20, hardware stores 15, specialty dealers 
15 per cent. 

Over 5,000 outdoor lighting installations 
were registered in the Denver Post-Electrical 
League of Colorado 1936 Christmas Lighting 
contest. This represents an increase of 2,000 
over the previous year. Additional thousands 
of non-contestants installed lighting displays 
as evidence of civic pride. 

A factor contributing strongly to increased 
interest in this event was the energetic coop- 
eration of teen and sub-teen age boys, compet- 
ing for prizes, who canvassed the city for en- 
tries. 

In Denver there is operating an Electric 
Institute which carries on a continuous exhi- 
bition of the latest development in lighting, 
electric cookery and other electric appliances. 
Approximately 25,000 people have visited this 
institute during 1936. At this institute vari- 
ous women’s clubs and other organizations 
are invited to hold their regular meetings. 

In return for the use of the Institute about 
30 minutes of their time from each group in 
which to tell the industry story. The institute 
is busy every afternoon and a great many 
evenings. 


ROCKY MOUNTAIN SALES 


1936 Sales Percent Percent 
Appliance By Dealers By Comp. Satur. Replace. 
Rae 200 556 3 
Water Heaters. 10 35 0 
Refrigerators .7,500 2,569 30 10 
Washers ....... 2,500 853 12 
lroners ...... . 850 289 4 2 
Cleaners ...... 3,000 1,140 18 
WOR .caddeag 1,500 310 85 20 
Air Heaters.... 300 138 0 
1. E. S. Lamps.6,000 10,132 0 


Dealers Do More Business 
on Puget Sound Lines 


By S. P. MacFADDEN 
Vice-President 


ANGE and water heater sales for 1936 

both by Puget Sound Power & Light Co. 

and dealers materially increased during 
1936 over the same period in 1935. Dealers 
too did a larger amount of the total range and 
water heater business, working under our 
broad cooperative program and taking advan- 
tage of the low rates available for water heater 
and range service in this territory. 

Our territory comprises 153,419 domestic 
customers as of October, 1936, an increase of 
6,730 over the same month of the previous 
year. These figures cover our own customers 
only and not those served by the municipally 
owned power systems. The average annual 
residential consumption reached an all-time 
high of 1,121 kw.-hr. 

In range sales company and dealer sales 
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totaled 5,677 ranges, of which dealers sold 
1.024. Water heaters sold to the extent of 
2.623, of which dealers sold 462. On refriger- 
ators there were 9,892 sold over our system, 
of which dealers sold 8,430. We estimate that 
the proportion of replacement sales on water 
heaters was 10 per cent, ranges 20 per cent 
and refrigerators 10 per cent. Ranges now 
are saturated to about 23.6 per cent, refrig- 
erators 20.9 per cent, water heaters 9.4 per 
cent, as of September of last year. We esti- 
mate the aggregate volume of domestic elec- 
tric appliance sales going on our lines during 


1936 as $3,200,000. This volume was sold in 


combination by the 550 dealers and distrib- 


crease of off-peak kilowatt-hours in districts 
and divisions over the kliowatt-hours shown 
for this class of service for the corresponding 
period in 1936. 

Long terms will play a less important part 
in the sale of electric ranges during 1937 but 
the company will continue the offer in order 
that all customers may find it possible to take 
advantage of electric cookery. Water heater 
sgles will continue on terms up to 6 years 
with the same popular automatic equipment 
with Monel tanks featured. Refrigerators will 
again be sold on a maximum of 3-year terms. 
With greater interest shown in kitchen mod- 
ernization we will again feature long terms 


free wiring or renting. On water heaters we 
have a special offpeak rate for tank sizes not 
less than 24 gal. 

About ten air conditioning installations were 
made during the past year. 


Launch San Diego Program 
With Small Appliances 


By J. CLARK CHAMBERLAIN 
Secretary-Manager 


gg new in the way of a promo- 


tion for small and table appliances will 


i 


inaugurate our 1937 program for the Bu- 





utors in our territory and the company. It is up to 5 years on the purchase of three appli- a - a and oo — 
hard to estimate definitely the proportion of ances on one sales agreement and 4 years on ~ 2" Det, no es a i a 
3 business done by each, although department the purchase of any two major appliances. ‘'"8- etal ms ne aa ee i eee 
‘ 4 stores approximately did 22 per cent, furni- Tentatively the year has been broken up into pg a oe be ee - 
. ‘ ture stores 18 per cent, hardware stores 10 six major campaign periods with market con- ‘© a Eee Se 
' ; per cent and specialty dealers 12 per cent of ditions and new equipment as the guide to 
| the total. the manner in which they will be conducted. 
¥ On water heater sales our rate of % cent Home Service Department will take a defi- 
e per kw.-hr. for off-peak installations applies nite step forward in consolidation of home 
Ss to tanks of eight capacities ranging from 30 lighting and home service work into one activ- 
to 120 gal. We specialize in monel metal ity. Home service representatives will be the 
1s tanks because of the pure water conditions in housewife’s contact with the more or less 
al this territory. In line with our broad program technical problems concerning electricity. The 
ig of cooperation, we encourage the sale of water department is now trained for an all-inclusive and kinds of appliances. Although a demon 
10 heaters by dealers and provide them with use- service in the home. stration, it will not exactly be a cooking 
1s ful technical information and promotional eJ school, although there will be demonstrations 
ys material. ‘ . . of various types and kinds of table cookery. 
Our plans for 1937 call for no decided Airplane Factories Continue Throughout the theme will be to urge the 
ed changes in our policies over those of 1936. Boom in San Diego public to come out and learn how to us¢ 
p- However, we will continue actively to promote the appliances they already own. Emphasis 
at- the sale of major appliances, both by our- By A. E. HOLLOWAY will be placed on the present appliances and 
n- selves and the dealers. Tentative quotas of Vice-President getting the most out of them. Naturally the 
ranges have been set for 5,250; water heaters SIDE from the statistical information the demonstration of new appliances cannot help 
ric 2,650; refrigerators 10,500 for dealers and story of 1936 achievements and 1937 but build up interest and create a desire for 
hi- ourselves. promise in the electrical appliance field the newer models, which will build sales for 
ng, Dealer cooperation work during the year can best be told by the Bureau of Radio and the dealers. 
es. was conducted on a very active basis with Electrical Appliances of San Diego County, Part of the program will deal with the 
his successful running water displays in the of which the San Diego Consolidated Gas and clarifying of rates so that a real understand 
ari- spring and an outstanding LE.S. lamp win- Electric Co. is just a supporting member. ing of the economy of electric appliance use 
ons dow display contest in October and Novem- That organization has made the real achieve- will be brought home to the public. Some 
igs. ber. There was also an electric appliance ment in this territory. In general business type of tie-in with radio broadcasting and 
out advertising program for the holiday season. has been good throughout San Diego County. newspaper and billboard advertising will be 
) in Contact work, begun in 1935 on Better Light- The large new airplane factories that Con- made. At the end of each day’s program a 
ute Better Sight program, was followed up with  olidated Aircraft located here are expanding review of what has been demonstrated will be 
any the result that greater dealer interest in sale 22d employing large numbers of people. This given so as to clinch the ideas that have beer 
of lighting equipment has been shown tivity has offset what might have been ex- presented. i «: 
throughout 1936. pected to be a decline after the closing of Following this, in March we propose a 
Home service demonstrators also carried a America’s Exposition at our Balboa Park. washer and ironer campaign in which more 
rcent heavy schedule of prospect demonstrations, Building is active to make homes for all the of the emphasis will be placed on the ironet 
lace. women’s club talks and customer home calls. "€W People who have come to the community than the washer. In April again will begin 
0 In addition a test was made of the possibili- 95,2 result of the airplane industry. | our annual refrigeration promotion with the 
10 ties of home service demonstrators making Domestic customers as of Oct. 31 increased resumption of our annual spring refrigera- 
12 direct sales of electricity. The Home Service 2,524 during the past year. The total on Oct. tion show. Last year, in deference to the 
2 Section also carried on the Kruse Plan work, 31 was 66,740 domestic meters as against exposition, this show was not held. As in 
20 whe eadaiehs Of thesah eels an” codename 64,216 of last year. The average annual resi- previous years it will run for 3 days and 
0 having electric equipment but whose monthly dential consumption for the same _ period will mark the beginning of refrigeration ad 
0 billing shows that the greatest advantage is raised from 630 kw.-hr. to 720 kw.-hr. An __ vertising, which will continue throughout t 1e 
not being taken of ‘these appliances. Home accompanying table gives the 1935 and 1936 summer. This promotion will continue 
ia D sed tm thi - k b sales of appliances, saturation and 1937 ex- strongly during May and June. 
es. Ware eee SS lee wees By pectancies. During May and June we will likewise 
wee ee . ee In range sales we estimate that about 200 launch a radio promotion. There is no diffi- 
water * ower "To ee h g bl ranges were replacements and about 200 culty with Tadio reception here in summer 
, gether they were able to water heaters. The dollar volume of domes- and there is no reason why this ordinarily 
settle a great number of complaints, make tic electric appliance business in the terri- dull time in the sale of radios should not 
1936 ealat lineman eas 3 ps a —_ tory probably reached $2,500,000. There are be stimulated by a cooperative advertising 
st Co. hella . cygeen oe eee Se 185 electrical distributors and dealers in the punch. In July a second refrigeration cam- 
. in order that customers could make territory. No recent check has been made as__ paign will be conducted in a somewhat new 
luring fuller use of electricity. Home lighting rep- to the proportion of business done by the style and will continue throughout August. 
ealers resentatives cooperated in dealer contact work. yarious types of dealers but we do know that In September another radio sales promotion. 
e and Commercial lighting again exceeded bogies the company concentrates on dealer promo-_ tying in with the national campaign, will be 
r our with many outstanding installations in fac- tion and does only approximately 10 per cent featured. During October washers and ironers 
wal oe oe - oe fields. Farm rs of the total volume. On ranges we offer no will again get a strong play and at the end of 
eate trification had a busy year. Farmers showec 
a the greatest interest in electric brooding yet Sales, 1935 Sales, 1936 (Nov. & Dec. Est.) Saturation 
mestic evidenced with the new forced air draft Co. Dealers Total Co. Dealers Total 1937 Quota (%) 
ase of brooder developed by the company leading in Ranges .......... 253 128 38 500 200 700 ato 8 
revious popularity. A program of diversified farming oo aa game cane oa me. aaa am ss 
tomers in the Eastern Division was started during the Washers 289 3'804 4095 340 4160 4'500 
migelly vear. A number of line extensions were made lnenaee Paaheen is * 720 ; 84s 140 10 1,050 
annua n all distric nd divisions. ee eee . 2i 1,95 65 300 2,200 2,500 
l-time Two 6 months’ competitions will be con. R22 yg" om: te te 
1 lucted during 1937 based on per cent of in- 1.ES. Lamps .... 1,965 3,600 
r sales 
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Ad Superintendent Raymond illustrated 
cooperative interdependence by means 
of these gear chains 


November we again plan our fifth annual 
electrical show. 

In saying our farewell to 1936, we do so 
with a deep sense of appreciation for the 
good things it brought us. Unquestionably 
the past year has been the finest ever experi- 
enced by the appliance division of the elec- 
trical industry. Gains which had been pre- 
dicted were more than made. New records, 
promised for refrigerators, ranges, ironers, 
mixers and one or two additional appliances 
were made with a vengeance. It is too soon 
to have complete figures, but we know that 
practically every appliance outsold the totals 
of 1935, and as an average, the entire field 
will no doubt show a 20 per cent increase over 
the previous year. 

Of the major appliances, perhaps the most 
outstanding records were registered by ranges, 
with an increase of approximately 85 per cent, 
and refrigerators with something near a 25 
per cent gain. The refrigeration accomplish- 
ment is truly remarkable, in view of the fact 
that our saturation point is far beyond the 
national average. When one considers that 
the total San Diego County sales of 1935 and 
1936 have equalled about 25 per cent of the 
wired homes in this territory, the record be- 
comes even more remarkable! 

In hailing the New Year, we do so with no 
feeling of uncertainty. Despite the new rec- 
ords just complete, we believe that 1937 holds 
more promise for the electric appliance in- 
dustry than the year we have just saluted. 
In 1937, ranges, particularly, will be active. 
Ironers should emerge from the present period 
of disinterest and command public attention. 
And despite refrigeration conditions already 
referred to, we believe 1937 sales will equal 
15 per cent of our wired homes, which would 
mean at least 9,000 individual sales! 


San Joaquin Valley Nears 


Boom Conditions Again 
By E. G. STAHL 


General Sales Manager 


N San Joaquin Power territory business 
conditions have approached boom propor- 
tions. Unemployment has practically dis- 
appeared. There is a demand for skilled labor 
that cannot be supplied. Residential and com- 
mercial building has reached the highest peak 
since 1929. Mining operations have consist- 
ently increased over a period of years. With 
the discovery of valuable new fields, the oil 
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industry has increased its operations to the 300 per cent over the preceding year. The 


1930 level. Agriculture has experienced one 
of its most profitable years since the war, and 
manufacturing, which in this territory con- 
sists largely of supply and processing plants 
for agriculture, has extended its operations 
above normal. 

Reports on the sales and activities in the 
merchandising division are made in a sep- 
arate report by the Valley Electric Supply Cp. 
For the general sales program of the company 
we will follow the same general plan as in the 
past. Greater emphasis will be placed on 
sales engineering. Salesmen will be required 
to equip themselves with the necessary engi- 
neering facts and methods properly to advise 
customers on type, size, efficiency and oper- 
ating cost of equipment to best meet their 
needs. The customer contact plan, inaug- 
urated in 1936, will be continued with greater 
emphasis on increased use of service with 
existing facilities. 

Commercial and home lighting sales activi- 
ties will be extended to cover all districts. 
Commercial air conditioning sales are well 
under way. Greater efforts will be directed 
toward the domestic load in the future. With 
the double objective of forestalling competi- 
tion and developing new load, a survey will 
be made of oil field power requirements and 
proposals submitted for converting engine 
power to electric service. 

The agricultural sales plan which was so 
successful during 1936 will be continued with 
some few changes to make it more effective. 
A survey will be made of all rural territory 
for the purpose of increasing the number of 
rural domestic customers and with the re- 
vised construction standards many new rural 
services should be added. 

An accompanying table gives a recapitula- 
tion of the 1937 sales program, quotas, ex- 
pense and estimated annual revenue and a 
summary of 1936 business connected. 

1936 saw the termination of an extensive 
school lighting program which has resulted 
in the remodeling of lighting in 400 school 
rooms throughout the territory. The standard 
established has been six 500-watt outlets per 
room or a connected load of 3 kw. per room. 
This has proved one of the finest public 
services we could render because it has not 
only helped to preserve the eyesight of the 
children of the San Joaquin Valley but has 
also helped to educate them to the use of good 
lighting and to require it in their own homes, 
from which we feel that the message will 
bring prospects from their parents in business 
houses. During the year also practically all 
of the outdoor recreation fields were lighted 
for night play and public health and school 
authorities have been enthusiastic over the 
effect in reducing juvenile delinquency as the 
result of healthy outdoor supervised night 
play. 

To further the effectiveness of the home 
lighting work, the inauguration of an appli- 
ance repair srevice has been decided upon for 
1937. Home lighting advisors are authorized 
to solicit the repair of electrical appliance 
from electrical customers. These will be de- 
livered to Valley Electric Supply Co. service 
department for repairs. Adequate wiring 
standard under Red Seal plan will be spon- 
sored by lighting men and home service 
workers. 

During the five years we have been actively 
promoting air conditioning sales, new busi- 
ness sales each successive year have increased 


quota for 1936 was set at 650 kw. For the 
first ten months of the year the net sales have 
been 943 kw., representing an annual revenue 
of $28,297. The total sales cost was $6,568, 
which for each dollar of sales expense netted 
an annual revenue of $4.31. 

In developing this load a policy of close 
cooperation with manufacturers and adequate 
capacity to meet the customers’ requirements 
was followed, with the result that economies 
have been effected to the benefit of the manu- 
facturer and this Company, and the confidence 
of the customer gained. 

In the past the greater number of sales have 
been to commercial customers. With the im- 
provement in equipment, more effort will be 
placed on developing domestic air condition- 
ing load. District and gas salesmen will con- 
tact all new homes of such value as will 
justify a complete air conditioning installation 
and encourage the owner to install or at least 
make provisions for air conditioning. Also 
all remodeling jobs of like character will be 
contacted for a like purpose. Quota for 1937 
is 900 kw. with an estimated annual revenue 
at $30 per kw., or $27,000. 

In our agricultural load building we will 
again concentrate on improving public rela- 
tions through contacting and rendering the 
farmers the utmost electric service for their 
electric dollar. 


RECAPITULATION OF 1937 SALES PROGRAM 
Quota, Expense and Estimated Annual Revenue 





Kw. Sales Estimated 
ELECTRIC Quota Expense Annual Revenue 
Appliances ....... 40,000 $189,408 $ 275,047 
ar ere 14,000 68,865 306,705 
PONGE cs cacsevese 36,000 98,025 1,036, 108 
TOTAL ELECTRIC.. 90,000 $356,298 $1,617,860 
e 


San Joaquin Valley 


Dealers Top Sales in 1936 
By FRANK EASTON 
Secretary, Electric Appliance Society 


T was with a three-fold purpose in mind 
that the merchandising division of San 
Joaquin Light and Power Corp. launched 

a more aggressive dealer relations program in 
1936 than ever before attempted by that 
utility: 

1. To build load “through the dealer” in 
every city and town on the San Joaquin 
Power system; 

2. To develop a finer spirit of good will 
between dealer and utility; 

3. To obtain a wider dealer and customer 
acceptance of newly developed electrical 
products. 

First on the program was a system-wide 
Ironer Campaign which started Jan. 20 and 
ended March 28. 

The campaign was held in 14 cities on the 
San Joaquin Power system, with 126 dealers 
participating. The power company inserted 
828 inches of advertising in newspapers, and 
dealers tied-in with 2,456 inches. Newspapers 
provided 138 inches of publicity. A total of 
1281 towels and 1000 booklets, “All About 
Laundering,” were given prospects using the 
ironer at demonstrations, and the names of 
1,424 live prospects were turned over to deal- 
ers by the home economists. During the two 
months of the campaign, a total of 220 iron 
ers were reported sold by dealers, as com- 
pared to only 80 ironers during the same 
period of the previous year. 

Demonstrations in dealers’ stores by its 


NEW BUSINESS CONNECTED YEAR 1936 


Electric Lighting 
Kw. 
Poee GUE cccdvndwevadis atasehcedeeeetads 24,718 
OUND) PRCNR leg cicccs te cccde sin stinesess 28,617 
Actual per cent of Quota............... 115.77% 
FEF APUG: «5 caccsinch take Sends sence sche ie 42,000 


Cooking and 
Heating Gen. Power Agr. Power Total 
Kw. Kw. Kw. Kw. 
22,930 14,562 12,790 75,000 
22,481 17,528 19,562 88,188 
98.04%, 120.36% 152.94%, 117.58 
20,000 16,000 20,000 90,000 
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home economists were one of the newest func- 


tions to be tried by the merchandising divi- 
sion. Its success was immediate, and no 
campaign since has been conducted without 
demonstrations in dealer stores. 


Dealer Meetings and Sales School—While 
the ironer campaign was yet in progress, the 
merchandising division inaugurated a series of 
ten dinner meetings over the San Joaquin 
Power system, to which all electrical dealers 
were invited. Held in 10 key cities, the 
dinner meetings were attended by 572 deal- 
ers and their salesmen. Principal speaker at 
each meeting was S. F. Worswick, well-known 
sales counselor of the Bay area, who delivered 
an enthusiastic sales message. 


Attendance at the school exceeded the fond- 
est expectations, the average for the five nights 
totaling 477. Of this average attendance, 
almost one-half were dealers and their sales- 
men, many of whom journeyed more than a 
hundred miles to attend several of the classes. 


That the Sales Training School was both 
instructive and successful goes without ques- 
tion. Practically all who attended the first 
session returned on succeeding nights. The 
final class found attendance at its peak, 575 
being present. 


Roaster Campaign—Following the ironer 
campaign and Sales Training School, the new 
large-capacity automatic roasters were pro- 
moted during the month of June. 


Two-day demonstrations were held in the 
stores of all Fresno and Bakersfield dealers, 
where the large roasters were employed in 
cooking roasts, vegetables, pies, cakes, bis- 
cuits and other foods. As many as 50 to 60 
prospects per day were given the story of 
the roasters by the demonstrators. 


Following the campaign, 17 dealers in whose 
stores demonstrations were held reported sales 
of 109 roasters during June. In July, 107 
sales were reported, followed by 68 in August. 
Practically no roaster sales were reported in 
1935, when roasters were making their initial 
appearance on the market. 


Following the campaign, questionnaires 
were sent dealers who received demonstra- 
tions, and in every instance they were en- 
thusiastic about results of the campaign, and 
expressed willingness to tie-in with future 
activities in the promotion of roasters. There 
is no doubt that the swing to automatic roast- 
ers within the San Joaquin Power territory 
is directly tracable to this campaign. 

Refrigeration Campaign—With the approach 
of hot weather and the refrigeration season, 
a cooperative refrigerator campaign was con- 
ducted throughout the San Joaquin Power 
system, with special demonstrations in the 
stores of 23 Fresno and 9 Bakersfield dealers. 


Called the “Hot Weather Cookery” cam- 


paign, the demonstrations centered around 
tasty salads and cold desserts for summer 


meals. Each prospect stopping to view the 
demonstration was presented with a pamph- 
let published by the merchandising division 
of San Joaquin Power entitled “What Every 
Woman Should Know About Her Electric Re- 
frigerator.” More than 10,000 such pamph- 
lets were sent to dealers requesting them. 
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Appliances Replacement Saturation 1937 
Sold 1935 1936* Per Cent Per Cent Quota 

a ee a 1,631 2,031 14 14 2,100 
Le. eee ae 818 1,068 16 8 1,050 
Pe OMENe UE UD casncckuuataesensnsac 794 805 None 5 600 
ee OUeNe CEU WP vc cracveveetsaascncas 74) 847 None 5 700 
MET ad «ds vicokdddousttunbeeneabaadess sae 9.657 13,080 75 80 8,500 
ES 4: sk4dcdaua needs cic teetieeee 7,393 8,106 25 75 5,500 
EL? dnrdnecavdcacucdcdaddeacchienabunannd 1,395 1,718 None 4 1,100 
ONIN. 5 cknnwkekatecdarccuneiuendes 7,807 10,290 5 55 8.000 
DE? atti ncncsccaodaninebavenceadsae eS 927 None I 1,000 
RS Ar ay as 2,575 3,362 None 10 3,000 
$4,500,000 estimated volume for 1936. 272 dealers—approximately. 79,009 domestic customers*. Average 
annual domestic consumption, 1936, was 1,099 Kw.-hr. Ratio urban to rural customers 38 to 4l. 
RO IN bio va sana esne waned aan Jan. 20 to Feb. 15, 1936 220 ironers sold 
NE CINE oi orn cases dbase eneushaasansk eukaee June, 1936 109 roasters sold 
Refrigerator campaign..........eccceeeeeeees April and May, 1936 2,468 refrigerators sold 
Range replacement campaign............ Feb. | to April 30, 1936 150 ranges sold 
Water heater replacement campaign...... Feb. | to May 15, 1936 160 water heaters sold 
Range replacement campaign...........- June | to Sept. |, 1936 125 ranges sold 
Christmas range replacement campaign.Nov. 16 to Dec. 21, 1936 200* ranges sold 
Number of air conditioning installations in 1936 was 252. 
*Estimated. 

Lighting Campaign—Tieing-in with the Na- lly distributed to dealers throughout the 


tional Better Light-Better Sight campaign 
during September and October, the merchan- 
dising division equipped its traveling coach 
with the most modern I.E.S. lamps and sent 
it on a three-week tour of the San Joaquin 
territory. In publicizing the tour and invit- 
ing the public to view the display, radio and 
newspaper advertising was used, with which 
dealers tied in. 


The most important function of the cam- 
paign, however, was in getting more I.E.S. 
lamps on the floors of more dealers. To do 
this, the merchandising division offered deal- 
ers an opportunity to obtain and place on 
their floors two different types of indirect- 
type floor lamps. These lamps were made 
available to dealers at attractive prices and 
retailed for $9.95 and $11.95. 

During the three weeks of the coach tour, 
15 cities were visited. The coach attracted 
a total of 2,660 customers and ‘prospects, 
while 55 dealers purchased lamps for display 
and sale in their stores. 


Naturally, dealers were appreciative of the 
opportunity extended them to make a profit 
on lamps without danger of loss to them. 
And, of course, the various types of adver- 
tising stimulated sales as never before. In 
fact, the sale of floor lamps during Septem- 
ber and October, as reported by dealers, more 
than doubled sales made in the same months 


of 1935. 


Display Advertising—Perhaps the most po- 
tent method employed by the merchandising 
division to accomplish its sales and dealer- 
relations program is through the various types 
of advertising and contacts with dealers. In 
promoting every campaign, radio, newspaper, 
billboard, direct mail and other advertising 
are used. In addition, the merchandising di- 
vision maintains a display advertising de- 
partment where hundreds of attractive three- 
and four-color display cards are prepared prior 
to every campaign. These cards are person- 


Seventeen makes of refrigerators were 
displayed by cooperating dealers in the 
Power Building window in Fresno 


San Joaquin Power system by a trained dis- 
play man who assists dealers with their win- 
dow and store displays and gives them addi- 
tional information regarding campaigns. This 
is a service of which dealers are particularly 
anxious to avail themselves and one which, 
perhaps more than any other, results in a 
close relationship between dealers and the 
merchandising division. 

Monthly Appliance Sales Reports—To de- 
termine the trend of sales and measure the 
effectiveness of its campaigns, the mechan- 
dising division obtains from a majority of 
dealers a monthly appliance sales report. 
These reports are tabulated into a summary, 
a copy of which is sent each dealer report- 
ing. Any “weak spots” noted on the sum- 
mary are strengthened with additional ad- 
vertising and promotional activities. 

Merchandising Division Retail Stores—Of 
vital importance to the success of the mer- 
chandising division’s load-building program 
are its two retail stores, located in Fresno and 
Bakersfield. Primary purpose of these two 
stores is to introduce new appliances, display 
improvements on old products, and educate 
customers on the correct use of appliances, 
thus assuring their continued use in the home. 
When it is realized that about 60 per cent 
of all appliance sales in the San Joaquin 
Power territory are made in the vicinity of 
Fresno and Bakersfield, then it is better un- 
derstood why it is essential for the power 
company, through it merchandising division, 
to maintain spacious gas and electric appli- 
ance stores, so that customers paying monthly 
bills may see and inspect the great variety of 
appliances on display. Because of this large 
and varied display, a greater desire for mod 
ern appliances is developed, from which many 
extra sales result. These stores also help 
to set a standard of high quality appliances, 
selling at established prices. These stores set 
the pace for all dealers by introducing new 
appliances and recommending those of better 
quality. This results in more business to deal- 
ers and enables the company to better serve 
its customers. In the windows of the mer- 
chandising division’s retail are at- 
tractive displays of modern appliances with 
display cards advising customers to “See Your 


stores 
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Dealer for these and other quality appli- 
ances.” 

Fresno Electrical Appliance Society—The 
merchandising division’s endeavor to maintain 
a close relationship with dealers has re- 
sulted in the creating of the Fresno Electrical 
Appliance Society, composed of dealers in 
Fresno, the main city on the San Joaquin 
Power system. 


Certain dealers, realizing the benefits to 
be derived from cooperation among them- 
selves and with the power company, have 
taken an active interest in the electrical so- 
ciety, with the result that luncheon meetings 
for dealers are held twice each month. 
Among the beneficial activities promoted by 
the society are the carrying on of seasonal 
appliance campaigns and the elimination of 
cut-throat competition through trade-in agree- 
ments, the avoiding of cut prices and unfair 
advertising. Under the leadership of W. R. 
Turpin, proprietor of Turpin’s Appliance 
Store, the Fresno Electrical Appliance So- 
ciety has made a creditable record during 
the past two years. Discord and disagree- 
ments among dealers have been ironed out 
and the electrical appliance business in 
Fresno is in a more stable condition than 
ever before. 


Cooperative selling in 1936 began with a 
spring merchandising campaign, planned by 
the advertising committee of the Fresno Elec- 
trical Appliance Society and representatives 
of the merchandising division of San Joaquin 
Light and Power Corp. 

The campaign will run for ten weeks be- 
ginning the week of Jan. 11, and closing the 
week ending March 20. 

The basis for the campaign is the new elec- 
tric rate reduction, which averages 11 per cent 
for Fresno domestic customers. Under the new 
rate it will be possible for Fresno residents to 
use more electricity without increasing their 
monthly bill. This presents a real merchan- 
dising opportunity to appliance dealers in 
Fresno. 

The campaign will be built on four promo- 
tional features: (1) newspapers, (2) radio 
announcements, (3) window and store display 
cards, (4) appliance demonstrations in stores. 

Dealers have entered enthusiastically into 
this season’s first campaign. 


Seattle City Light to 
Expand Commercial Dept. 
By PHIL SPOWART 


URING 1937 our entire commercial 

department will be enlarged. Likewise 

our home economics department will be 
increased. Commercial lighting will be ad- 
vanced and loadbuilding stressed in all de- 
partments. We confidently expect water 
heater and refrigerator loads to double and 
hope to sell 3,000 ranges on our lines. We 
will also stress water heater load very em- 
phatically. 


Our domestic consumers now number 113.- 
000 and practically 100 per cent of the homes 
in Seattle are wired, about 40 per cent of 
which are wired for ranges. In 1935 our 
average domestic kilowatt-hour consumption 
was 1,075 and in 1936 it was advanced to 
1,125 kw.-hr. During 1935 there were 1,896 
ranges sold by the City Light and in 1936 
2,310. We expect to sell 3,000 in 1937. In 
1935 there were 864 water heaters sold; in 
1936 1,203; in 1935 260 washers and 71 iron- 
ers and in 1936 310 washers and 102 ironers. 


Handsome appliance display floor of 
Seattle City Light. An auditorium ad- 
joins it, where cooking classes are staged 
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We sold 272 refrigerators in 1935 and 1936 
sold 511. We likewise campaigned LES. 
lamps and in 1935 sold 997 and in 1936 about 
1,100. 

New ranges sold on our lines replaced gas 
about 19 per cent, about 15 per cent replaced 
coal, about 23 per cent were new electric 
replacing older models and 43 per cent repre- 
sented no trade-in allowance whatever. No 
trade-ins were allowed on refrigerators. Our 
range saturation is now about 37 per cent. 

We have no record of dealer volume but 
City Light volume of appliances was about 
$500,000. During the past year we offered 
an arrangement for a $10 cost for the wiring 
of a range as well as other low priced wiring 
arrangements. We also offered a free water 
heater with a range and obtained excellent 
results. The free water heater was a side- 
arm type. No off-peak water heating is sold, 
although 30-, 40- and 60-gal. tanks are also 
being merchandised. We have no renting 
arrangement. Our terms extend for 5 and 6 
years and we offer our low price wiring to 
dealers and likewise the free side-arm water 
heater. 

We have found that educational luncheons 
4 days a week in our auditorium have brought 
in about 15,000 women to the building to 
hear cooking lectures. This work will be ex- 
tended next year. 

With the construction of Diablo power 
house in which a 95,800-hp. unit was put in 
use in November and a twin unit of the 
same size is expected to be in operation in 
1937 and with 8% million dollars appropriated 
to build Ruby Dam, we expect to have ample 
power to meet the increased loads which are 
being brought on our lines by better business 
conditions and more intensive effort. 


Sierra Pacific Is Proud 
of Dealer Business of 1936 
By FRED HODGE 


Manager, New Business 


ONTINUATION of our cooperative pol- 
C icy established in 1933 and which has 
proved successful in building our load 
very close to 1,200 kw.-hr. will be continued 
without any fundamental change. During the 


past year air conditioning was added to the 
list of electrical apparatus upon which we 
would pay dealers a bonus. 

Our domestic residential customers increased 
in number 777 during 1936, making a total 
as of Oct. 30 of 10,213. Our annual average 








residential consumption last year was 1,000 
kw.-hr. and at the end of December was 1,180. 
During 1936 we had the pleasure of having 
our dealers add 19.2 per cent more ranges, 
28.2 more refrigerators and 23.6 more water 
heaters to our lines than during the previous 
year. Only in remote places not served by 
dealers do we sell appliances at all. During 
1935 we sold 8 ranges, dealers sold 678; a 
total of 686 ranges. During 1936 we sold 12 
ranges, dealers sold 738; a total of 750. Dur- 
ing neither 1935 or 1936 did we sell any re- 
frigerators; dealers sold 857 in 1935 and 1,100 
in 1936. In 1935 we sold 7 water heaters, 
dealers sold 146; a total of 153. In 1936 we 
sold 8 water heaters, dealers sold 177; a total 
of 185. During 1935 we sold 2 air heaters, 
dealers sold 119; a total of 121. During 1936 
we sold none, dealers sold 107. These figures 
are for 10 months actual, plus 2 months esti- 
mated. 

In these sales 41.5 per cent of the ranges 
replaced competitive fuels, 8.8 replaced gas, 
11.3 replaced old electric ranges and 38.4 
were for new homes or homes just being 
wired. About 2 per cent of the new refrigera- 
tors replaced old ones. The estimated degree 
of saturation of major appliances was: ranges 
45 per cent, refrigerators 50 per cent, water 
heaters 11 per cent. About $400,000 in aggre- 
gate volume of appliances was sold by the 
dealers in the last year. There are about 20 
exclusive electric dealers, 5 general mercantile 
dealers recognized as electric dealers, 8 mis- 
cellaneous dealers with side line electric de- 
partments, 2 chain stores and 2 furniture 
stores in our territory. Proportion of busi- 
ness done is about as follows: 


Ranges’ Refrigerators 

(%) (%) 
IR pack bli kiana ae au wed sok 1.7 0.0 
Department (chain) stores....... 3 15.3 
Furniture stores ........... = 3.4 
General mercantile ............. 48 10.0 
Miscellaneous dealers ........... 5.5 7.5 
Electrical contractor-dealers ....87.6 63.8 


Cooking schools, food shows, special offers, 
etc. ran throughout the year. No effort was 
made to check sales results directly against 
the particular campaign. The fact is well 
established that sales of major appliances are 
no longer seasonal but rather year round 
efforts. Cooking schools stimulate action but 
do not in themselves sell merchandise. The 
aggressive salesman gets the order. 


A bogey has been set for 1937 as follows: 


ER pth be tendo s.«s ous ctu est bug 600 
Refrigerators ; naeeeetae 
ey ere ee 175 
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During 1936 three new jobs totaling 23 hp. 
of air conditioning were installed and a big 
nerease is expected in 1937 as we are plan- 
ning to stimulate this business with adver- 
tising and with bonuses to dealers. 

Our water heater business is not being pro- 


moted energetically. We have a_ separate 
metered rate providing for the first 300 kw.-hr. 
at 1% cents and the balance at 1 cent, but 
helieve this is too low to yield adequate net 
revenue. 

Briefly, our cooperative program inaugu- 
rated in 1933 provides a kilowatt and/or unit 
bonus on ranges, electric water heaters, space 
heaters, refrigerators and air conditioners; a 
wiring allowance for electric ranges displacing 
competitive fuels in old residences; advertis- 
ing cooperation and cooking schools and home 
demonstration helps. On this system we do 
not encourage the sale of so-called “T. V. A.” 
or “low income class” models. No advertis- 
ing or bonuses are allowed to encourage the 
sale of this type or similar unapproved mer- 
chandise. To earn the bonus dealers must 
cooperate by adopting such procedure as will 
provide fair trade practices and must be re- 
sponsible for any and all claims made by 
their salesmen or representatives. 

Since 64 per cent of our domestic residen- 
tial customers live within the city limits of 
Reno and Sparks and the balance live in 
small towns in rural communities, this pro- 
gram chiefly is for these types of customer. 
We also serve summer homes in the Tahoe 
area where the load is highly seasonal and 
hence bonuses and wiring allowances are re- 
stricted because of the unprofitable nature of 
such load. 

We are proud of the excellent cooperation 
and the fine sales results which have been ex- 
tended to us by the dealers in our territory 
and will continue to do our part toward mak- 
ing the electrical business for the entire in- 
dustry in our region healthy and profitable. 


Edison System Tops 
Highs in All Records 


By W. L. FROST 
Vice-President 


LL-TIME highs in numerous phases of 

Southern California Edison Company 

service were recorded in 1936, accord- 
ing to reports presented at the annual meet- 
ing of company officers, department heads 
and managers Jan. 8. The total of 3,492,000,- 
000 kilowatt-hours of energy transmitted was 
the greatest in Edison history, 10.6 per cent 
ahead of the 1935 total and exceeding by 
323,000,000 kilowatt-hours the former record 
of 3,169,000,000 kilowatt-hours transmitted in 
1930. Due to favorable water supply condi- 
tions in 1936 the new record for power trans- 
mitted was reached with a fuel cost $25,000 
under that of 1935. Hydro generation pro- 


vided 88 per cent of the power delivered, the 
steam plant generation accounted for 12 per 
‘ent. Average annual consumption per do- 
mestic meter in 1936 was 791.1 kw.-hr. 

The number of active meters on the Edison 
system reached a new high with 489,000, a 
gain of 16,500 for 1936. The number of idle 
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Quota breaking dealer salesmen went on 
a prize cruise with Edison's W. L. Frost 
(left) and H. C. Rice (right) as hosts 


meters on the system is now at the lowest 
point of record. Every classification of busi- 
ness served by the company showed an in- 
crease for 1936 over 1935. An accompanying 
high record of electrical household equip- 
ment sales in Edison territory, by dealers, was 
recorded. ‘Electric range sales totaled 6,575; 
water heaters, 3,002, and electric refrigera- 
tors, 51,409. The volume of sales of washers. 
ironers, radios and other appliances also was 
well up over 1935. With rate reductions 
effected by the company during 1936 and with 
the automatic lowering of rates due to greater 
use of current, the saving to consumers of 
$846,000 was recorded during the year. The 
numerous recent reductions bring the total 
reductions in Edison rates to approximately 
$5,000,000 since 1929. 

The company’s 1936 tax bill, however, ex- 
ceeds by almost $2,000,000 that of last year. 
The current tax bill totals approximately 
$6,250,000 and is the largest single item of 
the company’s expenditures. The company 
plans the expenditure of a capital budget of 
$6,500,000 during 1937. A large portion of 
the budget, which is $4,000,000 greater than 
that of previous years, will be expended for 
the construction of a transmission line to 
bring the Edison Company’s share of Boulder 
Dam power into Edison territory. 

Major campaigns in 1936 started with a 
range and water heater drive in January, 
February and March, during which time there 
were sold 1,789 ranges and 841 water heaters. 
In the refrigeration campaign during April, 
May and June, 25,733 refrigerators were sold. 
Our closing range campaign, covering the 
last four months of last year was showing 
similar results although final figures had not 
been compiled as yet. September and Octo- 
ber, however, were not up to expectations. 

The proportion of electric business done by 
the various types of outlets we could not pre- 
sume to guess, and we have no figures avail- 
able. However, the utility does not handle 
major appliances. Our guess would be that 
the department and furniture stores obtain 
the major portion of the refrigerator busi- 
ness and the specialty dealers the major por- 
tion of range and water heater business. The 
volume of electric appliance business for 1936 
was approximately 20 million dollars. Satur- 
ation of ranges is about 8 per cent, water 
heaters 4 per cent, refrigerators 50 per cent, 
washers 55 per cent, and ironers 7 per cent. 
The estimated replacement business is a guess 
on our part, as we do not sell these items. 
We would judge ranges 5 per cent, water 
heaters 5 per cent, refrigerators 10 per cent, 


washers 55 per cent and ironers 7 per cent. 


We have over 500 cooperating dealers and 
about 25 distributors in our territory. A full 
report of appliance sales for the year will be 
found in the Dealer Sales Table on page 67. 

In promotion we are continually participat- 
ing in shows and cooking schools in various 
parts of the territory; in fact we cooperate 
in slightly better than one a week. We keep 
accurate attendance records with some in- 
formation on the equipment the customer is 
now using, which we make available to mer- 
chants or dealers if they want it. It seems to 
be extremely difficult to interest dealers in 
following through on these lists, which con- 
tain many prospects. 

We participated in two major fairs, the Los 
Angeles County Fair at Pomona, and the Or- 
ange Show at San Bernardino. At both of 
these fairs we had large and complete ex- 
hibits, promoting the all-electric kitchen. In 
addition we had complete lighting exhibits 
to promote the sale of home lighting. The 
prospects obtained at both of these exhibi- 
tions resulted in many sales. In addition we 
joined the industry in the California’s Elec- 
trical Age Exposition at the Pan Pacific Audi- 
torium, the results of which have already been 
reviewed in these pages. 


’ 
Southern Colorado Power 
Inaugurates Dealer Policy 


By G. W. MILLIKEN 
Vice-President in Charge of Sales 


URING 1936 we inaugurated the policy 

of consigning ranges to our dealers, also 

accepting the accounts on their sales, 
furnishing our home economic service and do- 
ing cooperative advertising. Southern Colo- 
rado Power Co. has also placed at their dis- 
posal any other assistance that it may have. 

In range sales the price of wiring is added 
to the selling price of the range. Range 
rentals are based on a $1.50 a month charge. 
Ranges used for this purpose are recondi- 
tioned replacement units. A carrying charge 
of 6 per cent per year is added to contract 
sales. 

We have a special off-peak rate for water 
heating of 1 cent per kw.-hr. for water heaters, 
specifying 20 watts per gallon. We feature 
the 50-gal. heater with two elements intercon- 
nected. Charging hours vary, with a 16-hour 
minimum. Dealer cooperation is solicited on 
water heater sales in the same way as with 
the range plan. 

Numerous cooking schools were held 
throughout the various districts of Southern 
Colorado Power Co. during the year and will 
be continued. The main school is held an- 
nually in conjunction with the local news- 
paper. Electric cookery, electric refrigeration, 
electric water heating and small appliances 
are featured. Schools receive capacity attend- 
ance and great amounts of interest are shown 
by the spectators. We believe that cooking 
schools are well worth the effort and expendi- 
ture. Our intentions are to increase the num- 
ber of schools in 1937. 

Our system now numbers 21,418 domestic 
customers. The average annual kilowatt-hour 
consumption was raised in 1936 to 667.09 
from 1935 figure of 623.01. 

Dollar value of 1936 appliance sales in this 
territory we estimate was $650,000. There are 
45 electric appliance distributors and dealers 


SOUTHERN COLORADO'S SALES RECORD 


Company Sales 


Percentage 
Appliance 1936 Replacement 

Water Heaters 200 20 
Ranges ..... 400 25 
Refrigerators . 500 10 
lroners ... 50 

Washers .. 120 30 
Cleaners. 200 30 
Radios ... 56 20 
1.E.S. Lamps 500 


Dealer Sales Per Cent 1937 


1935 1936 1935 Saturation Quotas 
4 300 

400 300 600 22 600 

40 200 80 4 

130 1,C00 800 0 

75 1 500 400 

25 N00 R00 0 

250 500 100 | 000 














in the territory who do a proportion of appli- 
ance business about as follows: utility 35 per 
cent, department stores 15 per cent, furniture 
stores 10 per cent, hardware stores 5 per cent, 
specialty electrical dealers 35 per cent. 

An accompanying table gives the figures on 
company and dealer sales, percentage of re- 
placements and the percentage of saturation, 
together with tentative quotas for 1937. 

During 1936 we conducted four range and 
water heater campaigns which resulted in the 
sale of 300 ranges and 150 water heaters. We 
conducted two refrigerator campaigns which 
resulted in the sale of 300 refrigerators. There 
were 20 air conditioning installations made 
during the last year. 

Proportion of urban to rural customers on 
our lines is about 95 per cent urban and 5 
per cent rural. 

National and local conditions point to 1937 
as a good year and one that will show con- 
tinued betterment in business. We expect to 
take advantage of this situation through con- 
sistent sales promotion plans, campaigns, and 
systematic work on the part of our sales force. 


Nevada-California Starts 


New Dealer Program 
By GEORGE E. BIGELOW 


General Commercial Manager 


RIOR to 1936, the Nevada-California 

Elect. Corp. did not have a dealer co- 

operative plan. After that date, how- 
ever, we changed our policy as well as our 
form of campaign, terms, financing, etc. and 
invited the established dealers in Imperial 
Valley to cooperate. This cooperative plan 
applied only to Imperial Valley dealers until 
Nov. 14. On that date it was extended to 
Coachella and Palm Springs. This coopera- 
tive dealer plan, however, only works during 
our special campaign. From time to time the 
remainder of the dealers in our territory will 
be invited to participate as our campaign 
reaches them. 

We have 21,427 residential customers as of 
Sept. 30, 1936. Seventy per cent were urban 
and 30 per cent rural customers. Residential 
kilowatt-hour average in 1935 was 961 and 
for the 12 months’ period ending Sept. 30, 
1936, was 1,044. 

A rough estimate of the volume, in dollars, 
of domestic electric appliance business in our 
territory this year would be $750,000. There 
are approximately 85 electrical dealers in the 
territory. 

During the year our campaigns were four 
in number. The spring range campaign from 
March 1 to April 30 covered the entire sys- 
tem and resulted in the sale of 312 ranges, 
115 water heaters and 82 refrigerators. The 
second or refrigerator campaign started May 
1 and ran to July 31 covering the entire sys- 
tem. This resulted in the sale of 315 re- 
frigerators, 174 ranges and 79 water heaters. 

Then we had a housewives’ campaign from 
July 13 to Aug. 29 in Imperial Valley only. 
This sold 318 ranges, 508 refrigerators and 
91 water heaters. Then came the homecom- 
ing campaign, Sept. 21 to Nov. 14, in Im- 
perial Valley only. During this 320 ranges, 
239 refrigerators and 204 water heaters were 
sold. 

There were no shows, exhibitions, cooking 
schools, etc. of any note on our system. We 
have a booth annually in the Imperial County 
Fair and have cooperated in similar local dis- 
plays. We have a very special “off-peak flat 
rate” for domestic electric water heaters 
where they are used in connection with an 
electric range. Unlike other flat rates our 
plan does not apply to a flat kilowatt-hour 
rate, but rather a flat amount per month based 
upon the number in the family, their habits, 
etc. This latter date also determines the size 
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of the water heater which must be installed 
and varies in size from 24-gal., 1,000-watt 
heaters to 66-gal., 3,000-watt heaters. Such 
water heaters are installed with a load limit- 
ing device on the range circuit so that no 
added service facilities are required to serve 
the water heating load. The same plan of 
dealer cooperation applies to water heaters as 
to ranges. 

We have no complete data on every air 
conditioning installation in our territory but 
we do keep a rather accurate check on the 
horsepower connected. From what has al- 
ready been connected, together with what we 
see in the immediate future, we believe we 
will add approximately 1,000 hp. to our lines 
this year from that source. 

Estimated company sales in 1935 were 552 
ranges, 493 water heaters, 387 refrigerators, 
101 washers, 45 ironers, 204 air heaters and 
no LE.S. lamps. We have no figures available 
on dealer sales in 1935. In 1936 the com- 
pany sold 1,300 ranges, 600 water heaters, 
1,200 refrigerators, 400 washers, 200 ironers, 
350 air heaters and 250 I.E.S. lamps. Dur- 
ing the same time dealers sold 200 ranges, 
100 water heaters, 1,500 refrigerators, 500 
washers and 100 ironers. We estimate that 
10 per cent of new electrical merchandise 
sales replace older electrical equipment. 
Saturation, as of the estimated sales just 
given, we estimate would be as follows, based 
upon an average of 22,000 residential cus- 
tomers: ranges 26.3 per cent, water heaters 
14.5 per cent, refrigerators 44 per cent. 

We have no set plans for our merchandising 
efforts during 1937 much beyond the middle 
of the year. We expect to continue the same 
type of campaign as was employed in the Im- 
perial Valley, embracing dealer cooperation, 
long terms, free wiring, low interest rates, etc. 
This campaign will be conducted in each of 
our districts until our entire system has been 
covered, which should be by about Aug. 31, 
1937. After that time we have no definite 
set-up. 

From the experience we gained in Imperial 
Valley with this same type of campaign we 
expect to sell approximately the following 
major appliances in 1937: 1,200 ranges, 800 
water heaters, 1,500 refrigerators. 


Kitchen Store 





Vallejo Electric Light & Power has a 
model kitchen, across the street, where 
night theater crowds may visit, and daily 
cooking demonstrations can be made 


Tacoma City Department 


Continues Long Terms 
By A. ANDERSON 
Light Division 
ACOMA city light division does not mer- 
chandise other than ranges and water 


heaters. On these we offer a small down 
payment and from 12 to 18 months’ terms. 





During 1936 there were sold 644 ranges. We 
hope to sell 750 in 1937. 

The number of water heaters sold in 1936 
was 490 and in 1937 we expect to sell 600. 
We do not sell refrigerators and have no 
record of dealer sales of these appliances. 

Our kilowatt-hour average domestic con- 
sumption in 1936 reached 1,614 kw.-hr. 

We have no definite plans at this time as 
to any sales promotion other than to continue 
selling ranges and water heaters as in the 
past. 
es 


Utah Coordination Dept. 


Reports Outstanding Year 
By L. E. BALDWIN 
Director of Dealer Coordination 


HE dealer coordination department of 

Utah Power and Light Co. was organ- 

ized in 1934. It has for its purpose ex- 
panding and promoting electrical appliance 
sales through dealer firms; a variety of serv- 
ices to dealer firms such as making the de- 
partment a clearing house for all information 
pertaining to electrical devices, gathering sta- 
tistical data, marketing analysis, aiding and 
assisting dealers in securing salesmen and 
their training, acquainting merchandisers with 
electrical service rates, exchanging of mer- 
chandise ideas; cooperating in local and na- 
tional campaign activities, assisting with the 
actual carrying out of campaigns and assist- 
ing dealers in electrical advertising. 

The sales volume of electrical appliances 
climbed from $2,500,000 to $4,030,000 in 1935 
and at the beginning of 1936 it was esti- 
mated that the sales volume for that year 
would reach more than $5,000,000. The actual 
for the year 1936 was in excess of $5,859,332. 

At the beginning of the present year a sales 
program neatly illustrated and complete in its 
treatment of selling problems was presented 
to some 350 dealers in the territory. Also a 
monthly paper is issued to all dealers. The 
purpose of such is to present news, statistics, 
and helpful material pertaining to the elec- 
trical field, also advance information on cam- 
paigns and information pertaining to promot- 
ing seasonal campaigns. In some instances 
copies of actual ads reduced in readable 
print are shown. Ideas are exchanged and 
credit given to outstanding merchandisers. 

Since the inauguration of the Better Light 
—Better Sight movement in 1934, 59,546 
lighting units have been sold. This figure in- 
cludes the first 5 months of 1936 showing 
over 44% gain over the old method of doing 
business. One outstanding help given to 
dealers during this time was lighting demon- 
strations of I.E.S. lamps in their stores. 

The Home Service Department has made 
over 17,000 home demonstrations where light- 
ing equipment was recommended. Many 
dealers throughout the territory have capital- 
ized on these demonstrations by selling both 
I.E.S. lamps and fixtures. It is estimated 
that the October 1936 to March 1937 Better 
Light—Better Sight movement will sell 30,900 
portable lamps and fixtures. That figure how- 
ever, includes both company and dealer sales. 

We find that washer and ironer campaigns 
staged during March had a very helpful ef- 
fect on the dealers, getting them started in 
the business. In 1935 over 1,050 washers 
were sold during the campaign period. The 
average sales per month were 549. During 
1936 the washer and ironer campaign 817 
units with an average of 550 sales per month 
were made, showing a substantial increase 
during both campaigns. This influences the 
dealers to go into the selling season with a 
splendid attitude, strengthens their financial 
condition after going through the winter sup 
porting a sales organization. 

Running water campaigns proved to_ be 
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very helpful to many dealers. The company 
has mailed out a number of broadsides each 
year to a selected rural group who do not 
have running water in the home. This list 
of 4,700 names has been made available to all 
manufacturers, jobbers, and dealers in the 
territory to mail out literature as to their own 
particular type of pumps. During 1935 more 
than 18 pieces of literature were mailed to 
each prospect and 1936 has proved better 
from this angle. Pumps in actual demon- 
stration were displayed in all company offices 
during the discount periods, alloting a week 
to each dealer to display his pump. This 
spectacular demonstration caused many people 
to stop and inquire about the pump and a 
great many prospects were picked up and 
given to dealers from the company sales floor. 
Sales for 1935 were 400 units, for the first 
7 months of 1936, 980 units. It was estimated 
by the pump representatives in this territory 
that without this aid during 1935 the best 
that they could have figured on in retail sales 
was about one-third of their actual. 


Stokers have been promoted extensively 
throughout the territory in many spectacular 
ways. One which proved to be very effective 
in 1935 was the stoker show in Salt Lake in 
which 18 different makes were displayed. 
Both newspaper and radio advertising were 
run and 5 tons of coal were given away for 
first prize, 3 tons for second, and 1 ton for 
third in a slogan contest. There was also a 
drawing every afternoon of one $25-down 
payment on a stoker for each day of the 
show. Similar shows and demonstrations 
were held throughout the territory. Stoker 
manufacturers and dealers estimated for 1935 
there would be a little over 1,000 units. 
Through their cooperative efforts the actual 
sales for the year were 2,222. It was possible 
through this cooperative advertising to run 
their selling season into the month of March, 
which usually stops during the month of 
December. 

During the month of November, 1935, a co- 
operative radio campaign was sponsored by 
the jobbers, radio broadcasting stations, and 
radio dealers. Newspaper ads consisted of 
half and quarter pages featuring three radio 
artists in cartoon style. In each radio deal- 
er’s store there was a life-like size photograph 
of one of these radio artists. The contest an- 
gle was for the participants to find out who 
the three radio artists were, what program 
they were on, their full name and then why 
they liked that particular star. In order to 
qualify in the contest, it was necessary for a 
participant to visit a number of stores before 
he could find out who all three of the stars 
were. Because each store only had one pho- 
tograph on display this brought to the deal- 
ers’ stores hundreds of new faces to become 
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Annual meeting of Salt Lake dealers and 
Utah Power & Light reviewing year's work 
and setting new goals 


acquainted with. During each day of the 
contest for 6 days, 3 radios were given away 
to the 3 best answers given. These 1936 
radios had a value of from $30 to $90. Radio 
dealers throughout the territory capitalized on 
this barrage of newspaper and radio advertis- 
ing sent forth in this campaign. The total 
sales for the year were approximately 13,000 
radio sets. The average unit selling price 
jumped during the year from $35 to $54. 


Small appliances were featured during 
November and December with a_ slogan, 


“Give Something Electrical for Christmas.” 
Campaigns included Ogden, Provo, Salt Lake 
and various adjoining towns. Cooperative 
newspaper advertising was run by dealers in 
all towns. The campaign was so successful 
that all jobbing houses were sold out of ap- 
pliances by the 18th of December. A total of 
12,869 units were sold during the campaign 
period. The jobbers had estimated that 10,- 
000 units would have to be sold to be a suc- 
cessful campaign. 

{ cooperative range campaign featured by the 
Utah Power & Light Co. proved to be one of the 
most outstanding compaigns ever conducted. 
The highlight of this activity was a $25.00 al- 
dowance on the old cook stove. Every dealer 
selling electric ranges and many who had 
never sold any before got in and worked hard. 
The campaign was successful from almost the 
first day of the announcement and finished 
with 1,072 ranges sold. One of the outstand- 
ing things was that the dealers have continued 
to sell electric ranges ever since the campaign. 
One dealer reports that he sold more in one 
week of the campaign than he had during all 
of 1935. Another dealer who had sold only 
one or two since 1934 sold 36 during the 
campaign period. About 3,042 have been sold 
during the first 10 months of 1936. On Jan- 
uary 25th we started this year’s range and 
water heating drive for 1937 and already it is 
well under headway. 

Cooking schools are one of the main fea- 
tures of the dealer department. Hundreds of 
these schools are given in all towns through- 
out the territory, inviting the dealers, their 
salesmen and their prospects to attend, All 
merchandise sold by dealers is displayed in 
the demonstration held. 

Refrigerator shows are also held in various 
parts of the territory where all makes of re 
frigerators are displayed. These activities usu 
ally run for 3 days. allowing 3 or more makes 
to be used each afternoon during the demon- 
stration. The Home Service department dem- 
onstrates all the different frozen desserts, 





fancy salads, ice creams and also shows the 
proper way food should be placed in a refrig- 


erator. The demonstration lasts about 45 
minutes. A dealer opens the meeting and a 


dealer closes the meeting, thanking the people 
for their attendance and asking them to buy 
at home. Another refrigerator show held in 
Salt Lake at a cost of $3,000 drew more than 
10,000 people. A refrigerator a day was given 
away on a slogan contest. Newspaper and 
radio publicity was featured. All of these 
things promote a better electrical business. 
Refrigerator sales for 1936 are approximately 
11,089, with a retail value of $1,836,829. 

Through the efforts of dealer men it has 
been possible to create more than 30 new es- 
tablishments selling electrical appliances, 
some with outside salesmen. For instance 
one furniture store operating in this district 
was doing a fair appliance business in 1934, 
Through the influence of the dealer man 
there, he has strengthened confidence in the 
electrical appliance business. This store now 
operates a chain of 4 additional electrical ap- 
pliance stores. 

Another case, a department store was do- 
ing a very miserable appliance selling job. 
Through the cooperation and support and a 
new manager in that department, it has been 
possible for it to do one of the most out- 
standing jobs accomplished for any depart- 
ment store that we know of in this part of 
the country. It also has a splendid washing 
machine, radio, and range business. 

Another case is that of a young man, who 
attended the first dealer meeting and was able 
to secure financial backing. He got his busi- 
ness well established by 1935 and took for 
himself, out of the profits from his business, 
$150 per month, and at the end of a year split 
$1,100 with his partner. This year, in a recent 
conversation with him, he has-taken $200 a 
month out of his business and expects to split 
with his partner $4,000. 

These are only a few of the cases where 
the dealer man has been a very strong influ- 
ence in helping these men to make a success 
of their business. The Commercial depart- 
ment has lent a great deal of assistance to the 
Dealer department by acquiring prospects 
through contacting of architects, builders, 
contractors and firms selling commercial 
equipment. 

The company recently started a live farm 
electrification program. 
resulting from this activity are 100 per cent 
in the hands of dealers, as the company does 
not sell farm equipment. The Utah Power & 


The equipment sales 


Light Co. personnel engaged in this program 
includes a supervisor, five division farm € 

trification, specialists and twenty-five company 
salesmen. The first campaign is on electri 
poultry brooders for a 60 day period starting 
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January 25. This will be followed by special 


campaigns on seasonal devices and, of course, 
year around activity on others. 

This activity is expected to work to the ad- 
vantage of power company, dealers and farm 
customers, all three. 


Spokane Region Dealers 


Do Record Year's Business 
By LEWIS A. LEWIS 


Assistant General Manager 


LECTRICAL dealers of the Inland Em- 

pire and the Washington Water Power 

Co. report the sale of 115,570 units of 
electrical merchandise having a total value of 
$3,233,000, during the year 1936. 

The sale of these new appliances, as well 
as the increased use of appliances already be- 
ing operated by our customers, brought the 
average annual use per residential customer 
to 1,775 kw.-hr., an average increase of 101 
kw.-hr. per customer for the year. This in- 
crease is the greatest since 1930. Analysis 
shows that the average residential customer 
paid $3.35 per month or $40.15 per year for 
the 1,775 kw.-hr., or less than 2.3 cents per 
kw.-hr. for electric service. 

We find that 25 per cent of our residential 
customers have electric ranges and water 
heaters. Some 41 per cent of our customers 
never pay more than $2 per month for their 
electric service, while 16 per cent of our cus- 
tomers pay only the minimum bill per month. 

It is important to note that last year 429 
home ventilating systems, 36 air-conditioning 
units and 922 motor driven heating plants 
were installed in the Inland Empire, repre- 
senting progress in a new field for the utiliza- 
tion of electric service. 

In the sales totals, which include those of 
dealers who report monthly to the Washing- 
ton Water Power Co., lamps and lighting fix- 
tures lead in number of units sold with 26,146 
units reported. Radios were second in num- 
ber of units sold with dealers reporting 17,280 
sales. Irons placed third with 9,693 reported 


Company 

Appliances 1936 - 1935 
Ranges ...... ‘ jéines on ae 905 
Water Heaters ........ sin erie a Ree 1,193 
Refrigerators .......... vane SON 566 
fog ty Po" : . 3,354 3,716 
Home Ventilating Seeie : 
Air Conditioning Units ......... 
Motor Driven Heating Plants 
i re Pr 424 461 
Cleaners ..... err ee 583 
Radios {Jasatebbuceneivtawke ee 
66 


Separate |. E. S. Lamp headquarters 
maintained by Washington Water Power 
during its annual winter campaign 


sold and refrigerators came next with sales 
totaling 7,537. An accompanying’ table gives 
a full report. 

Domestic and farm customers now number 
61,070, of which the ratio is about 10 to 1 of 
urban to rural customers. 

There are about 200 electrical dealers and 
12 electric distributors in our territory. The 
percentage of business the dealers do is about 
as follows: department stores 40 per cent, 
specialty stores 20 per cent, hardware stores 
15 per cent, furniture stores 12% per cent, 
utility 12% per cent of the total appliance 
volume. 

Major campaigns in 1936 included a Bet- 
ter Light-Better Sight campaign in January, 
February and March of 1936 with the sale of 
1,662 units. Electric ranges and water heaters 
were campaigned from April to August in- 
clusive with total sales of 1,608. Better hous- 
ing shows and four model home exhibitions, 
cooking schools, newspaper and community 
cooking schools over the entire system con- 
stituted promotions during the year. The 
better housing show was an outstanding suc- 
cess, the exhibition homes particularly well at- 
tended and cooking schools brought out the 
largest attendance ever before received. 

Our range policy remains as in the past, 
namely, any inducement made by us for the 
sale of electric ranges is always extended to 
include dealers so that they in turn may profit 
by cooperating. On water heating we offer an 
8 mill per kilowatt-hour off-peak rate. The 
average size of a complete tank installation 
is 40 gal. Water heaters sold by dealers are 
installed by us if they so desire, the charge 
being approximately 50 per cent of the in- 
stallation cost. 

The following table lists the appliance 
quotas for both company and dealers and the 
approximate saturation of appliances in this 
territory. 

Our 1937 program will stress effort to make 


Dealer Percent of 1937 Quota Percent 
1936 - 1935 Replacements Company Dealer Saturation 
/46 476 50%, 1,600 850 25% 
167 124 20%, 1,300 225 20%, 
7,066 5,402 25% 300 7,700 35% 
6.450 9,833 60% 2,900 7,600 
402 318 0 465 
30 27 0 35 
668 328 0 820 
5.754 5,237 40%, 300 6,500 60% 
2,015 2,333 75% 10 2,400 75% 
13,85) 9,116 60%, 13,550 60%, 


WASHINGTON WATERPOWER AND DEALERS 





Appliance Units Sold 
Portable floor and table lamps................ecceeeeeees 12,221 
Other lamps and lighting fixtures...............0..ceeeeee 13,924 
PID CINE SONIIIIND iad co oh’ owes cence hci ssidlaceraneose 428 
RR eee 36 
Motor Griven heating plants. .....c..cccovesvceccccsecccese 922 
PN 0.5 a0 a wuanx -c WS ccaie Dadinie kas o> Aes nie ame were. caeie 7,537 
PN a aalt  oic fa aay tga San uceh aoe 8a iare wale ¥ OAKES seen 2,196 
MN IN (GAG. cin 5 sa Vins eegn ¥5ld aa abeee eskev Oa Kanes eee 1,461 
NN tees sss. « x's 5 -cclndew oss co Deebn ahve ualemaaies ee aun 17,280 
a ee ee Or eee ance Perro 1,211 

WEE Ns cen ea re. cebadea oc bDaAddee MUEALAGRY OieR ans ake 7,325 

PUONNORN 25, 5555. UUL noche depp seiedaes Fomeeen tees 6,991 

ME IE ee a ath: ova sctuaabes<oatekebtosescadne 3,686 

CR IIUNS WRPEING cies ccace swan evseccseences 4,7% 
CURE EIS, 5 iio 5's ek a RNs cies os ndwcviccsaaoawecs 559 

SNE Und eas ahs Vesa ccveckwan ad mikLd ch vdavdaNawen 9,693 

SIND Gs sadiitns cr ae nes écademebu then staas casccekewonte 666 

PE MMOS 5... colkowaneeutis vax atic ak au ss demas ay 2,057 

NIN 5.5 Heap wees x coesack ards 7st oe kabemapieureee 80 

 RMNNS <5. e000 ob sa WKPR Odea Seo ckay eee 2,134 
III, oc's's soc s cu vube bus ZkGa Mss awa kcdes¥anecete 2,665 
NITE Mens. oo od du gd eeu man ouw coc cue we Sedawadte 6,478 
PI aes. dips caucchsteedenesue 2,640 
IE, on Salo es aae ce occeaa be aeeee 80 
PUT PRUE, clad aaa cameos esos «cas drssecuas eeue 824 

RIO) a he iSite oe Pry So eae Se 6 

MEE ha Pana Raaee Ake ca adate ba pon Aiwa deraaca woke 2,987 

GE ax cddritce ls sds Chas Pe Uae Ue Davee kueoletee 3,993 

PE ARNE, 55. inv a ticdson peuekethansisiecs «seeds 754 
WIPRO daa ap Ure iar ues ue Scnk rete e id ates ck hie 115,570 


profitable our service to the so-called “unsold” 
customer, the one who uses less electricity per 
month than he should. We will also stress 
home lighting and refrigeration, cooking and 
water heating, general health and labor-say 
ing devices, farm equipment sales through 
dealers, kitchen modernization, and devote a 
great deal of effort to better dealer coopera 
tion. Plans will be presented to promote the 
sale of electric water heaters on a more profi 
table basis to the dealers. Monthly specials 
in table cookery appliances will be announced 
well in advance so that dealers may have 
ample opportunity to stock and sell each item 
promoted. They will be invited to cooperate 
in selling the idea to our customers that the 
cost of operating electrical appliances is low 
and that dealers may profitably use this idea 
as a sales advantage to sell the rate with the 
merchandise and the merchandise with the 
rate. 

In our commercial sales program we have 
an E.A.R. gross objective of $200,000. This 
program will also be pointed to sell the un 
sold customer on the wider use of electri: 
service. Modernization will be stressed: 
lighting will carry the major effort with a 
quota of 2,400 kw.; cooking and baking 1.280 
kw.; water heating 700; refrigeration 210: 
ventilation and air conditioning 130 kw. 

Our industrial, government and municipal! 
sales program likewise will be designed to 
improve lighting and electrical usage in mu 
nicipal and public buildings, such as schools. 
offices, etc. and to increase the loads from 
mines, industrial plants and lumbering in ou: 
territory. 


Western Colorado Dealers 
Aided to Best Year's Sales 


By R. R. ROWELL 


Commercial Superintendent 


HE outstanding accomplishment in out 
business development program for 1936, 
was the formation of a dealer coordina- 
tion department, Western Colorado Power Co.. 
which assisted some sixty independent dealers 
to make more sales. Through a cooperative 
plan of electrical merchandising, our dealers 
sold approximately $240,000.00 worth of elec- 
trical merchandise in 1936, while our company 
sold approximately $71,000.00 worth of elec 
trical merchandise in the same period of 
time. 
In the fall of 1935, we set up a home serv- 
ice department. The results of the activities 
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of this department, for the year 1936, hve COLD PROSPECT —by Russell 


been very gratifying, by reason of the fact 
that each of our home service girls has 
averaged approximately $2,500.00 estimated 
annual revenue added to our lines during the 
year. 

Our commercial sales department was ex- 
tended during the year, in both personnel and 
scope of activities, with the result that each 
commercial lighting salesman turned in an 
average of $8,500.00 additional estimated an- 
nual revenue during the year. 


Our LES. lamp campaign, covering six 
months of 1936, resulted in the sale of 1,055 
portable lamps and small fixtures to our resi- 
dential and farm customers, numbering ap- 
proximately 5,000 or in other words, an aver- 
age of a lamp sale to every five customers 
during 1936. 


Our program for 1937 contemplates mer- 
chandise sales, by our own company, of ap- 
proximately 10 per cent over 1936 sales. We 
will also cooperate with the dealers to make 
their 1937 electrical merchandise sales the 
best in their history. 


THE WESTERN COLORADO POWER CO. 
5 YEAR SALES RECORD 


bag "| wonder if that range fellow made his quota?" 


Appliance Sold by 1932 1933 1934 1935 1936 1937 


Company 24 14 34 37 = 120 From the above tabulation, it is easy to previous years in approximately the same 


Ranges —— a .. . a 19 observe that our 1936 sales of ranges, water ratio as shown for the major appliances listed 
Company 2 0 0 2! 53 72 ~ heaters, and refrigerators have exceeded the above. 

Water Heaters Dealer a, ee sales in previous years by a very large per- The average kilowatt-hour consumption for 
eeaiad a . a = a 102 centage. Our own company sales, and also 12 months ending Nov. 1936, per domestic 

Refrigerators Dealer 48 62 113 258 41! dealer sales of other electrical appliances meter, was 745 kw.-hr., or an increase of 50 
Total 110 133 204 345 522 and I.E.S. lamps, have increased in 1936 over kw.-hr. over the previous 12 months period. 


-_— 





APPLIANCE SALES REPORTS 


A Summary of Dealer and Utility Reports Compiled by Associations, Societies, Bureaus, or Dealer Contact Department of Utilities 

































































id P. G & E. Co. | San Diego Cons. |San Joaquin Lt. & | So. Calif. | Utah Power & | Wash. Water | feel 
DECEMBER, 1936 |G. & E. Corp. | . Corp? Edison Co. Ltd. | Lt. Co.® | Power Co.° Idaho Power Co.’ 
Current 12Mos. |Current 12Mos. |Current 12Mos. |Current 12 Mos. |fCurrent t12 Mos. |Current 12 Mos. |Current & Mos. 
ME ciadane cee un 438 4,233 | 125 720 162 1,803 | 597 6,575 | 2,196 | 417 4,378 
Water Heaters......... | 241 2,575 110 699 101 951 | 270 3,002 | | 1461 | 230 2,518 
Air Heaters, aux........ 2,494 8,489 675 1,975 | 203 557 | 910 2,557 2,134 182 597 

Air Heaters, 220....... | 153 996 | | 147 810 | 
Refrigerators .......... 2,182 47,128 550 8,785 | 228 8,234 | 1,953 51,409 | | 7,537 225 5,865 
NE cv ticwaés s 4c il 241 25 | } 6 | 2 29 
ee et ee 3,129 37,137 400 4,665 310 5,141 | 2,236 34,464 | 6,478 305 4.691 
ree ene 786 10,441 100 1025; 99 1,009 | 509 6,742 666 56 554 
Vacuum Cleaners....... 2,500 27,889 350 2.415 | 144 1,267 | 1,340 12,370 | | 2,665 | 122 1,279 
Ms Vecchione eawen 11,867 103,399 | 2,600 13,150 | 975 7,778 | 7,645 61,393 17,280 ; 995 6,827 
eR es ore 749 10,017 | 750 2,210 | 421 1,196 | 1,940 6,344 | 2,987 | 474 1,194 
Z Cookers, Casseroles..... | 300 965 | 203 839 | 332 1,201 | 4,736 él 174 
< NS ac dhs aad aes <5 5 1,000 5,080 | 590 4,884 | 2,696 18,925 | 9,693 658 4,732 
ak Ue MONS S56 icickiceccs | 775 2,690 612 1,865 | 2,249 7,425 | 3,686 | 558 1,669 
STON £6 bh ipcas evens 875 3,135 689 2,235 | 2,337 9,022 | 7,325 | 717 2,473 
< NN os a 225 785 407 1,576 | 834 3,957 | 1.211} 319 1,907 
Heating Pads.......... | 450 1,500 | 217 623: 984 3,069 | 2,057 | 249 616 

Curling Irons .......... | 140 698 | 
Coffee Makers ......... 2,955 | 342 1,933 | 1,229 5,070 | " 616 1,875 

ing Machines....... 1,162 14,323 605 | | 

KS a last adde's 2 | 487 1,756 1 1,985 7,404 | 3,993 | 107 454 
A BRE | 2 2414| 55 4595 | 2,640} 8 2,107 

Floor Polishers ......... 
oS eee | 50 512 | go| 14 70 
Reflector Lamps........ 360 | | 12,221 | 1,090 4,009 
Miscellaneous Lamps... . 308 804 | 13,924 | 1,108 6,323 

Vard Ue. oi os 5 08 51 540 | 

Misc. Small PO ans i 1,500 4,550 496 2,763 | 1,816 10,317 | | | 

1P. G. and E. reports obtained only on major appliances upon which accurate reports are available from dealers’ accounts. Ranges, water heaters, and air heaters 
include company and dealer sales. Total dealers include gas as well as electric dealers. *Previous month's figures shown under current month's heading 
2 Gathered by Bureau of Radio and Electric Appliances of San Diego County. Estimated monthly sales figures used in this table. Clocks, fans incl 


miscellaneous. 
® Includes dealer reports from Midland Counties Public Service Corp. territory also. Compiled by Valley Electrical Supply Co. 
* Includes reports from dealers on San Joaquin Valley system of the company as well as Southern California areas served. 
5 includes Utah Power & Light Co. territory in Utah, Idaho and Wyoming. Also Western Colorado Power Co. territory. 
® Dealer sales only for Spokane and company's territory. Company sales not included. Table stoves, grills included with cookers 
7 Figures compiled by Electrical Equipment Sales Association. Include power company sales and sales of all reporting dealers—about 60% report. 
¢ Arithmetical average of dealers reporting. t December report not available at time of going to press. 
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News of the Industry 








CALIFORNIA SALONS 
URGE STATE SYSTEM 


State legislators in California, con- 
vening last month, strained to outdo 
each other in press announcements of 
plans for introducing measures to fa- 
cilitate public ownership. 

Heading the field was Senator Brad- 
ford S. Crittendon of Stockton, who said 
legislation is under consideration which 
would permit the State to take over 
properties of all existing power com- 
panies. He advocated acquisition 
through revenue bonds, the State being 
empowered to take over the properties 
of private companies on a valuation 
basis fixed by the State railroad com- 
mission or an independent agency. 

Introduced in the State Senate by 
Senator Roy J. Nielsen of Sacramento, 
was a bill providing that local govern- 
ments and districts may issue revenue 
bonds with a majority vote of the elec- 
torate in the area. The measure is 
practically identical with his bill of 
1935, which passed both houses but was 
vetoed by Governor Frank F. Merriam. 

J. C. Garrison of Stanislaus County 
announced himself in favor of a consti- 
tutional amendment, similar to the On- 
tario, Canada, program, which would 
authorize the State to generate electrical 
energy, wholesaling it to political sub- 
divisions which cared to purchase for 
distribution. 

Garrison characterized Nielsen’s meas- 
ure as insufficiently broad. Crittendon 
said his proposal would supplement the 
Nielsen bill. Many of the valley dele- 
gation declared themselves opposed to 
laws which require a two-thirds vote 
of the people to authorize a revenue- 
bond issue. 

Proposed by Assemblyman Ellis E. 
Patterson was legislation which would 
prohibit excess of one man’s salary over 
$25,000 per year from inclusion in 
operating costs by which rates were 
established. 

Introduced by Assemblyman R. Wal- 
ker of Los Angeles County were three 
bills intended to allow any publicly 
owned irrigation district to erect or pur- 
chase generating or distributing facili- 
ties and to offer service not confined to 
its own boundaries. 
cg 
AN UNPRECEDENTED COLD WAVE, which 
sent Idaho temperatures to 40 deg. be- 
low zero, last month forced the Idaho 
Power Co.:to draw water from the 
American Falls reservoir. The company 
has rights to 45,000 acre-ft. of water 
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stored there. Permission to draw two- 
thirds of this was granted by the De- 
partment of the Interior, but it was indi- 
cated that should the reservoir fail to 
refill, the quantity would be charged 
against the company’s quota next sum- 
mer. 

* 

RATE HEARINGS in the State’s case 
against Utah Power & Light Co., have 
drawn to aclose. A ruling by the Pub- 
lic Service Commission on the State’s 
contention that the company’s rates are 
too high, is expected within three 


months. 
€ 


CONSTRUCTION SPEEDED 


AT SNAKE RIVER 


With 200 men at work, and 200 more 
soon to be employed, construction is 
going forward at Upper Salmon Falls 
on the Snake River in south central 
Idaho, on the hydro-electric plant of 
the Idaho Power Co. President Kinsey 
M. Robinson said total cost will be 
$2,400,000. 

Work on the 18,000-kw. plant at 
Snake River is a major item in the 
company’s 1937 budget, which outlines 
a capital investment of $3,040,000. The 
project, to be completed by Sept. 24, 
involves completion of the partly-built 
dam, construction of a 1,300-ft. long 
diversion dam, a canal to carry 6,500 
sec.-ft., installation of generating units 
and transformers, and building of 35 
mi. of 132,000-volt transmission line, 
connecting with Shoshone Falls plant. 

As work got under way, Governor 
B. W. Clark of Idaho, announced in the 
press he was contemplating court action 
to prevent continuation. He said the 
development would mean generation in 
Idaho for sale in Utah, but failed to 
comment on such sale’s- being excess 
power, creating revenue for his State. 
* 


EFFECTIVE AT MIDNIGHT, Jan. 31, was 
the purchase of the Los Angeles Gas 
& Electric Corp.’s electric properties 
valued at $46,340,000 by the Los An- 
geles Department of Water & Power. 
Revenue bonds for financing of transac- 
tion were almost all sold during the 
first few days after offering. 

e 

APPROVED by the Federal Power Com- 
mission last month was the application 
of the New Mexico Utilities Co. to sell 
the whole of its facilities to the Texas 
Utilities Co. Both are subsidiaries of 
the Community Power & Light Co. 
Properties of the two companies already 
are interconnected. 


PRESIDENT ASKS FUNDS 
FOR WESTERN PROJECTS 


A $15,000,000 item for the Central 
Valleys Project in California, last 
month headed the list of recommended 
appropriations for western reclama- 
tion, submitted to Congress by Presi- 
dent Roosevelt. With this appropria- 
tion, $42,000,000 will be available for 
construction of the project. 

Failure of the government to deter- 
mine a wage scale for the Contra Costa 
Conduit and disagreement over the rela- 
tive feasibility of sites for Kennet and 
Fiant Dams are said to have delayed 
construction. 

Reclamation expenditures requested 
for the West amounted to $34,665,000, 
of which $7,500,000 was for Grand 
Coulee in Washington. Estimated ex- 
penditures for the year beginning July 
1, 1937, are $12,000,000 on Central 
Valley, and $10,000,000 on Grand 


Coulee. 
a 


DOMESTIC RATES 
CUT BY P.G. & E. 


Following approval of the California 
State Railroad Commission, system-wide 
voluntary rate reductions of the Pacific 
Gas & Electric Co., which will save do- 
mestic consumers more than $3,000,000 
annually, became effective Feb. 1 This, 
the second reduction in thirteen months, 
brings the total annual saving in elec- 
tric service to $7,000,000. 

The new rates for domestic customers 
are 3.6c for the first 35 kw.-hr., 2.2c for 
the next 165 kw.-hr., and 1.2c for all 
in excess of 200 kw.-hr. The old rates 
were 4c in the first block, which was 40 
kw.-hr., 2.5¢ for the next, which was 
200, and 1.5¢ for excess. 

Similar reductions were made _ in 
commercial lighting. Typical monthly 
savings to domestic customers are: 


Kw.-hr. Used New Charge Saving 
40 $1.77 $ .23 
60 2.21 29 
100 3.09 Al 
250 5.89 1.26 


San Joaquin Light & Power Corp. 
shared in the reduction. Savings to 
average domestic customers in Fresno 
were estimated at 11.1 per cent. 

* 


NO MORE VOLUNTARY rate reduction an- 
nouncements will be allowed public 
utilities in California in cases where the 
State Railroad Commission has made 
informal studies directed at lowering 
rates, it was announced unoflicially. 
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McNary Bill 


Remains Unchanged 


Washington — Senator McNary of 
Oregon plans to re-introduce his bill 
providing for the sale of Bonneville 
power in substantially the same form 
as it had last session. The measure pro- 
vides for the sale of power at whole- 
sale at rates to be determined by the 
Federal Power Commission, giving pre- 
ferential call to the power require- 
ments of municipalities, co-operatives 
and other non-private power distribu- 
tors, with actual administration and op- 
eration of the plant in the hands of the 
Army Engineers. 


Apart from its clarification of the 
Bonneville situation, the bill is regard- 
ed as important in setting general stand- 
ards for the disposition of surplus 
power from other federally-constructed 
projects built and building, including 
those in the Tennessee Valley. President 
Roosevelt has several times indicated 
his approval of the proposed legisla- 
tion, which will have the effect of co- 
ordinating the administration of the 
various “yardstick” plants. 


INDICATING he wanted Bonneville legis- 
lation to fit into some general, national 
power policy, President Roosevelt ap- 
pointed a special committee, headed by 
Secretary of the Interior Ickes to draft 
policies for administration of the power 
project. The committee was to report 
early this month. President Roosevelt 
indicated he did not want uniform na- 
tional rates, but did want uniform 
policy. 

a 


Municipal Power 
Before S. F. Voters 


Feb. 16 is the date that San Fran- 
cisco will vote upon a proposed char- 
ter amendment providing for the issu- 
ance of $50,000,000 of revenue bonds 
to finance municipal distribution of 
electricity. The amendment would com- 
pel steps to acquire a system through 
purchase, condemnation or construction, 
would authorize plan 7, but would not 
necessitate its being followed. 

Estimated in plan 7 is purchase of 
Pacific Gas & Electric Co. properties 
in San Francisco for $39,700,000, but 
there is no assurance the system can 
be purchased for that price. 

* 


BIGGEST REFRIGERATOR ORDER so far this 
year was that filled last month for the 
General Electric Supply Corp. of San 
Francisco for its dealers and other out- 
lets in northern California. It consisted 
of an entire trainload. Advertising, 
movies and newspaper publicity pro- 
claimed the train’s arrival. 
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Kitchen Modernization 


You eat three times per day. That is, 
you should eat that many times or its 





equivalent. Of course, there are just as 
many different variations of eating habits 
as any others, but, by and large, eating is 
one of the things that we do the most of. 

It is strange and interesting to delve 
into the eating habits of the world’s 
people. Being one of their chief occupa- 
tions you would think that by this time 
evolution at least would have brought 
about some uniformity of cooking and food 
serving habits. But apparently there is 
just as much guesswork as ever. 



























































It is heartening, however, to note that 
the past few years have brought about 
some semblance of effort to modernize 
kitchens and standardize cooking methods. 
Standard has endeavored, throughout its 
career of making fine electric ranges, to 
bring about a standardization of kitchen 
units. Standard began making electric 
ranges in 1910. As early as 1914 we had 
made several efforts toward standardiza- 
tion of kitchen plans. One of the early 
Standard kitchen unit models was No. 450. 
Then No. 550, and No. 421. These were 
planned to fit into unit kitchen construc- 
tion. Some early apartment jobs were 
planned around these models. Then came 
the shelf tvpe ranges, the first effort, we 
think, to unify and make compact, modern 
kitchen equipment. 

The new Standard Models, as shown in 
catalog No. 37, are especially adapted to 
installation in modern kitchens. The sides 
of the cooking tops are vertical to fit 
against other equipment without showing 
an unsightly crack. 


























































































































Standard has been foremost in range 
design. The new models are equally satis- 
factory as parts of kitchen plans or as 
separate units. They are complete in 
themselves and designed to fit into other 
construction without overheating or caus- 
ing a hazard. You can depend on Stand- 
ard design and construction. 





















































CHARLES A. PIERSON. 





New Items 








Last month we showed Model No. 818, 
a new small size commercial range for 
wayside stands, barbecues, cafes, tea rooms. 
Here is a market that you should not over- 
look. They are cooking with all kinds of 
odd equipment now. They all have elec- 
tricity. Sell them new electric ranges. 

Water heaters in sizes from 6 to 120 
gallons, all completely automatic. Ask for 
bulletin No. A219. 
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Hail “Columbia”! 


Yes, “COLUMBIA”, the Gem of the 
Kitchen. A two-oven range that is just 
exactly the size of the regular domestic 
range. 45 inches left to right, 24 inches 
front to back. 36 inches to cooking top. 
Two ovens; one is 16x19x14, the other is 
18x19x14 inches. Full capacity for the 








largest family, but yet not too large for 


the small kitchen. Beautiful lines, chro- 
mium handle trims, switches in the back 
rail, vents and controls at rear also. 


Choice of range lights, three types to 
choose from; all the patented hook-on type, 
no tools needed to install the range light. 
Priced to surprise you. 


Combinations 


Did you ever stop to think—how are 
you going to sell an electric range in a 
home where they have no heat in the 
kitchen except that from the old coal 
range? Answer that one. 


In case you cannot, here is the answer. 


There are two Standard combinations 
which just fill the bill, No. 1450CE and 
No. 1445CE. Both cool electrics, with 
kitchen heater attachments. One is 40 


inches wide, the other is 54 inches wide. 
See the catalog. 


Catalog No. 37 


Be sure to ask for catalog No. 37, which 
is now ready. It has the most complete 
assortment of ranges on the American 
market. 

Address 


THE STANDARD ELECTRIC 
STOVE COMPANY 
Toledo, Ohio, U. S. A. Dept. C 
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A New Standard 
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carrying capacity for 
twice the rated load. 


A completely sealed 
assembly with all knobs 
and current terminals 
above the case. 


Western 


Offices: 


DENVER 
1526 Blake St. 


LOS ANGELES 
226 Subway Term. Bldg. 


PHOENIX 
1318 W. Lynwood St. 


SAN FRANCISCO 
1061 Howard St. 


SEATTLE 
220 Ninth Ave. N. 


SANGAMO 


ELECTRIC 
el gate 


SPRINGFIELD, ILLINOIS 








Straight-line accuracy | 
and ample current- | 








Federal Backing 
Sought For Pine Flat 


Paving the way for congressional 
legislation which would authorize a 
Kings River Pine Flat Project, repre- 
sentatives of the organization were in 
Washington last month, conferring with 
officials of the U. S. Bureau of Reclama- 
tion. Proposed are three dams on 
Kings River, including generating ca- 
pacity of 40,000 kw. 

Congressman B. W. Gearhart of Cali- 
fornia has for some time been prepar- 
ing a bill aimed to authorize such a 
project, estimated to cost $25,000,000. 
The K. R. P. F. Project was organized 
last September to secure Federal aid. It 
is separate from the Kings River Water 
Assn., and bears no relation to the Cen- 
tral Valleys project. 

Basing power requirements on the 
assumption that improved irrigation fa- 
cilities would reduce pumping demands, 
the project would furnish water and en- 
ergy only to agencies that now divert 
water from the stream. Contemplated 
are a Pine Flat dam with 400,000-acre- 
ft. storage and power plant, and dams 
at Cedar Grove and Tehipite. 

Pine Flat development has been un- 
der consideration for 22 years. Sites 
on the upper reaches of the river have 
been surveyed and abandoned by the 
City of Los Angeles and by the San 
Joaquin Light & Power Corp. 

Se 


| Commercial Rates 


Cut by B. C. Co. 


Rate reductions amounting to lc 
per kw.-hr. for commercial customers 
of the British Columbia Electric Rail- 
way Co., were announced recently by 
A. T. Goward, vice-president. This, to- 
gether with recent reductions to domes- 
tic customers, will save consumers 


| $100,000 per year. 


| s 


The new rate is 5c per kw.-hr. for 
the first 500 kw.-hr., 4c for the second 
500 and 3c for the balance. The old 
schedule contained a third block, and 
the rate was 6c, 5c, 4c, 3c. 


Decision Awaited on 
Ogden and Provo Cases 


Still pending before the Supreme 
Court of Utah are hearings on two sep- 
| arate actions begun by the Utah Power 
| & Light Co. last October, seeking to 
prevent the cities of Ogden and Provo 
from constructing municipal power 
plants financed by revenue bonds. 

In the Ogden action, the company 
has filed briefs in support of its pro- 
test, and action awaits submission of 
briefs by city commissioners and other 
defendants. Entering the suit as a 
| plaintiff was the General Contractors 


Assn., claiming Ogden city entered its 
contract for the power plant without 
formally calling for bids. 

Bickering among city officials. and 
filing of separate answers by various 
city commissioners characterized the 
Provo action. Neither case has been set 
for hearing. 
> 


Portland Companies 
Distribute Income 


Year-end distribution of net income 
by Portland utility companies, to avoid 
Federal tax on undistributed income, 
included payment of dividends to pre- 
ferred stockholders of the Pacific Power 
& Light Co. and Northwestern Electric 
Co. 

Pacific Power & Light Co. paid $3.50 
per share on its 7-per-cent preferred 
stock and $3.00 per share on its $6.00 
preferred stock on Dec. 24. This re- 
duced accrued deferred dividends on 
these classes to $5.25 and $4.50 per 
share respectively. The company points 
out that payment of the remaining de- 
ferred dividends depends on earnings, 
and called attention of stockholders liv- 
ing in the communities served to the 
help they can be in causing their 
“friends and neighbors to realize how 
much comfort and convenience is of- 
fered by modern electrical appliances.” 
The letter of transmittal, sent with the 
dividend check, reprinted an advertise- 
ment of electrical household devices as 
Christmas gifts. 

The Northwestern Electric Co. paid 
$1.75 a share on its first preferred 7 
per cent stock on Dec. 24, bringing the 
total dividend payment on this stock 
during 1936 to $7.00. Cautioning its 
stockholders that subsequent dividends 
payments depend on a number of fac- 
tors, the transmittal letter pointed to 
the expiration of the present electrical 
franchise in Portland in November 
1937, and to the fact that a program 
for marketing Bonneville power has not 
yet been formulated by the Federal gov- 
ernment as being factors affecting the 
company’s destiny. 

& 


Tue Ngan Bay Fisu Co.’s diesel plant 
in Washington burned last month at a 
loss of $15,000 and left the town with- 
out lights. 

* 


STOCKS, BONDS AND NOTES of public 


utilities in California totalling $226,- 


514,846.98 were authorized by the Stat: 
Railroad Commission for issue during 
1936. 
996,113.67 were authorized for sale, o! 
which 99 per cent were for refinancing 
The Commission estimated the new is 
sues at lower interest rates would re 
sult in total annual savings in fixed 


charges in excess of $2,250,000. 
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Not “high-hat”’ 
— just “step- 
_ ping out” with 
the biggest 1936 
sales and profit 
increases of 
any group of 
washer dealers. 


1936 EASY SALES WERE “TOPS” 
--- 48% GREATER THAN IN 1935 


EASY dealers’ 1936 sales were “tops”—and then some! They show a 
48% increase over 1935—double the gain of the washer industry as a 
group—and considerably greater than that of any other group of washer 
and ironer dealers. The demand for EASY’S “over $100” line also 
showed big gains—and dealer profits scored corresponding increases. 
A miracle? Yes—when you look only at the results. But it is no miracle 
when you realize the careful planning, the years of research, the tremen- 
dous sales and advertising background that paved the way for this amaz- 
ing advance of sales and profits. 





After all, what other washer and ironer can offer these advantages that 
make EASY the nation’s Number 1 profit line: 


1. Patented and exclusive washing actions that wash clothes whiter 
and faster—the EASY Spiralator, Vacuum Cup and Turbolator. 
9 


2. Patented and exclusive methods of water removal that are safer 
and more efficient: The EASY Damp-Dryer, Dual-Release Wringer, 
Safeguard and Super-Safety Wringers. 


3. World’s most complete line—28 competition-leading models. 


4. Outstanding craftsmanship and beauty of design, including 10 
5 : I J 5 t 
popular new models in white. 


5. The industry’s broadest advertising and promotional plan. 

6. 60 years experience making fine washers . . . 2,000,000 now in use. 
The EASY dealer franchise is liberal—and fruitful in profit for aggres- 
sive merchants. Write or wire for full details. 


EASY WASHING MACHINE CORP., SYRACUSE, N. Y. 









33 IRONER., Sales to date indicate this 
will be 1937’s leading Ironer model. New, 
revolutionary! Finished in lovely white 
.. . low in price, yet equipped with best 
features of ironers priced at over $100. 


hers and lroners 

























EASY MODEL IB. Finished in love- 
ly white. Patented EASY Spiralator 
Washes clothes cleaner in 4 less time 
and with much less wear.Dual-Release 
Wringer is safest. most efficient made 


GAS ENGINE MODELS. Many 
EASY models available with famous 
Briggs-Stratton gas-engine for farm 
homes without electricity. Farmers 
are more prosperous than in years — 
here’s another big market for profits. 
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TULARE, CALIF., WILL VOTE Feb. 24 on 
two measures relating to establishment 
of a municipal power system. The 
questions which will face the city voters 
are: (1) Shall the city issue revenue 
bonds to acquire, construct and operate 
a municipal distribution system? (2) 
Shall the city condemn the Southern 
California Edison system here for a 
price of $228,000? 

7 


THE SoutH Davenport Power & 
Licut Co. of Davenport, Wash., was 
incorporated last month by Rasch Paul- 
sen, Walter Zellmer, A. B. Zellmer, E. 
H. Zellmer and Raymond Morgan. Pur- 
pose of the company is “to conduct and 
operate telephone and electric power 
and transmission lines and conduits”. 
& 


Low BIDDER on the clearing of 2,100 
acres at Ruby Dam site, Skagit River 
Valley, for Seattle City Light, was Mor- 
risson, Knudson Co., Boise, Idaho, sub- 
mitting a bid of $573,000. 

. 

EQurIpMENT for the South substation of 
Seattle City Light, incidental to new 
transmission lines from Skagit River, 
will be bid upon Feb. 15. Specifica- 
tions have been published for three 30,- 
000-kva. transformers, a 30,000-kw. 
synchronous condenser, oil circuit 
breakers and disconnecting switches. 
e 

SopiuM UNITs will be used for street 
lighting in Salt Lake City between 
Twenty-first South St. and the north 
limits of Murray. The $16,000 joint 
county and State project provides for 
mounting 10,000-lumen units on 25-ft. 
steel poles with crossarms stretching 
over the street. 


Gratis! 





"Hello, San Francisco!" 


Schenectady and San Francisco General 
Electric meetings were linked by tele- 
phone, Jan. 7, and speakers at the east- 
ern end heard simultaneously at both 
points by public address. Speakers were 
(above, left to right): M. O. Troy, com- 
mercial vice-president, central station de- 
partment manager; E. O. Shreve, vice- 


FOR CONSTRUCTION OF DROPS and power- 
plant substructures on the All-American 
canal system, the U. S. Bureau of 
Reclamation will open bids Feb. 15. 
The work is located between Yuma and 
Calexico. 

© 

Rates of the Pacific Power & Light 
Co. in Yakima valley, Walla Walla 
county and southeastern Washington 
will be reduced Feb. 10 to the extent of 
$100,000 a year. 


@ May we send you a "DUAL-RANGE" Clip- 


on Ammeter for two weeks—FREE? 


@ Instant and accurate current readings may 
be Safely obtained without opening the cir- 
cuit or shutting down equipment under test. 


@ This "DUAL-RANGE" instrument can be 


used with equal safety on insulated and un- 


insulated conductors alike. 


TRY IT WITHOUT OBLIGATION! 


FERRANTI ELECTRIC, INC. 
30 Rockefeller Center, 
New York. 


Please send me one of your 
“DUAL-RANGE" Clip-on Amme- 
ters for 2 weeks' FREE trial. 


Company. 
Address 


72 


f 
@ BROAD SCALE 
@ SELF CONTAINED 
@ SAFE 

OND iss ininixadion asides dscan se 5 a PONS 

@ CONVENIENT 


@ 0-100/500 amps. 
$65. Solid leather 


carrying case $10. 








president in charge of sales; E. P. Waller, 
transportation department manager, and 
J. E. N. Hume, industrial department 
manager. At the phone in San Francisco 
is Raymond Alvord, district manager. 
Mr. Shreve was scheduled to meet with 
Pacific Coast managers Feb. 7, 8 and 9, 
at Del Monte 


To GIVE RESIDENTS OF SPOKANE a con- 
ception of what their attractive River- 
side Ave. would look like if properly 
illuminated, the Washington Water 
Power Co. will install a test block of 
eight new 20-ft. street lights. The new 
standards will have triple the light out- 
put of the present installation. The 
company will install the first block of 
lights on a 30-day trial basis and will 
extend them or make them permanent 
as property owners desire. Lewis A. 
Lewis, assistant general manager in 
charge of sales for the company, made 
the following announcement through lo- 
cal newspapers: “We are suggesting a 
new system of lights, with 20-ft. stand- 
ards, with two incandescent lamps hav- 
ing a total output of 19,920 lumens. 
(Existing standards have an output of 
4,920 lumens.) The test block on River- 
side Ave. between Washington and 
Steven Sts. will demonstrate a type of 
lighting which we think is in keeping 
with the size of Spokane and the ap- 
pearance of Riverside Ave.” 


ALLOCATION OF $54,370 for construc- 
tion of a 600-hp., municipal diesel plant 
and a distribution system at Winne- 
mucca has been announced at PWA 
headquarters in Nevada. Construction 
of the system, which would serve ap- 
proximately 700 connections, awaits 
court action on a suit brought by the 
Western States Utility Co. to prevent 
Winnemucca from selling bonds to 
meet its part of the cost. 
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HEREVER a wheel turns or metal 
Wine against metal .. . in coal 
mines or steel mills or logging camps 
. .. there Shell engineers have set for 
themselves the task of developing the 
best lubricants that experience, re- 
search and refineries can provide! 

Plant superintendents, owners and 
purchasing agents all over the world 
have learned the dollar-and-cents value 
of Shell’s “Invisible Element.”* They 
see it demonstrated daily, when they 
observe how successfully Shell Lubri- 
cants are meeting the needs of in- 
dustry in hundreds of varied ways. 

Shell welcomes every challenge to 








solve a difficult lubrication problem. 
Have you such a problem? 

A request to Shell’s Industrial Lu- 
bricants Division, Shell Building, San 
Francisco; or Shell Building, St. Louis; 
or 50 West 50th St., New York, will 
bring a representative to your office 
at no obligation to you. 


*SHELL’S “INVISIBLE ELEMENT” is a 
combination of Shell’s unmatched world- 
wide resources, decades of cumulative 
experience and research by Shell’s en- 
gineers and scientists, Shell’s modern 
laboratories and refineries. It is the 
determination to make lubrication more 
efficient, more economical for you! 


INDUSTRIAL 
LUBRICANTS 


TS SHELLS Lnvisible Element” 


From a recent issue of DIESEL 
PROGRESS we quote excerpts of 
an article on the ferry boats, CHIP- 


PEWA (shown above) and KALA- 


KALA, which ply between Seattle 
and Bremerton, Washington: 


“Neither engine has had new liners, 
has been rebored, has had new pis- 
tons, or any grinding done... 


“Lube oil is centrifuged six times per 
day ... and the original oil* in the 
Chippewa, placed there five years 
ago, is still there!” ... The only addi- 
tional lube oil placed in the system 
was to make up feed. 


*Shell Argus Oils for Marine Dic 
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GROUND ROD 
CLAMPS 


HIGH IN STRENGTH 


« 
WITHSTAND CORROSION 
a 
EASILY INSTALLED 

e 


Made of Everdur for Copper 
and Copperweld Ground Rods. 
Made of Steel, Galvanized and 
Tinned, for Steel Ground Rods. 


Everdur Clamps supplied with 
hollow head set screws when 
specified. 


ELECTRIC COMPANY 


3145 CARROLL AVENUE + CHICAGO ILLINOIS 
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| changes in license. 








No Accident in Year 
On Sodium Lighted Road 


Sodium lighting has scored a perfect 
record in highway safety. Last month 
the Washington State Highway Depart- 
ment reported that no accidents had 
occurred during 1936 on the 2.9-mile 
stretch of Pacific Highway south of Ta- 
coma, which was lighted with sodium 
safety lights in December, 1935. 

L. V. Morrow, director of the high- 
way department, reported to General 
Electric engineers who developed the 
lighting system: “This record speaks 
particularly well for the efficiency of 
the lights. They have been particularly 
advantageous in bringing into view a 
vehicle entering upon the main traveled 
portion of the highway, and have proved 
to be very effective during heavy fogs.” 


@ 
| Contractors Warned to 


Report Ownership Changes 


That many contractors in California 
are unknowingly operating illegally 
with their bids subject to disqualifica- 
tion if challenged and their rights to 
collection for their contracts in jeo- 
pardy was brought out by the Contrac- 


| tors State License Board as the result | 
The contractors’ | 


of recent observation. 
state license law of California specifi- 


cally provides that changes of person- | 


nel may not be allowed in the organ- 
ization of a licensed firm. A new li- 


cense is necessary where such changes | 


take place. 

Two low bidders for large public 
works projects in the state were dis- 
qualified during the past two months 
for failure to make the necessary 
The registrar of 
contractors also points out that state’s 
attorneys advise that the wording of 
the law requires the exact name in 
which the license is issued to be used 
on contract documents. 

e 

RAINFALL IN CALIFORNIA is shown in a 
map recently drawn by Dr. Alfred 
Smith, professor of soil technology on 
the Davis campus of the University of 
California. It shows extremes in annual 
rainfall from 109.43 in. in Del Norte 
County to 1.45 in. in Inyo Co. Biggest 
classification is 40,720 sq. mi. in which 
10 to 20 in. fall. 

* 


RESIDENTS near Sandpoint, Idaho, are 
seeking construction of a dam on the 
Pend Oreille River at Albany Falls to 
develop energy to irrigate and electrify 
30,000 acres of arid land. 

¢ 


A NEW INSPECTION ORDINANCE, in keep- 
ing with the electrical code of the Na- 
tional Fire Underwriters, is being con- 
sidered by the Walla Walla, Wash., city 


commission. 
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ture proof flexible cov- 
erings. Sealtite repre- Conduit 


sents a distinct ad- 
vance in parkway cable 
construction. It is more 
pliable than any other 
underground cable... 
and costs are consid- 
erably lower. 










Write for booklet 
offering suggested 
uses and explain- 
ing long life. 


SEALTITE 


Parkway and Airport Cable 
with Maximum Flexibility 
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THE LONG LIFE ZONE 


Again G-E scores with a new 
idea that clinches sales. In- 
stantly, this new symbol spots 
the LONG LIFE ZONE — fea- 
tures the Activator and the re- 
markable mechanism that is 
oiled for life and has external 
adjustments to maintain maxi- 
mum operating efficiency — 
leads into the three-zone wash- 
ing action — suggests in- 
creased health and life for the 
owner — why, it’s practically a 
whole sales story in itself! 


Only when you sell G-E 
Washers can you sell the 
washer with the LONG LIFE 
ZONE. And only when you sell 
G-E Washers can you profit as 
General Electric Dealers are 
now profiting. 


So call your General Elec- 
tric Distributor — TODAY! 
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PERMADRIVE 
MECHANISM 
Long Life for Washer 


Thousands of dealers are 
looking forward to the new 
Sales Drive of General Elec- 
‘tric Washers—starting March 
Ist. The “Timing” campaign 
was most profitable for dealers, 
The new one will be even bet- 
ter. Don’t miss it! 
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Two Power Measures 
Ruled Off Ballot 


Proposal to merge Seattle properties 
of the Puget Sound Power & Light Co. 
with City Light will not be put before 
voters at the March election, it was de- 
cided last month by the city council. 
Earlier, J. D. Ross, city lighting super- 
intendent, had estimated $37,370,000 as 
a price for company properties includ- 
ing the Shuffleton and Seattle steam 
plants and equipment at Snoqualmie 
Falls and White River. Backing the 
merger plan is an organization known 
as “Friends of City Light.” 

Neither will a measure aimed to cre- 
ate a power district in rural areas of 
King County be included in the elec- 
tion, unless an appeal of the district’s 
attorneys proves successful. The county 
election board said the measure prop- 
erly should appear on the general elec- 
tion ballot in November. 

Forty-nine precincts, all served by 
Seattle City Light, have been excluded 
from the proposed district. But 64 
protests were rejected, although they 
emphasized the adequate service now 
offered by Puget Sound Power & Light 
Co. The mayor of Renton, one city in- 
volved, said the project would be a 
“tragedy”, cutting school-tax revenue 


in half. 


Dollars 
Saved 


By 
GARDNER 
SERVICE 





REPRESENTATIVES: 


Geo. E. Honn Co., 420 Mar- 
ket St., San Francisco, Calif. ; 
Utilities Supply Co., 1736 E. 
15th St., Los Angeles, Calif.; 
industrial Electric Co., 1304 
Stewart St., Seattle, Wash.; 
Modern Electric Co., 37 Rich- 
ards St., Salt Lake City, 
Utah; Kranefeld Eng’g Co., 
3416 14th Ave., Denver, Cole. 


SURPRISE VALLEY Electrification Co- 
operative of Cedarville, Calif., last 
month received an allotment of $360,- 
000 to build 284 miles of rural lines 
and a 900-kw. hydro-electric plant to 
furnish energy for 680 customers in 
Modoc and Lassen counties. Power will 
be furnished for year round irrigation 
pumping. 

& 


Two associations for rural electrifi- 
cation last month filed articles of incor- 
poration in Montana, indicating they 
plan to generate and distribute energy 
in their communities. They are the Yel- 
lowstone Valley Electrification Assn., at 
Huntley in Yellowstone County, and the 
Lower Yellowstone Rural Electrification 
am, at Sidney in Richland County. 


AtLocaTion of $70,000 to the Clarks 
Fork Power Assn., Sanders, Mont., for 
construction of 70 miles of line to sup- 
ply power for irrigation pumping in a 
territory being settled, was announced 
by the Rural Electrification Adminis- 


tration. 
me 


GOLD-PRODUCING MINES at Round Moun- 
tain, Nev., will receive power over a 
line to be built by the Nevada Cali- 
fornia Electric Corp. at a cost of $630,- 
000. The line will be built from Bishop, 
Calif. 





These three Gardner transformers are 150 kva 6900/11950 Y 
volts to 230/460. They were specially built tall and nar- 
row—at no additional charge to purchaser. Their design 
saved money for the Golden West Brewery of Oakland. 
Sold by California Electric Company, Ltd., Oakland. 


HE ECONOMY and reliability of Gardner 

transformers will satisfy your customers. 
Working only through legitimate electrical con- 
tractors, whenever possible, Gardner builds 
transformers to meet the most exacting de- 
mands. Take note of three units shown above. 
Their design saved an Oakland contractor’s cus- 
tomer considerable money. See our nearest rep- 
resentative on your transformer requirements. 


GARDNER ELECTRIC MANUFACTURING CO. 


4227 HOLLIS ST. 


EMERYVILLE, CALIF. 
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FOLLOWING READY ACCEPTANCE of 
“songs that will never grow old,” elec- 
trical transcriptions for radio broadcast, 
Edison General Electric Appliance Co. 
is producing a second series. It con- 
sists of thirteen 15-min. recordings em- 
bracing the same themes. Featured are 
Jessie Crawford, organist, Paul White- 
man’s orchestra, and Jack Little. It has 
been found more effective to sell the 
idea of electric cookery primarily and 
Hot Point electric cookery secondly, ac- 
cording to Clinton Brown, Hot Point 
campaign manager. Timing allows the 
utilities to localize the program with 
l-min. opening and closing announce- 


ments. 
e 


Appliance Trade Dinner 
Features Spring Market 


Western Furniture Exchange was all 
set for the opening of its Spring Market 
Week Feb. 1-6, at the Exchange, San 
Francisco. Featured was the radio and 
appliance division show. 

High point of that show was a trade 
dinner Feb. 3. Among the speakers 
were Lee McCanne, general sales man- 
ager, radio division, Stromberg-Carlson 
Telephone Manufacturing Co., of Ro- 
chester, N.Y., speaking on the subject 
“Trends in Radio Merchandising ;” 
Hugh M. Crawford, general sales man- 
ager, Pacific Gas and Electric Co., San 
Francisco, discussing utility cooperation 
with dealers; James F. Pollard, presi- 
dent, Seattle Gas Co. and president, Pa- 
cific Coast Gas Assn., speaking on the 
subject “Dealer Benefits From National 
Advertising” and Stanley A. Weigel, 
San Francisco attorney, whose subject 
“An Analysis of the Robinson-Patman 
Act and the California Fair Trade Act” 
promises to have deep current interest 
among distributors and dealers. Larry 
B. Quimby, chairman of the radio and 
appliance buyers advisory board of the 
Exchange, was chairman and Al F. Rice, 
district manager, Kelvinator Corp., 
toastmaster. 

In addition to the trade dinner the 
Monday luncheon of the Exchange was 
scheduled jointly with the San Francisco 
Electrical Development League, with 
Dr. Paul F. Cadman, former professor 
of economics, University of California, 
as keynote speaker on the market theme, 
rene Progress.” 


CoMPLETION of the Montana Power 
Co.’s $1,600,000 line, traversing 200 
miles from Thompson Falls to Ana- 
ave is scheduled April 1. 

APPLICATION FOR A PWA grant of $29,- 
250 to purchase generating equipment 
has been made by Murray, Utah. The 
city would contribute the balance to a 


cost of $65,000. 
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é' im CROSS ARM BRACES, too! 
: . 
i- 
i- 
e 
al 
1, _ si 
ot TT" BUY of yesterday in the automobile field would not be 
in your choice for transportation today. Automotive engi- 
t : a ‘ 
m neering progress has been paralleled by Hubbard’s engi- 
ry neering progress in pole line hardware—a noted example being 
‘3 the new Hubbard RIBBED cross arm brace. 
e 
re, : ae 
a Here is a brace that was designed in a scientific laboratory 
, unlike the ordinary flat brace that came from a blacksmith’s 
1e oie 
“a anvil. Its ability to withstand stresses and strains where the 
CO conventional brace will fail is due to the built-in rib which 
ith zreatly increases strength but does not add weight. 
sor ' g 
ia, ’ ‘ : ; ; ey 
in For your line specify the brace that scores of leading utilities 
Te ¢ rT P ic =) ] r av r e ; > ras 1} 
a a have already proven is the BUY of today. Your linemen will 
ence. Note the great- be protected from sharp corners by its round ends. And you'll 
wer er strength, longer , ; se a cea 
200 life, and safety to be get years of dependable service from Hubbard’s RIBBED cross 
na- found in Hubbard’s re 
RIBBED cross arm arm brace. 
brace. Complete stocks 
at your nearest branch 
29,- of the Graybar Elec- 
rent tric Company or the 
General Electric Sup- 
The ply Corporation. 
oa Patent Applied for 
Reb FU ey 
12 ul GTC auco 
Decimal 





THE HARDWARE MAKES THE LINE teen cas. PITTSBURGH | 
HUBBARD MAKES THE HARDWARE CHICAGO ae 
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Glass Insulators 
All Standard Numbers 
For All Purposes 


Made of high quality materials in a 
modern Pacific Coast plant produc- 
ing an unusually tough glass to with- 





SS INCORPORATED SSS 
Electrical Engineers and 
Manufacturers’ Representatives 


Los Angeles * San Francisco 





78 


Contractors Installing 


| Water District Jobs 


Electrical contractors are doing the 
big installation work for the Metropolli- 
tan Water District to bring Colorado 


| River water over mountain ranges from 


the Colorado River to the southern Cali- 
fornia region. Practically all of the 
transmission lines built for the Metro- 
politan Water District construction were 
erected by electrical contractors, and 
now the pumping plants too are being 
installed by contractors. 

Fritz Ziebarth is now constructing a 


| permanent 230-kv, power transmission 


line to serve the pumping plant. One 
sector of the line runs from the Parker 
dam to Iron Mountain for a second 
pumping plant. The line is 193 miles 
long. The lines are in the form of a Y 
across the desert with one foot at 
Boulder Dam and one arm reaching to 


Parker dam and the other to the Iron | 


Mountain pumping plant. From Iron 
Mountain the line is to be extended to 
Eagle Mountain and Hayfield pumping 
plants, making a total length of 237 
miles. Another line will extend from 
the Gene plant to the Intake plant on 
the Colorado River. 

The installation of the huge pumping 
plants, probably some of the largest in 
the world, will be made also by electri- 
cal contractors. H. H. Walker, of Los 
Angeles, has the contract for four of 
the five huge pumping plants. 
¢ 
PERFECT LOAD FACTOR is assured the 
Strawberry Water Users’ Assn. through 
an interchange power agreement with 
the Utah Power & Light Co., recently 
approved by the Utah Public Service 
Commission. Incidental to its water 
supply system, the Association operates 
a power plant near Spanish Fork. 
Without reserved capacity, the plant’s 
output varies widely, both above and 
below demand. Utah Power & Light 
has agreed to absorb and supply all 
excess. 

S 

Mason CouNnTY COMMISSIONERS at Shel- 
ton, Wash., have granted the Puget 
Sound Power & Light Co. permission 
to extend light service from Belfair to 
the Tahuya and Dewatto districts, and 
several other unpowered areas. 

ca 

ABANDONED BY GLOBE, Ariz., was a 
movement to borrow $350,000 from 
PWA to install a municipal electric sys- 
tem, following reductions on domestic 
rates of the Arizona Edison Co., rang- 
ing from 9 to 31 per cent. 

& 

For ITS TWO-MILLIONTH Type S meter 
socket the Westinghouse Electric & 
Manufacturing Co. is offering a reward 


of $50. 




















HOME OWNERS 
WILL BE SATISFIED 


years longer with a 


Lhevmador 


ELECTRIC WATER HEATER 


®@ Safe 
@ Durable 
@ Flameless 


@ Constant 
Hot 
Water 


@ Thrifty 


@ Good 
Looking 





































exclusive 
advantages 


1, MULTI-BLADE HEATING UNIT: 
Lasts more than twice as long 
because of balanced surface 
heat. 


2, THERMALERT THERMOSTAT: 
Immersed IN the tank, it gives 
accurate, controlled water tem- 
perature. 


3 PROTEC-DRAIN: No accidental 


“draining of water from tank. 

4, DE-SKALE JET: Keeps operat- 
ing unit clean. 

5 THERMALUSTRE FINISH: Spe- 
cial porcelain-like finish keeps 
its gleaming surface longer. 

6, GRANKO INSULATION: Keeps 
water hot longer. Assures 
thrifty operation. 

7, NO-RUST SHELL: Special air- 

plane rust resistant. Protects 

inside of outer shell. 









ELECTRIC ROOM HEATERS 


are your assurance of lasting service to 
the user. A complete line of electric 
heaters for every requirement. Write 
today for complete descriptive literature 
and price lists. 


“Seven Leagues Ahead” 


Thermador Electrical Mfg. Co. 


Factory: 2821 East Pico Blvd., Los Angeles 
557 Market St., San Francisco 
Builders Exchange—Fresno 
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Second Series of Seeing 
Conferences for East Bay 
IGHT Conservation Council of 


Northern California began on Jan. 
14 a series of six Science of Seeing 
Conferences in the East Bay district for 
the benefit of school architects, super- 
intendents, principals, nurses and super- 
vising boards generally, of that area. 
The meetings are to continue for a 
period of 6 weeks on each Thursday 
evening. The conferences were ar- 
ranged as a result of insistent demand. 

This series is the second of such con- 
ferences. The first was held in San 
Francisco in July, 1936. It was voted 
by the schoolhouse ‘planning division 
of the State Department of Education 
as having the highest possible value 
to it because of the manner in which 
fundamentals in lighting were presented 
and proved. Particularly was it con- 
sidered valuable because that depart- 
ment was in the throes of new and re- 
building programs. According to the 
chief of the department, the program 
enables it to design lighting for class- 
room study with an understanding which 
had heretofore been more misinforma- 
tion than anything else. 

Also as a result of the conservation 
council activity the State Department of 
Education has issued a teachers’ manual 
on lighting and seeing. It is to be 
printed by the state printer and dis- 
tributed to schools throughout the state. 

The speakers bureau of the Council 
last year spoke to 1,250 school teachers 
and principals from eight county dis- 
tricts and two city boards. Five more 
such meetings were scheduled for Jan- 
uary and others in February. 

The research committee. under chair- 
manship of Dr. Leland H. Brown of 
Stanford University, is at work organ- 
izing an eye examination of school chil- 
dren that will not be disputed by either 
the medical profession or the optome- 
trist. 
¢ 


Portland Electric Club 
Elects Officers 


Verne M. Miller, manager, North 
Coast Electric Co., Portland, last month 
was elected president of the Portland 
Electric Club. He succeeds Orr E. 
Crites, formerly merchandise manager 
of Portland General Electric Co., now 
with Hurley Machine Co., Chicago. 


Other officers are: first vice-president, 
George Wisting, Northwestern Electric Co.; 
second vice-president, Max I. Mullen, Mar- 
wood Co. of Oregon; secretary, Fred Star- 
rett, Portland General Electric Co.; treasurer, 
Jay J. Goodman, Northwestern Electric Co.; 
sergeant-at-arms, A. M. McLean, deputy city 


electrical inspector; and directors, S. E. Skel- 


ley, Pacific Power & Light Co. and W. B. 
Portauw, Fouch Electric Manufacturing Co. 


Berkeley Snow has been appointed executive 


secretary. 





1937 — Electrical West 


February, 





This photograph was taken in our studio in duplicate of a hook-up 
in actual use and is one of the heaviest in the U.S, A. Details sup- 
plied on request The Brewer-Titchener Corp. 


Hardware Used 


BTC Drop Forged Releasing Clamps 
BTC Drop Forged No. 3001 Hooks 
BTC Drop Forged Caps 
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CON-NEC-TITES 
GIVE MAXIMUM CONDUCTIVITY 


Smooth, rounded corners—no 
sharp edges—full round 
washer—nut retainer—made 
of brass, bronze or copper— 
full range of sizes—all types. 
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Specified by Leading 
Utilities Everywhere 


The longer life and lower maintenance 
cost of Crapo Galvanized Steel Strand and 
Wire are matters of record with many of 
America’s leading utilities. Time and again, 
these dependable products with their heavy, 
pure zinc galvanized coatings, have demon- 
strated their ability to resist corrosion far 
beyond the normal period of replacement. 


That is one of the reasons why utilities 
from Maine to California now specify Crapo 
Galvanized Products on all new and re- 


placement work. 


Indiana Steel & Wire Co. 


Muneie, Indiana 


Steel Strand 


Telephone and 
Telegraph Wire 





Typical installation of 
Cumberland County Power 
and Light Co., Portland, 
Maine. Crapo Galvanized 
Seven Wire Steel Strand 
used for guying. 


About People 


Portland Contractor 
Kills Housebreaker 


Discovering an armed prowler in the 
act of breaking into his home in Port- 
land, Jan. 15, S. C. Jaggar, electrical 
contracting engineer with the firm of 
Jaggar-Sroufe, shot and killed the bur- 
glar before he was able to effect en- 
trance. 

Jaggar, who was attracted by the 
sound of falling glass, surprised the in- 
truder attempting to unlock the broken 
door. Jaggar fired. Police found a 
loaded revolver in the slain man’s hand. 
On Jan. 22, the coroner’s jury termed 
the killing “justifiable homicide.” 


| H. A. LEMMON, commercial manager, 
Sierra Pacific Power Co., was appointed 


vice-president of the company during 
the past month. Long associated with 
Stone & Webster properties, and for- 
merly supervising the commercial and 
public relations matters for that com- 
panys properties throughout the con- 
tinent, Mr. Lemmon returned to the 
Reno company from which he had orig- 
inally joined the utility industry, be- 
cause of his health in 1933. 
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RaLpu J. CorDINER has been made as- 
sistant manager of the appliance and 
merchandise department of the General 
Electric Co. in an important change an- 
nounced by C. E. Wilson, vice-president 
in charge. Mr. Cordiner is well known 
in the West as former coast manager of 
Edison General Electric Appliance Co. 
we 


Westinghouse Makes 
Seattle Promotions 


Promotions at the Seattle office of 
Westinghouse Electric & Manufacturing 
Co. last month found Walter D. Mc- 
Donald, district manager there since 
1914, named assistant to the vice-presi- 
dent. Succeeding him as manager is 
D. B. Blake, who since 1921 has been 
identified with the sales and engineering 
force. 

The promotions were announced by 
W. R. Marshall, vice-president at San 
Francisco. Mr. McDonald has been 
with the Westinghouse organization 
since 1901. During 1935-36 he was 
president of the Electric Club of Wash- 
ington and was instrumental in secur- 
ing passage of the contractors’ licensing 
bill in the state Legislature. 


For Crosley 





These westerners were among 150 Cros- 
ley distributors who convened at Cincin- 
nati last month. They are (left to right): 
H. M. Ward, Marshall Wells Co., Port- 
land; P. W. Bialkowsky, Crosley Pacific 
Coast manager; C. D. Russell, vice-presi- 
dent, Associated Wholesale Electric Co., 
Los Angeles; H. A. Armbright, Crosley 
district manager, and O. L. Griggs, Mar- 
shall Wells Co., Billings, Mont. 
& 
RicHARD FAVILLE, assistant sales man- 
ager, Northwestern Electric Co., was 
honored at a banquet by the Portland 
junior chamber of commerce, Jan. 22, 
for his selection as Portland’s first 
junior citizen for 1936. 
RamMeses A. HAMMACK, 64, veteran 
Western power engineer, died recently 
in Denver of a heart attack. Mr. Ham- 
mack was associated with power in the 
West since 1896, when he became en- 
gineer for the Summit County Power 
Co. in Colorado. He had been with the 
Denver Gas & Electric Co. since 1922. 
© 


Georce K. Comstock, president of 
Electrical Products Consolidated, has 
been elected president of the Seattle 
chamber of commerce. 
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Graybar Promotes 
In San Francisco 


Heading a list of personnel changes 
of the San Francisco office of Graybar 
Electric Co. is the appointment of L. O. 
Fryer as sales manager of the San 
Francisco house. Mr. Fryer, who steps 
into a newly created position, has been 
service manager there for the past 7 
years. 

Other appointments announced by 
A. H. Nicoll, San Francisco manager, 
were: A. R. Frykland, assistant sales 
manager at San Francisco, to the Sac- 
ramento managership; H. F. Siesbuttel 
to Fresno sales manager, and John 
Scalapino, to San Francisco service 
manager. 

s 


CLAD IN KILTs and Glengarries, Mayor 
G. G. McGeer and Mayor-elect G. C. 
Miller of Vancouver were guests of 
honor at a luncheon of the Vancouver 
Electric Club recently. Master of cere- 
monies was E. E. Walker, of the B. C. 
Electric Co., impersonating the “Lord 
Mayor of London.” John Priestman 
presided. 

3a 


THomas H. Jupp has been appointed 
manager of the newly created trans- 
portation department of The Washing- 
ton Water Power Co. 

2 

A. L. Jones, Rocky Mountain district 
manager of the General Electric Co., is 
one of five newly elected commercial 
vice-presidents. Mr. Jones became dis- 
trict engineer at Denver in 1907 and 
district manager in 1928. 


Home Economist 


Mrs. Mary Lowell Schwin, who received 
her Master's Degree at the University of 
Colorado in 1929, has been appointed 
director of the home economics depart- 


ment of the Edison General Electric 


Appliance Co. 
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Watitace W. Ware, Santa Rosa at- 
torney, has been elected president of 
the California State Railroad Commis- 
sion for the administrative year 1937. 
He has been a member of the commis- 
sion since 1933, having been appointed 
by the late Governor Rolph. New ap- 
pointees to the commission announced 


by Governor Merriam are Ray L. Riley, | 


former state controller, and Ray C. 
Wakefield, Fresno attorney. Each will 
serve six years. They succeed W. J. 
Carr, who has joined the Los Angeles 
city attorney’s staff as utility expert, 
and Senator M. B. Harris of Fresno, 
both of whose terms expired Dec. 31. 


N. G. WALLace, attorney, of Bend, 
Ore., has been appointed by Governor 
Charles H. Martin of that state as Pub- 
lic Utilities Commissioner to succeed 
Frank M. McCulloch, resigned. The 
appointment and resignation were ef- 
fective Jan. 1. Mr. Wallace has had 
wide experience in irrigation litigation. 
Mr. McCulloch’s resignation was occas- 
ioned by an opportunity to enter pri- 
vate practice with the Portland law firm 


of Dey, Hampson & Nelson. 
& 


Joun Bray, San Francisco credit 
manager and assistant treasurer of 
Graybar Electric Co., has completed 35 
years of service. The span of time re- 
calls that in 1900 John Bray repre- 
sented Williams College at the Olympic 
Games in Paris. Completing his 30th 
year with the company is John C. Crup- 
per, quotation and editing department, 
Denver. 

* 

Water E. McHucn, district manager 
of the Washington Water Power Co.. 
died late in December in an Omak hos- 
pital following a week’s illness. Mr. 
McHugh established the first electric 
power system in the territory in 1909 at 
Salmon Creek. 

@ 

KENNETH W. KEENE, associate electrical 
engineer, has been placed in charge of 
the San Francisco laboratory of Under- 
writers’ Laboratories. Inc., according to 
Herbert G. Ufer, Western superinten- 
dent. He replaces Mr. Monti, who re- 
turned to the New York office of Under- 
writers’ Laboratories where he is to spe- 
cialize in important work for which he 
is particularly qualified. Mr. Keene 
has been at the New York office for 
about 15 years and is considered one of 
the best informed men on the staff of 
Underwriters’ electrical engineers. 

2 


James H. PoLtuemus, general manager 


of the Portland General Electric Co.. 
has been reappointed to the Port of 
Portland commission. 
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z ‘Necdiy. tool steel made’ to the - 
_ Most exacting specifications— 


ine tha 


Through the old craftsman | 
methods of individual manufac- — 
turing and individual heat treat- — 


ing— 


To the final steps of rigid in- 


spection and testing, each pair of 
pliers that carries the Klein trade- 


mark represents the maximum in | 


plier quality. 


Klein methods viewed in’ the” 


light of modern mass production _ 


are necessarily more costly. 

On the other hand, for a man 
who demands a plier of Klein 
quality there is no way to pro- 
duce it except the Klein way. 





3208 BELMONT AVENUE, CHICAGO, ILL. — 
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* Automatic MIXMASTER * Double-Auto- 
matic IRONMASTER * Silent AUTOMATIC 
TOASTER * COFFEEMASTER * WET- 
PROOF HEATING PAD * MASTER CORD 





and PLUG SET * GLASS COFFEE MAKERS | 
FANHEATER *® FLAT TOASTER ® Automatic | 


CLOTHES SPRAYER. 
Made and guaranteed by 


CHICAGO FLEXIBLE SHAFT COMPANY 
5600 West Roosevelt Road, Chicago, Ill. 


316 Commercial St., Los Angeles, Cal. 
921 lIth Ave. N., Seattle, Wash. 


47 YEARS MAKING QUALITY PRODUCTS 





















Patented 


them in stock. 


No. 7000-SR Portable Lamp 
Guard with Rubber Handle 


ac 
oO 





Listed by Underwriters’ Laboratories 


MSGILL 


10 Amp. “T”’ 125 Volts 
5 Amp. 250 Volts 


Install McGILL Levolier switches for safety, 
economy and convenience. For individual con- 
trol of fixtures or in combination with wall 
switches. The No. 1010 will handle any size 
Mazda lamp or combination of Mazda and high 
intensity lamps up to 1000 watts. Also for frac- , 
tional h.p. motors. Your wholesaler carries 





Write for Bulletin No. 59 


Box No. 604 


Serious Planning? 





A candid camera caught (left to right) 
President Fred Lewis, Operating and Eco- 
nomics Section Chairman Al Copley, and 
Business Development Section Chairman 
Al Nicoll, all of the Pacific Coast Elec- 
trical Assn., in an informal conference. 
They said they were laying plans for the 
convention at Huntington Hotel, Pasa- 
dena, May 20 and 21 
coy 


Roy C. Kenney, for the past 19 years 
manager of the Portland branch of 
NePage McKenny Co., has opened of- 
fices at 1104 W. Burnside St., where he 
will continue in electrical contracting 
under the name, Kenney Electric Co. 
H. W. Boynton will be superintendent 
of construction. 




















—a 
a 


10 Amp. 


Switch No. 1010 


A— Fibre shields to 
control the arc. B— 
Heavy inner contact 
spring to give good 
electrical contact. C 
—Double outer con- 
tact springs to pro- 
vide greater resili- 
ency, giving longer 
No. 1425 life. 
Loxon Guard 


Orr E. Crites, for many years mer- 
chandise manager, Portland General 
Electric Co., and recently with the 
General Electric Supply Corp., in 
Portland, has joined the Hurley Ma- 
chine Co. at Chicago. 

e 


FranK D. Facan has been appointed 
district manager of the Progress Corp., 
national distributor for the Packard 
Electro-shaver and other Dictograph 
products, including the new Silent ra- 
dio. His offices are at 479 Monadnock 
Bldg., San Francisco. Mr. Fagan was 
formerly with General Electric Co. on 
the Pacific Coast and with Thomas A. 
Edison, Inc., in the east. Progress 
Corp. headquarters on the coast are at 
Los Angeles with H. R. Zenker as Pa- 


cific Coast manager. 
& 


E. B. Stronc, formerly president and 
general manager of Technical Publish- 
ing Company, which from 1905 to 1919 
published the predecessor of ELEcTRI- 
caL WEsT, namely, Journal of Electric- 
ity, Power and Gas, died at his home 
in San Rafael, Jan. 16. 

Since his retirement from the publi- 
cation, Mr. Strong, active in other in- 
terests, no longer maintained his con- 
tact in the electrical industry. 


WituaMm J. Cotrrety, for fourteen 
years Northwest representative for Al- 
lied Industries, has resigned to form a 
manufacturer’s agency of his own. He 
will handle electrical lines and will 
retain his headquarters in the Rudie 


Wilhelm Warehouse, Portland. 
css 


"Rancher" Sam 





Sam L. Hall, of San Diego, took top 
honors in Westinghouse refrigerator dis- 
tribution last year and won himself a 
new ten gallon hat and the right to the 
name of “Rancher”. Hall is president 
of Electric Supplies Distributing Co., of 
San Diego, and his company sold 190 
per cent of its quota in 1936—a quota 
that was twice that of any previous year 
for the territory of San Diego and 
Imperial counties 
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Lighting Lei 





Of two pictures taken upon his departure 
from the Hawaiian Islands, where he went 
to conduct a successful lighting school 
for W. A. Ramsay, Ltd., we can print this 
one of Leo Gianini, illuminating engineer, 
G. E. Lamp division, San Francisco. The 
other has nothing to do with lighting, 
‘ unless it be the “light that lies, etc." 
‘ Leonard Withington of Ramsay's, newest 

member of the San Francisco Bay Cities 

chapter of I|.E.S. sent this picture of 
; P. S. Pell, manager, decorating Leo 
; Gianini with a Mazda Lei 


F. J. Remxe, Northwest division man- 
ager of General Electric Co.’s Incan- 


a descent Lamp Department, died in Port- 
1- land Jan. 1. Forty-two years old, Mr. 
- Reinke hed been with the company in 
le Portland for 26 years, except for 2 
I years in the Army. 
ie ‘ 

H. A. Watsn, recently transferred 

from Baton Rouge, La., becomes the 

new sales manager of the El Paso Elec- 

tric Co. He has been with the Stone & 

Webster organization since 1920 in both 

engineering and sales activity. 

a 

\sceR VILsTRUP, acting plant manager 

of the British Columbia Electric Rail- 

way Co., was elected president of the 

Engineering Profession in British Co- 

lumbia, at the annual meeting held in 

Vancouver. 

2 

J. W. Rosrtnson has been appointed 

district manager of the technical divi- 
: sion of Leeds & Northrup Co. at San 
; | Francisco, succeeding N. H. Cohn who 
. has been transfered to Chicago as dis- 
e trict manager. Mr. Robinson comes 
t West after fourteen years with the com- 
Ff pany at Atlanta. Mr. Cohn replaces Lee 
0 E. Emerich, former Pacific Coast man, 
: who becomes assistant sales manager 


‘4 of the technical division of the company 


at Philadelphia. 
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C. M. WeatHerwax, of the Ray-O- 
Light Co., electrical contracting firm in 
Honolulu, Hawaii, was guest speaker 
at the Los Angeles Estimators Club 
Jan. 21. 

# 

Joun S. NePacE, vice-president of the 
NePage McKenny Co., Seattle, has 
taken over the management of the 
Portland branch. Bruce A. MacGregor 
is superintendent of construction. 

* 

NorMAN V. ARNTZEN, of Hubbard & 
Co., recently moved from Oakland tu 
Portland to become the Northwest rep 
resentative of this firm. 


A. C. Surrer succeeds the late Ralph 
Jones as representative of the Benjamin 
Electric Manufacturing Co. in Seattle, 
it was announced by the factory. Mr. 
Sutter will operate from the same ad- 
dress of 1726 26th Ave., North Seattle. 


Harry A. Bett, Broadway Department 
Store, Los Angeles, Calif., was a win- 
ner of an honorable mention in the Na- 
tional Electrical Housewares Week win- 
dow display contest conducted by the 
twelve manufacturers of electrical ap- 
pliances and the Edison Electric Insti 
tute. 


Have You Receive 
Your Copy? 


ae 


Complete facilities for the 
manufacture of special oil 
cooled transformers and 
repairs on all makes of 
distribution and power 
transformers. 





This new catalog will help 
solve your transformer 
problems. It describes our 
complete line of trans- 
formers for Dry Type In- 


dustrial and Signal use. 


For economical, depend- 
able service use "Jeffries." 
Built by a specially trained 
organization with com- 
plete, modern equipment 
for the manufacture and 
repair of transformers ex- 


clusively. 


Use the coupon below for 
more details and your 
copy of our 1937 catalog. 



































JEFFRIES 
TRANSFORMER 
COMPANY 


5706 Long Beach Avenue 
Los Angeles 


DEPENDABLE TRANSFORMERS 
SINCE 1923 







JEFFRIES TRANSFORMER COMPANY 
5706 Long Beach Ave., Los Angeles, Calif. 


Yes, send me a copy of your 1937 catalog 


1 would like additional 
repair service 


information on your 


Name 

Street Address 
City 

State 
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RANGES EQUIPPED WITH @ 


CHROMALOX 


ELECTRIC RANGE UNITS 


ARE easior TO SELL/ & 


CHROMALOX Units speed up 


cooking. 

ee . b | 7° = - 
Two-burners-in-one” conserves 
electricity. 

They provide the ideal frying unit. 

They are not injured by spill-overs. 
Flat surfaces are easy to clean. 
Write to our nearest representative for full infor- 

mation about the Chromalox Sales Plan. 

Represented by 


_ 
+ 


wey oN 


MONTGOMERY BROTHERS 
911 Western Ave., Seattle, Wash. 
1501 N. W. Kearny St., Portland, Ore. 
61 Fremont St., San Francisco, Calif. 
912 E. 3rd St., Los Angeles, Calif. 





THE PETERSON COMPANY 
1921 Blake St., Denver, Colo. 










EDWIN L.WIEGAND CO. 
7540 Thomas Blvd. Pittsburgh,Pa. 













YOU CAN MAKE QUICK 


PROFITS WITH FAST 
Selling CLIFTON 


FRICTION TAPE 
FRICTION CLOTH 


AND SPLICING 
COMPOUNDS 


e 
Represented by 





GEO. E. HONN CO. 


420 MARKET ST., SAN FRANCISCO 


912 EAST THIRD ST., LOS ANGELES 


| 
ASSOCIATED SALES ENGINEERS 


ALBERT S. KNIGHT CO. 


| 3006 WESTERN AVE., SEATTLE 


COMPLETE STOCKS CARRIED AT 
ALL 3 PACIFIC COAST POINTS 








| CLIFTON MFG. CO. 


ii 65 BROOKSIDE AVE., BOSTON, MASS. 








About the Trade 








REFRIGERATOR MERCHANDISING occupied 
the attention of 400 Westinghouse 
dealers and salesmen from Utah, Idaho, 
Nevada and Wyoming, who gathered in 
Salt Lake City last month, at a meet- 
ing attended by R. C. Cosgrove, re- 
frigeration department manager of 
Westinghouse. D. M. Salisbury, Salt 
Lake City manager for Westinghouse 
Supply Co., presided. 

€ 


Auuis-CHALMERS Manufacturing Co. is 
now operating its subsidiary, Condit 
Electrical Manufacturing Corp., as a 
company unit, known as Allis-Chalmers 


| Manufacturing Co.-Condit Works. Per- 


sonnel is headed by George A. Burn- 
ham. 
® 


REASSIGNMENT OF DISTRIBUTORSHIP for 
General Electric washers and ironers 
last month included the following new 
Western distributors: D. K. Sweeney 
Co., Denver; Valley Electric Supply 
Co., Fresno; E. O. Cone Co., El Paso, 
and The George Belsey Co., Ltd., Los 
Angeles. Also appointed were General 
Electric Supply Corp. branches at Salt 
Lake City, Utah, San Francisco, Port- 
land, Seattle and Spokane. 

& 


Tue Bristot Co. has extended Western 
sales and service facilities on its record- 
ing and controlling instruments with the 
opening of an office at 5525 White 
Building, Seattle. 

& 


PUBLIC RELATIONS was the topic on 
which E. H. Adams, vice-president of 
the British Columbia Efectric Railway 
Co., addressed 60 members of the 
Canadian Electrical Assn. when it as- 
sembled Jan. 7 at Harrison Hot Springs, 
B. C. Mr. Adams is president of the 
association. 

& 


WESTINGHOUSE ELEcTRIC SUPPLY 
Co., in Portland recently remodeled its 
headquarters, turning the first floor 
into a sales showroom and moving 
offices to a mezzanine. C. R. Bach, man- 
ager, then staged an open house to 
dealers. An excellent lighting instal- 
lation is operated at night to attract 
passers-by. 

& 


A NEW OFFICE, air-conditioned and 
all-electric, is under construction by the 
Southern California Edison Co. Ltd., at 
128 N. Bright Ave., Whittier. Fronted 
with black structural glass and insu- 
lated with mineral wool, the 42x124-ft. 
stucco building will be distinctively 
modern. 





ALToRFER Bros. Co., recognizing the 
potentialities in washing machine sales 
to Spanish-speaking customers, particu- 
larly in the Southwest, has produced a 
full line of circulars in Spanish lan- 
guage which are made available to deal- 
ers in any region wishing them. The 
circulars tell the complete washing ma- 
chine and ironer story in Spanish and 
in the usual well-illustrated style. 





Threadless Ground Clamp 





Hartman ground clamps are designed to re- 
ceive unthreaded grounding conduit at any desired 
angle. Connected to water pipes by means of 
U-bolts that range in sizes to fit %-in. to 6-in. 
water pipe. One type of U-bolt takes %-in.. 
%-in. or l-in. pipe, while the hubs are made in 
14-in., %-in. or l-in. conduit sizes. 


B. HARTMA 168 Sunset St. 


Long Beach, Cal. 














FOR 


® Lasting Economy 
© Strength 
© Safety 


USE LOCUST 


PINS 
Oak Brackets 
and Pole Steps 


LOCUST PIN CO. 


FRONT ROYAL, VA. 





PROFESSIONAL 
SERVICES 





ELECTRICAL TESTING 


LABORATORIES 
Electrical Photometrical, Chemical and Me- 


chanical Tests. Inspection of Materiales and 
Apparatus at Manufactory. 


80th St. and East End Ave., New York 


ARTHUR R. KELLEY 
CONSULTING ENGINEER 


Reports and Valuations, Public Utility 
Industrial Properties 


Edison Bldg. Los Angeles 
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Geo. E. Honn Co., 420 Market St., 
San Francisco, has been appointed rep- 
resentative for utility hoists, solderless 
connectors and ground rod clamps of 
the Jasper Blackburn Products Corp. 


KENNETH RyAts, Stone-Ryals Electric 
Co., San Francisco, was elected presi- 
dent of the San Francisco Electrical 
Contractors Assn., Inc., at a recent an- 
nual meeting. L. J. Douat was re- 
elected vice-president. He is general 
manager of Buzzell Electric Works, San 
Francisco. Ed Martin, Sterling Electric 
Co., was reelected secretary and George 
Smith, Smith Electric Co., treasurer. On 
the board of directors were elected C. B. 
Kenney, Kenney Bros. Electric Co.; F. 
O. Sievers, of Kuchel-Sievers Electric 
Works; H. C. Reid; James Galvin, Gal- 
vin Bros. Electric Co.; Clyde L. Cham- 
blin, California Electric Construction 
Walter Spencer. 


Wittram WUELKER has announced that 
his partnership with Panama Lamp & 
Commercial Co., San Francisco, has 
been dissolved. His reflectors, the “Baby 
White Kitten”, Wuelker Adjusto-angle 
and Flexo-dome, are being manufac- 
tured and distributed by Wuelker Light- 
ing Co., 889 Pacific Ave. 


UNDER CONSTRUCTION at Sacramento 
and scheduled for occupancy March 1, 
is a new house for the General Electric 
Supply Corp. Constructed of reinforced 
concrete at 1131 F St., the $18,000 
building will cover 15,000 sq.ft. All 
rooms will be air conditioned, and the 
main display room, in which major ap- 
pliances wil be shown, will measure 
30x100 ft. Other rooms are provided 
for the display of radios and appli- 
ances, according to Ralph W. Hunting, 
branch manager. 


ELECTRICAL SPECIALTY Co., INc., 
San Francisco, is moving from 1575 
Folsom St., to larger quarters at 316 
Eleventh St. L. L. Gribble, sales man- 
ager, announced the change. The com- 
pany is manufacturers’ agent for Mi- 
canite insulators, Perfect Empire in- 
sulators, Lamicoid bakelite goods, 
Stackpole carbon brushes and elec- 
trodes, Barkelew knife switches, Bake- 
lite products, Reynolds Electric Co. 
food mixers, peelers, color hoods and 
flashers, and Monarch fuses. 

~ 


Tae Witutram VoLker Co., Los An- 
geles, has been appointed representative 
for the National Enameling and Stamp- 
ing Co., Milwaukee, as furniture job- 
bers. It will distribute Nesco electric 
broilers and cookers. 


February, 1937 — Electrical West 


An InpusTRIAL Wirinc Survey form 
has been offered to contractors and en- 
gineers by Anaconda Wire and Cable 


Co. Its purpose is to facilitate investi- | 


gation of conditions of electrical equip- 
ment and wiring in industrial plants 
from the standpoint of the ability to 
carry load, surplus or spare capacity, 
system defects, safety, deterioration and 
obsolescence. Contractors will find it 
offers a logical procedure for making 
a survey which if followed should pro- 
duce a sales report that can be turned 
into many new installations. 


Leonarp R. Foss Stupios, INc., mak- 
ers of parchment lamp shades in Oak- 
land, Calif., are conducting a campaign 
offering home lighting service to resi- 
dents of the East Bay communities of 
Oakland and Berkeley. In a letter to 
consumers the modern trend is men- 
tioned and services of specialists in re- 
designing home lighting equipment is 
offered without obligation. The move- 


ment is designed to tie in with the bet- | 


ter light campaign of the season. 


a 
O. W. Coomss Sates Co., 123 West 
18th St., Los Angeles, has been ap- 


pointed distributor in southern Califor- 





| 
| 





nia, Arizona and Nevada for LaSalle | 


Lighting Products, Inc., Buffalo. 
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> ASSURES 
SATISFACTION 


KORTICK 


Manufacturing Company 


Executive Offices, Plant & Main Warehouse: 


345 First St., San Francisco, Calif. 


Complete Warehouse Stocks at: 
PORTLAND @ LOS ANGELES @ SEATTLE 





chanical strength . 





HEMIN 


Gia 


INSULATORS 


for primary and secondary insulation 
service and rural line needs. 


Brass-bushed for great strength, perfect threads and 
full protection against pin expansion. 


Hemingray provides many advantages: greater me- 
. . sustained dielectric strength ... 
unaffected by sudden temperature changes. . 
stands maximum insulator pin expansion. . 
ages or deteriorates . .. all surfaces impervious to 
moisture ...tougher—withstands rough handling... 
clear and flawless for easy inspection. 


Available in all styles ... clear or brown glass... 
ratings up to 15,000 volts. Write for samples. 
Owens-Illinois Glass Company... 
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In New Equipment 








Plug Has Bayonet Lock 


A plug with a rubber ram, which when 
pushed wedges auxiliary bayonet prongs 
along each of the two contact prongs, lock- 
ing the plug in the socket, is being manu- 
factured by Hy-Duty Products Co., 1803 Hope 
St., Los Angeles. Cased in soft rubber, it is 
designed especially for use with home appli- 
ances and portable shop equipment. 


2 
New Calrod Thrift Coils 


A hi-speed Calrod unit with coils flattened 
on the top to give eleven times more contact 
surface has been announced by Edison Gen- 
eral Electric Appliance Co. of Chicago. The 
unit will be standard on all Hotpoint electric 
ranges when production facilities can meet 
the demand. It is said in laboratory tests to 
have delivered 10-per-cent faster heating on a 
given current. Construction features remain 
unchanged. 


eo 
f 








Multi-Breaker Load Center 


Particularly applicable for residential serv- 
ice, a small low-priced multi-breaker load 
center has been simultaneously announced by 
Westinghouse and the Square D Co., as a 
substitute for the conventional 115/230-volt a. 
c. protective equipment. The center consists 
of one or more small automatic circuit break- 
ers grouped in a sealed moulded housing, 
each capable of interrupting 5,000 amp. at 
115 volts a.c. 

Operation is similar to that of large break- 
ers. The operating handle has toggle action 
between “on” and “off” positions marked on 
the cover plate. After the breaker has been 
tripped by overload, it may be reset by mov- 
ing the handle to “off,” then to “on.” If the 
overload continues, the breaker will immedi- 
ately retrip, and cannot be held closed. All 
but line and branch load terminals are sealed 
within the breaker housings. Combinations 
for residential requirements up to 70 amp. 
will be available first. 


Conrol for Synchronous Machines 


A new line of larger rocking contact vol- 
tage regulators, known as type J, for the con- 
trol of large synchronous machines, has been 
announced by Allis-Chalmers Manufacturing 
Co. Compared to the standard regulators, 
type J provides a greater number of steps 
with higher current carrying capacity. Design 
of the equipment is such that wear is reduced 
by the entire regulator being at standstill 
when the machine is at normal voltage. A 
modified type is available for control of large 
direct current generators. 


IT IN 


Clip-On Ammeters 


A complete new line of dual range Clip- 
On ammeters has been announced by Fer- 
ranti Electric, Inc., 30 Rockefeller Plaza, 
N.Y. Additions to the line make the fol- 
lowing combinations available: 0-10/50, 
0-15/75,  0-20/100, 0-50/250, 0-100/500, 
0-100/1000, 0-200/1000. Thus currents from 
1/5 to 1,000 amp. may be measured without 
opening the line or removing insulation. 


s 
Concentric Coil Winding Head 


A head which winds single-phase-motor 
coils in gangs up to six in a nest, connected 
in series for removal together and insertion 
in the stator without series soldering, has 
been developed by the Ideal Commutator 
Dresser Co., 1042 Park Ave., Sycamore, III. 
Mounted on a base plate are two adjustable 
aluminum segments over which the coils are 
wound, and which collapse to permit quick 
removal of coils. 





THE WEST 





TRY THE SUPER- POWERED 
JUMBO FIRST 





IDEAL 
“JUMBO” 
cleaner Blows, 
Vacuums, 
Sprays. 
Powerful! 
Let us prove its 
superiority. 
10 day free 
trial. 
IDEAL COMMUTATOR DRESSER CO. 
1042 Park Ave. Sycamore, I\linols 
ta SSSR 
Air Conditioning 
Frigidaire Corp. 


Genera! Elec. Co. 

Graybar Elec. Co., Inc. 

Kelvinator Corp 

Norge Division, Borg-Warner Corp. 


Ammeters and Voltmeters 


Bristol Co. 

Ferranti Elec., Inc. 

General Elec. Uo. 

Roller-Smith Co. 
Westinghouse Elec. & Mfg. Co. 
Weston Elec. Instr. Corp. 


Anchors, Guy 

A. B. Chance Co. 
Hubbard & Co. 

James R. Kearney Corp. 


Anchor and Guy Rods 

A. B. Chance Co. 
General Elec. Co. 
Hubbard & Co. 

Maydwell & Hartzell, Inc. 


Appliances, Household 
— Gen. Elec. Appliance Co., 
ne, 
General Elec. Co. 
General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 
Lindemann & Hoverson Co., A. J. 


86 


Malleable Iron Range Co. 

National Enameling & Stamping Co. 
The Silex Co. 

Westinghouse Elec. Supply Co. 


Belts, Safety Straps, Pole Climbers 
Western Hardware & Tool Co. 


Boxes 
General Cable Corp. 
General Elec. Co. 
Superior Switchboard & Devices Co. 


Brackets, Wood 
Locust Pin Co. 


Breakers 


Air Circuit Breakers 

General Elec. Co. 

I-T-E Circuit Breaker Co. 
Roller-Smith Co. 

Sangamo Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Oil Circuit Breakers 
Allis-Chalmers Mfg. Co. 
Delta-Star Electric Co. 
General Elec. Co. 

Pacific Elec. Mfg. Corp. 
Roller-Smith Co. 
Westinghouse Elec. & Mfg. Co. 


Bus Fittings 


Burndy Eng’g Co. 
General Elec. Co. 
Pacific Elec. Mfg. Corp. 


Buses 
Aluminum Co. of America 


Cable Accessories 
General Cable Corp. 


General Elec. Co. 
John A. Roebling’s Sons Co. 


Cables 


Aluminum Co. of America 
American Steel & Wire Co. 
Columbia Steel Co. 


Crescent Ins. Wire & Cable Co. 


Crucible Steel Co. of America 
General Cable Corp. 

General Elec. Co. 

Graybar Elec. Co., Inc. 
Indiana Steel & Wire Co. 
Maydwell & Hartzell, Inc. 
National Elec. Products Corp. 
The Okonite Co. 
Okonite-Callender Cable Co. 
Providence Insulated Wire Co. 
Rockbestos Products Corp. 
John A. Roebling’s Sons Co. 
United States Steel Corp. 
Westinghouse Elec. & Mfg. Co. 


Carbon Brushes 
National Carbon Co., Inc. 


Carbon Products 
National Carbon Co., Inc. 


Chimes 
Square D Co., Inc. 


Clamps, Ground 
B. Hartman 
Reliable Elec. Co. 


Coffee Makers 
The Silex Co. 


Coil Winding 
Jeffries Transformer Co. 


Commutator Dressers 
Ideal Commutator Dresser Co. 


Compounds, Insulating 


Clifton Mfg. Co. 
General Cable Corp. 
General Elec. Co. 


Condensers, Electric 


Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Conduit 

Aluminum Co. of America 
General Elec. Co. 

Youngstown Sheet & Tube Co. 


Conduit, Underground 


Fire Proof Wall Co. 
Johns-Manville Corp. 


Connectors 

Burndy Eng’g Co. 

James R. Kearney Corp. 
Reliable Elec. Co. 


Controllers 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 

Square D Co. 

Westinghouse Elec. & Mfg. Co. 


Cutouts 


General Elec. Co. 

James R. Kearney Corp. 
Schweitzer & Conrad, Inc. 
Westinghouse Elec. & Mfg. Co. 


Demand Control 


General Elec. Co. 
Wesix, Inc. 


Distribution Specialties 

General Elec. Co. 

Hubbard & Co. 

James R. Kearney Corp. 

Maydwell & Hartzell, Inc. 

St. Louis Malleable Casting Co. 
Superior Switchboard & Devices Co 


Electrodes, Arc Welding 


General Elec. Co. 
John A. Roebling’s Sons Co. 
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G.C.A. 


Lamp Replacers 
Lamp Base 
Removers 
f Cartridge Fuse 
Tongs 
Switch Hooks 


Send for Catalogue 
We have been making 
safety tools for 20 
years 


The G. C. A. 
Manufacturing 


Co. 
Pittsfield, Mass. 


Enclosures, Meter and Instrument 
Superior Switchboard & Devices Co. 


Fans 
General Elec. Co. 
B. Hartman 


Farm Electrification Equipment 
General Elec. Co. 


Fittings, Conduit 
General Elec. Co. 


Fittings, Insulator 
Brewer-Titchener Corp. 


Fixtures, Lighting 

Benjamin Elec. Mfg. Co. 
General Elec. Co. 

Pittsburgh Reflector Co. 
Smoot-Holman Co. 
Westinghouse Elec. & Mfg. Co. 


Floodlighting 


Crouse-Hinds Co. 

Curtis Lighting, Inc. 

General Elec. Co. 

Pittsburgh Reflector Co. 

S & M Lamp Co., Ine. 
Smoot-Holman Co. 
Westinghouse Elec. & Mfg. Co. 


Flumes 

California Corrugated Culvert Co. 
R. Hardesty Mfg. Co. 

Pure Iron Culvert & Mfg. Co. 
Washington Corrugated Culvert Co. 
Western Metal Mfg. Co. 


Gasoline 
Union Oil Co. 


Gates 


California Corrugated Culvert Co. 
R. Hardesty Mfg. Co. 

Pure Iron Culvert & Mfg. Co. 
Washington Corrugated Culvert Co. 
Western Metal Mfg. Co. 


Generators 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 


Graphite Products 
National Carbon Co., Inc. 


Ground Rods 
Maydwell & Hartzell, Inc. 


Heaters, Air 


Edison Gen. Elec. Appliance Co. 
Noblitt-Sparks Industries, Inc. 
Thermador Elec’] Mfg. Co. 
Wesix Inc. 

Edw. L. Wiegand Co. 


Heaters, Water 

Edison Gen. Elec. Appliance Co. 
Fowler Mfg. Co. 

Lindemann & Hoverson Co., A. J. 
Malleable Iron Range Co. 
Standard Elec. Stove Co. 
Thermador Elec’! Mfg. Co. 

Wesix Ine. 

Westinghouse Elec. & Mfg. Co. 


Heating Element—Repair Part 
Edw. L. Wiegand Co. 
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instruments, Measuring and 

Recording 

See Ammeters, Voltmeters, Watt- 
meters. 


Insulation 


General Elec. Co. 
Johns-Manville Corp. 
Ohio Brass Co. 


Insulators 
Brewer-Titchener Corp. 
Corning Glass Works 
Graybar Elec. Co., Inc. 
Hemingray Glass Co. 

Geo. E. Honn Co. 

Lapp Insulator Co., Inc. 
Maydwell & Hartzell, Inc. 
Ohio Brass Co. 

Owens-Illinois Glass Co. 
Westinghouse Elec. & Mfg. Co. 


Ironers 

Easy Washing Machine Corp. 
Genera! Elec. Co. 

Norge Division, Borg-Warner Corp. 
Savage Distributing Co. 


Knobs, Tubes, Cleats 
Standard Elec’! Porcelain Mfrs. 


Lamp Guards 
McGill Mfg. Co. 


Lamp Replacers 
G.C. A. Mfg. Co. 


Lamps, I. E. 8. 
Faries Mfg. Co. 
General Elec. Co. 
Lumidor Mfg. Co., Ine. 


Lamps, Mazda 


General Elec. Co. 
Westinghouse Lamp Co. 


Lamps, Student 
Lumidor Mfg. Co., Inc. 


Lamps, Sun 
General Elec. Co. 


Lighting Equipment 

Benjamin Elec. Mfg. Co. 
Crouse-Hinds Co. 

Curtis Lighting, Inc. 

Faries Mfg. Co. 

Smoot-Holman Co. 
Westinghouse Elec. & Mfg. Co. 
Wuelker Reflector Mfg. Co. 


Line Material 


Maydwell & Hartzell, Inc. 
Ohio Brass Co. 


Meters 


The Bristol Co. 

General Elec. Co. 

Lincoln Meter Co. 

L. A. Nott 

Sangamo Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Weston Elec’! Instrument Corp. 


Motors 

Allis-Chalmers Mfg. Co. 
General Elec. : 

Westinghouse Elec. & Mfg. Co. 


Motor Starters 

Allis-Chalmers Mfg. Co. 
General! Elec. Co. 

Square D. Co., Inc. 
Westinghouse Elec. & Mfg. Co. 


Oil, Lubricating 
Associated Oil Co. 
Shell Oil Co. 

The Texas Co. 
Union Oil Co. 


Oil, Transformer & Switch 


Associated Oil Co. 
General Elec. Co. 
Shell Oil Co. 
The Texas Co. 
Union Oil Co. 


Panel Boards 

General Elec. Co. 

Square D Co., Inc. 

Superior Switchboard & Devices Co. 
Westinghouse Elec. & Mfg. Co. 


Photoelectric Cells 
General Elec. Co. 
Weston Elec’] Instrument Corp. 


Pins, Wood 
Locust Pin Co. 


TO BUY IT IN THE WEST 


Pole Line Hardware 


Brewer-Titchener Corp. 
General Electric Supply Corp. 
Graybar Electric Co., Inc. 
Hubbard & Company 

Joslyn Co. of California 
Kortick Mfg. Co. 

Maydwell & Hartzell, Inc. 
Porcelain 

Standard Elec. Porcelain Mfrs. 


Public Utilities 


California Oregon Power Co. 
Idaho Power Co. 

Mountain States Power Co. 
Northwestern Electric Co. 

Pacific Gas and Electric Co. 
Pacific Power & Light Co. 
Portland General Electric Co. 
Puget Sound Power & Light Co. 
San Diego Cons. Gas & Elec. Co. 
San Joaquin Light & Power Corp. 
Southern California Edison Co. Ltd. 
Utah Power & Light Co. 
Washington Water Power Co. 


Pullers, Slack 
A. B. Chance Co. 


Pumps 
Pelton Water Wheel Co. 
Range Units 


Edison Gen. Elec. Appliance Co. 
Edwin L. Wiegand Co. 


Ranges 


Edison Gen. Elec. Appliance Co. 
General Elec. Co. 

General Elec. Supply Corp. 
Kelvinator Corp. 

Lindemann & Hoverson Co., A. J. 
Malleable Iron Range Co. 

Norge Division, Borg-Warner Corp. 
Standard Elec. Stove Co. 

Walker & Pratt Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


Reflectors 


Benjamin Elec. & Mfg. Co. 
Curtis Lighting, Inc. 
Pittsburgh Reflector Co. 
Smoot-Holman Co, 
Westinghouse Elec. & Mfg. Co. 
Wuelker Reflector Mfg. Co. 


Refrigerators 

Frigidaire Corp. 

General Elec. Co. 

General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 

Kelvinator Corp. 

Leonard Refrigerator Co. 
Malleable Iron Range Co. 

Norge Division, Borg-Warner Corp. 
Westinghouse Elec. & Mfg. Co. 


Relays 


Genera! Elec. Co. 
Roller-Smith Co. 
Square D Co., Ine. 


Rheostats & Resistors 


General Elec. Co, 
Westinghouse Elec. & Mfg. Co. 


Roasters 


National Enameling & Stamping Co. 
Westinghouse Elec, & Mfg. Co. 


Rolls, Wringer 
Lovell Mfg. Co. 


Rural Line Hardware 


General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 
Hubbard & Co. 

Joslyn Co. of Calif. 
Kortick Mfg. Co. 

Maydwell & Hartzell, Inc. 


Service Organizations 


Crocker First National Bank 

Elec’] Testing Labs. 

McGraw-Hill Book Co. 

Northwest Elec. Light & Power 
Association 

Pacific Coast Elec’) Ass’n 

Pacific Coast Elec’] Bureau 


Strand, Guy 


Maydwell & Hartzell, Inc. 
Pacific Wire Rope Co. 


Street Lighting Fixtures 
General Elec. Co. 

Graybar Elec. Co., Inc. 
Hubbard & Co. 

Westinghouse Elec. & Mig. Co. 


Switchboards 
Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Roller-Smith Co. 
Square D. Co., Inc. 


Switches, Disconnect 

Delta-Star Electric Co. 
General Elec. Co. 

Kearney Corp., James R. 
Pacific Elec. Mfg. Corp. 
Schweitzer & Conrad, Ine. 
Westinghouse Elec. & Mfg. Co. 


Switches, Fuse 

General Elec. Co. 
Kearney Corp., James R. 
Schweitzer & Conrad, Ine. 


Switches, Heater 
General Elec. Co. 


Switches, High Tension 
James R. Kearney Corp. 


Switches, Meter Test 
General Elec. Co. 
Meter Devices Co. 
Square D Co., Ine. 
Superior Switchboard & Devices Co. 


Switches—Pressure and Temperature 


The Bristol Co. 
Square D Co., Inc. 


Switches, Safety 

Colt’s Patent Fire Arms Mfg. Co. 
Genera! Elec. Co. 

McGill Mfg. Co. 

Square D Co., inc. 

Westinghouse Elec. & Mfg. Co. 


Switches, Thermostat Controlled 
Colt’s Patent Fire Arms Mfg. Co. 


General Elec. Co. 
Thermador Elec’] Mfg. Co. 


Switches, Time 


General Elec. Co. 
Sangamo Elec. Co. 


Switchgear 

Allis-Chalmers Mfg. Co. 
Delta-Star Electric Co. 
General Elec. Co. 

I-T-E Circuit Breaker Co. 
Westinghouse Elec. & Mfg. Co. 


Tapes—Friction and Rubber 


Clifton Mfg. Co. 
Geo. E. Honn Co. 


Telephone & Telegraph Hardware 
& Specialties 

General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 
Hubbard & Co. 

Maydwell & Hartzell, Inc. 


Telephone Systems—Private 
American Automatic Elec. Sales Co. 


Terminals, Cable 


Genera! Cable Corp. 
General Elec. Co. 


Testing Devices 
Superior Switchboard & Devices Co. 


Tools 
Mathias Klein & Sons 


Tools, Live Line 

A. B. Chance Co. 

James R. Kearney Corp. 
Western Hardware & Too! Co. 
Sangamo Elec. Co. 


Transformers 

Allis-Chalmers Mfg. Co. 
Gardner Elec. Mfg. Co. 
General Elec. Co. 

Jeffries Transformer Co. 
Western Transformer Co. 
Westinghouse Elec. & Mfg. Co. 


Tubing, Elec’] Metallic 
Aluminum Co. of America 
Youngstown Sheet & Tube Co. 

Wire 
Turbines 
Pelton Water Wheel Co. 


Valves 


Ohio Brass Co. 
Pelton Water Wheel Co. 








i 
: 


_ ———— 
—_- ee 

















ONLY G-E CUTOUTS 
COMBINE ALL THESE 


OPERATING ADVANTAGES 





POSITIVE INDICATION WHEN THE 
FUSE LINK BLOWS 















... or a full opening, 
isolating door and © 
fuse holder from the © 
circuit f 


Either a partial opening 
of the door, positively 
separating the parts of the 
blown fuse, 





COMPACT CROSSARM MOUNTING a 


Either vertical, 


... turned toward 
pole for greater 
convenience, 





... or with a pellet 
lightning arrester 


DIRECT POLE MOUNTING 





is Either to right or left, --. Or on a transformer 


. with a pellet 
arrester, 


G- PORCELAIN-ENCLOSED two-in-one in- 

dicating and drop-out fuse cutouts are avail- 
able in ratings 50 and 100 amp, 5000 volts; 50 amp, 
7500/12,500 gr-Y volts. For a complete description, 
ask for Bulletin GEA-1993C. And remember, for 
best results, use G-E fast-blowing, universal cable- 


type fuse links. General Electric, Schenectady, N. Y. 


340-26 


GENERAL (% ELECTRIC 
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Washers, Clethes 

Easy Washing Machine Corp. 
General Elec. Co. 

Little Giant, Inc., Ltd. 

Norge Division, Borg-Warner Corp. 
Savage Distributing Co. 


Crucible Steel Co. 

General Cable Corp. 
General Electric Co. 
Hazard Ins. Wire Works 
Indiana Steel & Wire Co. 
Keystone Steel & Wire Co. 


Wattmeters Maydwell & ec Inc. 
The Okonite Company 

Gensel Sie. Co Pacific Wire Rope Co. 

L. A. Nott ‘ Prvoidence Ins. Wire Co. 


Roller-Smith Co. 

Sangamo Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Weston Elec. Instrument Corp. 


Water Wheels 
Pelton Water Wheel Co. 


Rockbestos Products Corp. 
John A. Roebling’s Sons Co. 
United States Steel Corp. 


Wiring Supplies 


Crouse-Hinds Co. 
General Elec. Supply Corp. 


Wire Graybar Elec. Co., Inc. 


Westinghouse Elec. Supply Co. 


Aluminum Co. of America 


American Steel & Wire Co. 
Columbia Steel Co. 

































































Wringer Rolls 
Lovell Mfg. Co. 


Crescent Ins. Wire & Cable Co. 


Westinghouse Elec. & Mfg. Co. 
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ANOTHER 
ELECTRIC 
VA te 
REDUCTION 


OnLy a year ago, the P. G. and E. 


announced a substantial reduction in electric rates. 


According to the Federal Power Survey, our rates 
THEN were among the lowest in the country. Now 
we are pleased to announce a FURTHER reduc- 
tion to be effective on February 1. Four million 
dollars were saved to our customers by the 1936 
reduction. Three million MORE dollars will be 
saved by this reduction —— A TOTAL SAVING OF 
SEVEN MILLION DOLLARS IN LITTLE MORE 
THAN A YEAR! 


PACIFIC GAS AND ELECTRIC COMPANY 


OWNED +- OPERATED > MANAGED BY CALIFORNIANS 
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HE electrical industry never had a 

more interested and responsive 
audience for its wiring promotion story 
than the public it faces this year. 

Intensive lighting campaigns have 
heen carried on for the past few years. 
There has been tremendous increase in 
the use of electrically driven office ma- 
chinery, beauty salon equipment, and 
scores of other devices for commercial 
use, 

Many building owners are suddenly 
brought to a shocked realization that 
their comparatively new buildings are 
unattractive to tenants because of elec- 
trical inadequacy. 

Residences and apartment buildings 
are faced with a parallel situation. 

Schools are finding it necessary to re- 
wire before lighting can be brought up 
to date. 


In their offices and homes. people 


147 Sutter Street, San Francisco 


are daily being brought face to face 
with examples of electrical service un- 
satisfactory because of poor wiring. 
Every one of these persons needs only 
to have the fundamental facts of ade- 
quate wiring pointed out to realize its 
importance. 

“Good” wiring is an abstraction and 
means little to most people. Its indefi- 
niteness is confusing. 

“RED SEAL” wiring is a concrete 
example more easily understood. The 
haziness of “good” is dispelled in the 
concrete specifications of RED SEAL, 
and the layman has a definite standard 
to strive for. 

Whether you manufacture or dis- 
tribute commercial or domestic ap- 
pliances, or serve power, your market 
is “bottlenecked” without universal 
vood wiring. RED SEAL wiring is 
easier to sell. Talk about it at every 
opportunity. 


601 West Sth Street, Los Angeles 
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